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WEBSTER DEALERS now have more than 
ever to offer their customers—the greatest 
typing convenience since the invention of 
visible typewriters. Ask any secretary who 
has used Micrometric Carbon Paper. She 
will tell you. Why not use this invention 


to get new customers, to make more prof- 


its in all the lines you carry? 





Micrometric Carbon 
Paper gives you these 
five extra sales fea- 
tures: 1. Neater typ- 
ing. 2. Uniform mar- 
gins. 3. Faster tv ping. 
4. No smudged fin- 


gers. 5. Saves money. 


Today, dealers are more eager than ever 
to carry the Webster line. It means: 1. Safe, 
protected profits. 2. The best-known names 
in the quality field. 3. Better facilities at 
the service of your customers. 4. Merchan- 
dising assistance. 5. The only manufacturer 
consistently to advertise carbon paper and 


typewriter ribbons to the consumer. 
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“OFFICE APPLIANCES its 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


“No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy. which has in view 
it all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the grownd 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


A M 
Acco Products In s4 Manifold Supplies Co... 58 
Ace Fastener Corp 100 Markilo Co Pe | 
Acme Card System (+ 99 Martens Type Cleaner Co.138 
Acme Staple Co 140 Meilicke Systems, Inc. 140 
Aigner, G. J., Co 135 Metalst: ind Co : sand 137 
Allen & Co 134 Mever & Wenthe . 135 
Alma Desk Co 132 Miami Systems Corp., The.134 
Amer. Automat, Elec. 8S. Co.127 Mimeograph, The ; . 5S 
Amer. Autom. Typew. ¢ 136 Mittag & Volger, Inc 85 
American Embossing ¢ 131 Mohican Pencil Co : 130 
Amer. Number. Mach. ¢ 128 Monochrome Pen Co.. 131 
Amer. Stentex Corp L107 Moore Push Pin Co 136 
Amer. Writing Mach. Co o4 Munson Supply Co 127 
Ames Supply Co 108 
> ) ’ *e) x7 
— Me tal Constu tion (¢ +4! Nagel-Chase Mfg. Co.. The 70 
rt Steel Co Im 112 - ~ : c 4 
Autom. Pencil Sharp. Co..131 National Blank Book Co.. 83 
Autopoint Company 92 National Brief Case ( oO. 135 
Auto-Typist, Th 136 Natl Vulcanized Fibre Co.1351 
Neidich Process Company 98 
B Neva-Clog Products, Inc... 90 
Bankers Box Co 61 New Indiana Chair Co 119 
Bassick Co 72 
Beach Publishing Co 139 ‘ Oo eS 
Rickett. L. M ( 120 Oakville Company : 139 
Bristow Stanley R 137 Old Town Rib. & Carb. Co.113 
Bullfrog Brands, In¢ 123 Oxford Filing Supply Co.. 92 
c P 
Carpenter, E. W., Mfg. Co. 136 Pacifie Cb. & Rib, Mfg. Co. 69 
Case Brothers, In« 114 Parrot Speed Fastener Cp.104 
Cel-I Dex Corporation 133 Peerless Key Co., Ine een 74 
Champion Coat. Paper Co.126 Pelouze Mfg Co oe +135 
Clarotype Co The 135 Pronto File Corp.... 124 
Clip-On Corp 132 Pruitt, Ine eee ‘ 124 
Codo Mfg. Corp 129 Prym, William, of Amer 136 
Columbia Rib. & Carb. Co. %6 
Columbia Steel Eq. Co So ( — . tn ) 
Columbian Art Works 63 quality Park Env. Co....103 
Colytt Laboratories 138 R 
Compo Mfg. & Sales Co 140 Reliable Tw. & A. M. Corp.140 
Cook. H. C.. Co 130 Reliance Pencil Co - 116 
Cooke & Cobb Co 138 Remington Rand, Ine. ..103 
Corona Typewriter a7 Rite-Rite Mfg. Co Tr?) 
Corry-Jamestown Mfg. Cp.115 Roberts, Weldon, Rub. Co. 86 
Crown Ribbon & Carb. C 116 Rockwell-Barnes Co. - 123 
Roosen, H lL) (o. 138 
Deflance Sales Corp 112 Royal Typewriter ¢ 142 
Dick, A. B.. Co 55 
Diebold Safe & Lock Co, .119 Schaaf & Good Co., The. 128 
Dixon, Joseph, Cruc. Co 111 Schwab Safe Co., The 128 
Scripto Mfg. Co 106 
: E . Sengbusch Self-Cl. Inkstd 
Kagle Pencil Ce 79 Co 109 
Elliott Addressing Machine Shaw-Walker Co. . ; 71 
Co . .. 141 Sheaffer, W. A., Pen Co 91 
Mlliott-Fisher 68 Back Cover Sheppard, C. E.. Co 122 
Engraved Staty., Buffalo. .131 Sherman-Manson Mfg. Co.141 
Evansville Desk Co. ve Shipman-Ward Mfg. Co “7 
F Smith, Bradner, & Co 138 
Faber. A. W Ine 54 Smith, lL, Cie «& Corona 
F. B. Mfe. Co 1237 Typewriters, Ine 57 
Fulton Specialty Co 127 Speed Key Mfg. Co 139 
Staedtler, J. S., Ine 125 
Stein Brothers Mfg. Co. 112 
General Fireproofing Co Stencilpress Company 116 
The 64 St. Louis Typewriter Ex 
General Pencil Co 88 change : , 139 
Globe-Wernicke Co 95 Storms, H. M., Co ..108 
Graff, Geo. B., Co 60 Sturgis Posture Chair Co.139 
(jrand Rapids L. L. B. Co.140 Sundstrand 68, Back Cover 
Graphic Duplicator Co 137 Swan Pencil Company 120 
(juide Svstem & S mp. Co 8 
rid x up! 11 r 
H Tip-Top Mfg. Co 139 
iH A. Ink Eradicator Co 136 Toledo Metal Furn. Co x2 
Hanson Scale Co 13% Triner Scale & Mfg. Co 123 
Harding, Milo, Company 113 
Harriman-Welts Prod. Co.138 ‘ , F 
Harter Corp., The 73 Underwood-Elliott-Fisher 
Hever Corporation 143 Co 65, Back Cover 
Higgins. Chas. M.. & Co. .133 l. S. Tw. Rib. Mfg. Co 137 
Hotchkiss Sales C 123 Universal Office Equip. Co.117 
I Vv 
Imperial Desk Co 124 Vail Manufacturing Co 121 
Imperial Mfe. Co 105 Varityper Div. Coxhead 65 
Imperial Methods Co 124 Victor Safe & Equipment 
Indiana Desk Co 119 Co 80, 81 
Zz w 
Jasper Chair Co 104. 110 Wabash Cabinet Co 129 
Jasper Desk Co 104 Wagemaker Co 120 
Johnson Chair Co ae Warshaw Mfg. Co 132 
Weber Costello Co 1236 
K Webster, F. S., Co 2 
Kardex Internat'l Ltd 122 Weis Mfg. Co 75. 6. 7 & 
Kilian Mfg. Corp 141 Wholesale Typewriter Co.115 
Koh-I-Noor Pencil Ce 101 Wiggins, John B., Co 136 
z Wrenn Paper Co., The 128 
Leatheroid 102 
l se Leaf Metals ¢ 127 Yawman & Erbe Mfg. Co. 67 


For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furmshed by 
letter, without obligation. 


aces ——_ = = ses waegee, manos Bearings, Slides 
emington an ne Oo: assick Company 72 
Sundstrand 68, Back Cover Kilian “M fe Corp 141 
Adding Machines, Rebuilt & Used Celluloid Envelopes 
Reliable Tw. & A. M. C., 140 Markilo Co 137 
ee rsi : = Benioms. Co. tH Chair Pads and Cushions 
1wlesa ypewriter Co Bickett, L. M., Co 120 
Adding Machine Rolls and Paper Chairs 
Rockwell-Barnes Co. 123 General Fireproofing Co 64 
Smith, Bradner & Co 138 Jasper Chair Co 104, 110 
Adding Typewriters Johnson Chair Co 66 
Underwood E F..68, Back Cover New Indiana Chair Co .119 
Addressing Machines, Mfrs. Chairs (Posture) 
Elliott Addressing Mach. Co.141 General Fireproofing Co 64 
Addressing Machines, used, rebuilt Harter Corp 3 73 
Pruitt, Ine 124 Johnson Chair Co 66 
Universal Off. Equipmt. Co.117 Sturgis Posture Chair Co 139 
Adhesives Toledo Metal Furniture Co x2 
(See Inks, Adhesives, ete.) Check tg gay and Writers, Used 
Arch and Clipboards : Reliable Tw. A. M. Corp..140 
Globe-Wernicke ( oO. . 90 Checks, bat, Metal 
Rox kwell Bar nes Co 123 Meyer & Wenthe 135 
. aa wale Cm « 71 Clips, Paper (See Paper Clips) 
sh Trays, ce Copyholders 
De fiance Sales Corp. 112 Acco Products, Inc S4 
a ae mage Mfg. Co. 138 Amer. Automatic Elec. S. Co.127 
akville Company oF Crayon (Blacktl rd) 
Autograph Registers & Supplies Weber Costello Co 136 
Miami Systems Corp., The. .134 Dating Stamps 
Automatic Typewriters Amer. Number. Mach. Co 128 
Amer. Automat. Typewr. Co.136 Fulton Specialty Co 1°7 
Bankers’ Note Cases " Meyer & Wenthe 135 
Art Steel Co.. os 11 Desk Calendar Pads 
ps met J Aut gy ag Co os Columbian Art Works 63 
rlione ernickKke 0 . 7 de fix ‘e Sales ‘or ” 
Victor Safe & Equi. Co..80, 81 ~. _—~* . — - ES 
Billing Machines Aigner, G. J.. Co 135 
ee! eee b. k _—— Desk Pending. Letters Holders 
ood E 8. Back , Acco Products, In¢ 
Binders, Catalog and Periodical Desk Luo, 7 
Acco Products, In 84 Aigner, G. J., Co 135 
BI ek bon _ : ' oa 13% Art Metal Construction Co.. 8&7 
Ww ~—y.~ tello c 136 Art Steel Co Ine 11” 
Blank _ B~+y eno LO.. ww General Fireproofing Co.... 64 
- P Globe-Wernicke Co 5 
pot <5 > og a 133 Imperial Methods Co 124 
Blotters =aapeaiaeen a ee eee Ce. e 
V s " 75 1 7 
Wrenn Paper Co., The 128 mm. w Lo ‘Distria te palais 
Blue Print and Plan File Cabinets Art Steel Co. — 112 
Acco Products, Ine S4 Bristow. Stanle R 137 
Art Metal Construction Co 87 Globe.Wernicke’ C oz 
Columbia Steel Equip. Co... 89 4 pr = 1 
General Fireproofing Co 64 Sengbusch S.-Cl. Inkstand Co 109 
Globe-Wernicke Co 95 Shaw Walks r ( “s 71 
Shaw-Walker Co 71 Victor Safe & Equip. Co. .80, 81 
Yawman and Erbe 67 —- a Desk C ae 
Bond Boxes ; 1M ii ; - 132 
Art Steel Co 11° Art Metal Construction Co. 87 
General Fireproofing Co 64 Columbia Steel Equip Co 89 
Globe-Wernicke Co a5 Ev ansv ille Desk Co 62 
Weis Mfc. Co “5 6.7. 8 General Fireproofing Co 64 
Book feaee, . vai . Globe-Wernicke Co . 95 
Alma Desk Co 132 Imperial Desk Co 124 
Art Metal Construction Co 87 yy —_ Co. 119 
General Fireproofing Co 64 wpe I a . 4 104 
Globe-Wernicke Co 95 Shaw ‘Walker Co ‘1 
Shaw-Walker Co. 7 Wagemaker Co 120 
Wabash Cabinet Co 129 Weis Mix. Co > 1o, 6, 7, 8 
Weis Mfc. Co 75.6. 7.8 Yawman and Erbe 67 
Tawmen ond trbe . 7 ——" Machines (Used) ne 
Book Rings ruitt, Ine ‘ 1n4 
Carpenter, E. W.. Mfg. Co. .136 Universal Office Equip. Co..117 
Oakville Company 139 Duplicating Machines ty 
Bookkeeping Machines Dick, A. B., Co : os) 
Underwood E F..68. Rack Cover Graphic Duplic ator Co 137 
Box Letter Files sarding. Milo. Co... rs 
Art Steel Co 112 Heyer ¢ orporation, The 14:3 
Globe-Wernicke Co. 95 Mimeograph, The 55 
Rockwell-Barnes Co 123 Pruitt, Inc. a l24 
Weis Mfe. Co 75. 6. 7. 8 Smith, L. C.. & Corona Tws. 57 
Brief and Zipper Cases Stencilpress Co 116 
Nat'l Brief Case Mf. Co 135 Duplicating Machine Supplies a 
Stein Bros. Mfg. Co 11° ns oe — = x 2 orp ae? 
Calculating Devices sullfrog rands me » ABS 
Meilicke Systems, Inc 140 ( a Ribb. & Carb. Co 96 
Reliable Tw. & A. M. Corp..140 Dick, A . Co i + 
Calculating Machines ee Dipl ator Co 1:37 
Remington Rand. Ine 103 Harding. Milo, Co... 113 
Sundstrand 68, Back Cover os Corporation, The 1 $3 
Calculating Machines, Used Mehmed — dp. é th 
, . yey So. 0 Loosen, o 33 
Reliable Tw. & A. M. Corp - Smith, L. C., & Corona Tws. 57 


14 
Universal Office Equip. Co..11 
Wholesale Typewriter Co 11 
Carbon Papers 
(See Ribbons and Carbons) 


Engraving, Copper Plate 
Wiggins, The John B., Co. .136 
Envelopes 


, 


Card Index Boxes and Trays Cooke & Cobb Co 138 
Art Metal Construction Co x7 Globe-Wernicke Co Os 
Art Steel Co 112 Quality Park Envelope Co..102 
Columbia Steel Equip. Co go Envelopes, Celluloid 

Markilo Co 137 


Corry-Jamestown Mfg. Corp.115 : 
Globe-Wernicke Co Oh Envelope Openers 


Guide System & Supply Co..118 Oakville Company 3a 
Imperial Methods Co "4 Eradicators, Ink 

Shaw-Walker Co 71 A. Ink Eradicator Co 136 
Warshaw Mfe. Co | Rs be Heyer Corporation, The 143 
Weis Mfg. Co 75, 6, 7, 8 Erasers (Blackboard) 

Yawman and Ertx 67 Weber Costello Co 136 

Cash Boxes Erasers (Rubber) 

Art Steel Co., Inc 11° Automatic Pencil Sharp. Co.131 
General Fireproofing Co 64 Dixon, Joseph, Crucible Co.111 
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Eagle Pencil Co . National Blank Book oe —— Pins and Pin Containers Metalstand Co. .......... 137 
Faber, A. W., Inc , . 58 Sheppard, The C. E., 132 Oakville Company ... 139 Sherman-Manson Mfg. Co. .141 
General Pencil Co SS Loose Leaf Envelopes, C ellutold Prym, William, of Ame rie a.136 Sturgis Posture Chair Co. ..139 
Koh-I-Noor Pencil Co 101 Markilo Co. ae .137 Vail Manufacturing Co. 121 Toledo Metal Furniture Co... 8&2 
Oakville Company 139 Loose Leaf Metals Platens, Typewriter Staples (Paper Fastening) 
Reliance Pencil Co 116 Carpenter, E. W., Mfg. Co. .136 Amer. Writing Mach. Co... 94 Ace Faatener Corp........ 100 
Roberts Weldon Rubb. Co. &6 Loose Leaf Metals Co 127 Ames Supply Co...... ..108 Acme Staple Co. > ..140 
Staedtiler, J. S., Inc 125 Mail Distributors Shipman-Ward Mfg. Co... 97 Compo Mig. & Sales "Co. ..140 
Swan Pencil Co 120 Bristow, Stanley R. . 137 St. Louis Typewriter Exch. . 139 Hotchkiss Sales Co.......123 
Expense Books Globe-Wernicke Co. 95 Wholesale Typewriter Co. ..115 Neva-Clog Products, Inc... 90 
Beach Publishing Co ‘ .139 Victor Safe & Equip. Co.80, 81 Postal Seales Parrot Speed Fastener Corp..104 
Defiance Sales Corp 112 Map Tacks Hanson Seale Co....... 139 Vail Manufacturing Co 121 
Eyelets Graff, George B., Co....... 6o Pelouze Mfg. Co. aye Stationery, Embossed, Engr. ved 
Oakville Company 139 Maps, Globes, ete. Triner Secale & Mie. ‘Co 123 American Embossing Co...131 
Fan Fold Form Tw. Attachment Weber Costello Co........136 Pressboard Engraved Staty., Buffalo. . 131 
Miami Systems Corp., The. .134 Matched Office Suites Case Brothers, Inc........ 114 Wiggins, The John B., Co. .136 
File Boxes, Collapsible Corrug. Art Metal Construction Co.. 87 Punches Stencils, Brass 
Bankers Box Co 61 General Fireproofing Co... 64 Acco Products, Inc........ S4 Meyer & Wenthe......... 135 
Globe-Wernicke Co 95 Globe-Wernicke Co. - . 95 Defiance Sales Corp....... 112 Stenographers’ Note Books 
Guide System & Supply Co..118 Memorandum Books Globe-Wernicke Co. ....... 95 Rockwell-Barnes Co. ...... 2: 
Oxford Filing Supply Co... 92 National Blank Book Co... 8&3 Push Pins Stools 
Pronto File Corp .124 Rockwell-Barnes Co. ..... .123 Moore Push Pin Co....... 136 Harter Corp., The........ 73 
File Boxes, Metal Memorandum Devices Ribbons and Carbons Sturgis Posture Chair Co. . .139 
Art Metal Construction Co.. 87 Bristow, Stanley R. ve MA le 134 Toledo Metal Furniture Co.. 82 
Art Steel Co. 113 Mending Tape (Gummed) Codo Mfg. Corp. aeeene e 139 Storage and Transfer Cases 
Rockwell-Barnes Co. . 123 Warshaw Mfg. Co......... 132 Columbia R. & C. Mfg. Co.. 96 Art Metal Construction Co.. 87 
Victor Safe & Equip. Co.80, 8&1 Moisteners Crown Ribbon & Carb. Co..116 Bee Dee ae 6 é ce eed bees 112 
Filing Cab. Ball & Roller wrens ° nes Colytt Laboratories 138 Imperial Mfg. Co.........-. 105 Bankers Box Co. ........ 61 
Kilian Mfg. Corp 14 Sengbusch S.C. Inkst: and Co.109 Manifold Supplies Co...... 58 Columbia Steel Equip. Co... 8&9 
Filing Cabinets, Metal Numbering Machines Mittag & Volger, Inc...... 4 Corry-Jamestown Mfg. Cp. .115 
General Fireproofing Co.... 64 


.128 Neidich Process Co....... 
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Acco Products, Ine 84 Paper U. S. Typewr. Rib. Mfg. Co.1: 37 Yawman and Erbe Mfe. Go. 67 
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Yawman and Erbe . OF Clip-On Comp. Shae apansee 132 Art Metal Construction Co.. 87 General Fireproofing Co 4 
Filing Supplies Cook, Re ENs: 130 Diebold Safe & Lock Co...119 Globe-Wernicke Co. ...... 95 
Acco Products, Ine .. 84 Defiance ‘Sales Corp... ..: 2112 General Fireproofing Co... 64 Shaw-Walker Co. ........ 71 
Aigner, G. J., Co .135 Fuiton Specialty Co.......127 Globe-Wernicke Co. ....... 95 Tablets 
Art Metal Construction Co.. 87 Graff, George B., Co... . 60 Schwab Safe Co., The..... ‘= Rockwell-Barnes Co 123 
Cooke & Cobb Co 138 Oakville Company ... ..139 Shaw-Walker Co. ........ 7 Teleshene Acecssetien 8 2 
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General Fireproofing Co.... 64 Tip-Top Mfg. Co. ...... 139 Yawman and Erbe........ 67 Colytt eee eh fate 138 
Globe-Wernicke Co. . 9 Vail Manufacturing Co... .121 Scales Meilicke Systems Ngee 140 
Guide System & Supply Co..118 Paper Fastening Machines Hanson Scale Co.......... 139 Victor Safe & Equi’ ‘o 80. 
at . Cc ° . a s equip. Co,.80, 81 
Imperial Methods Co. 124 Ace Fastener Corp........100 Pelouze Mfg. Co.......... 135 Teleph Stand 
Oxford Filing Supply Co... 92 Acme Staple Co.. . $ 140 Triner Scale & Mfg. Co. ..123 — Metal Co, + sion C 87 
Rockwell-Barnes Co. .123 Autom. Pencil Sharp. Co. ..131 Sealing Wax aS eee See een SS, « ‘ 
empanly © = a meee . = . . + ™ ac General Fireproofing Co... 64 
Shaw-Walker Co. 71 Compo Mfg. & Sales Co....140 Higgins, Chas. M., & Co.. .133 Globe-We ‘ke C The Oh 
Victor Safe & Equip. Co.80, 81 Hotchkiss Sales Co........ 123 Seals, Notary and Corporation Y wera. aa : ~y mccihie 67 
Wabash Cabinet Co : 129 Neva-Clog Products, Ince... 90 Meyer & Wenthe......... 135 a ee ho 6s 09's : 
Wagemaker Co. . 120 Parrot Speed Fastener Corp.104 Secretary Desks a "yet > B.. C 60 
Warshaw Mfg. Co... 132 Victor Safe & Equip. Co. 80, 81 Art Metal Construction Co.. 87 om Pash Pi “ec ybeee 134 
Weis Mfg. Co 7>. 6, 7, 8 Paste (See Inks. Adhesives, ete.) General Fireproofing Co.... 64 Moore Push Pin Co....... a9 
Yawman and Erbe Mfg. Co. 67 Pen and Pencil Clips Globe-Wernicke Co., The... 95 Oakville Company ........ 138 
‘olders (See Filing Supplies) Oakville Company ........139 Shaw-Walker Co. ......... 71 Vail_ Manufacturing Co... .121 
fountain Pens Pencil Sharpeners Wabash Cabinet Co........ 129 Type, Typewriter ; 
Autopoint Company 93 Autom. Pencil Sharp. Co. . .131 Shears Amer. Writing Machine Co., 4 
Monochrome Pen Co 131 Graff, George B., Co.. — Schaaf & Good Co., The,..128 Ames Supply Co.......... 108 
Sheaffer, W. A., Pen Co... 91 Pencils, Cedar Shelf Boxes ; . Shipman-Ward Mfg. Co.... 97 
Gieden, Geographical Dixon, Joseph, Crucible Co..111 Lh... § ee eee 112 Typewriter Cleaning Material 
Weber Costello Co 136 Eagle Pencil Co. ae General Fireproofing Co.... 64 Amer. Writing Machine Co., 94 
Graphs Faber, A. W., Inc....... 59 Globe-Wernicke Co. ....... 95 Clarotype Co. ....... _- ++ +136 
Kardex Internat’l. Ltd 122 General Pencil Co. wa’ eee Weis Mfg. Co...... 75. 6, Ss Martens Type Cleaner Co. . .138 
Gummed Cloth Rings Koh-I-Noor Pencil Co.. 101 Shelving Webster, F. S., Co........ 2 
Graff, Geo. B., Co 60 Mohican Pencil Co. . ..130 Art Metal Construction Co.. 87 Typewriter Cushion Keys - 
Warshaw Mfg. Co. 132 Reliance Pencil Co.... ..116 Oe I ce a 11° Munson Supply Co........ 127 
Index Card Signals Staedtler, J. S., Ine ..125 General Fireproofing Co.. 64 Peerless Key Co........+.. 74 
Cook, H. C., Co 130 Swan Pencil Co. 120 Globe-Wernicke Co. ....... 95 Speed Key Mfg. Co....... 139 
Graff, George B., Co .. 60 Pencils, Mechanical Smoking Stands, Office Typewr. Cushion Knobs and Feet 
Moore Push Pin Co 136 Autopoint Company ...... 93 Nagel-Chase Mfg. Co., The.. 70 Amer. Writing Machine Co.. 94 
Victor Safe & Equip. Co.80, 81 Rite-Rite Mfg. Co. .......138 Stamp Pads Ames Supply Co.......... 108 
Index Tabs Seripto Mfg. Co. ... : .106 Fulton Specialty Co....... 127 Peerless Key Co.......+. 7 
Aigner, G. J., Co 135 Sheaffer, W. A., Pen Co.... 91 Meyer & Wenthe......... 35 Typewriter Parts and Tools 
Cel-U-Dex Corporation 133 Pen Sockets Rockwell-Barnes Co. ..... 23 Amer. Writing Machine Co.. 94 
Globe-Wernicke Co. 95 Sengbusch 8.Cl. Inkstand Co.109 Victor Safe & Equip. Co.80, 8&1 Ames Supply Co.......... 108 
Guide System & Supply Co..118 Pens Stands for Office Machines Shipman-Ward Mfg. Co... 97 
Markilo Co. .137 Sengbusch S.Cl. Inkstand Co.109 General Fireproofing Co.... 64 Wholesale Typewriter Co...115 
Victor Safe & Equip. Co.80, 81 Picture Hooks Globe-Wernicke Co., The... 95 Typewriters, Mfrs. of 
tee = — =~ 132 Moore Push Pin Co -oockae Harter Corp., The........ 73 Americ 2, Auto. Typewriter.1: +4 
s, Adhesives, Ete. Corona Typewriter ....... 
Harriman-Welts Prod. Co. . .138 Remington Rand, Inc...... 103 
Higgins, Chas. M., & Co 133 no Royal Typewriter Co...... 142 
Inkstands — HH] Smith, L. C., & Corona Tws. 57 
Defiance Sales Corp 112 Hill Underwood E F..68, Back Cover 
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Sengbusch 8.Cl. Inkstand Co.109 
Leads for Mechanical Pencils 


Autopoint Company 93 
Faber. A. W Ine : 59 
Seripto Mfg. Company 106 


Leather Goods 
National Brief Case 
Stein Bros. Mfg. Co 

Leather Upholstered Furniture 
Jasper Chair Co 104, 110 

Letter Trays (See Desk Trays) 

Letterheads 
American Embossing Co... .13 
Engraved Staty. Buffalo .13 
Wiggins, The John B., Co. .13 

Library Equipment 
Art Steel Co. ' 11 
Corry-Jamestown Mfg. Co. .115 
General Fireproofing Co f 
Globe-Wernicke Co. { 

Lockers and Storage Cabinets 
Art Metal Construction Co S 
Art Steel Co. . 11° 

11 


Mig. Cx 


Corry-Jamestown Mfe. Co 5 
General Fireproofing Co . 64 
Globe-Wernicke Co. 95 
Shaw-Walker Co. 71 
Yawman and Erbe 67 


Loose Leaf Books and Systems 
Aigner, G. J.. Co 13 
F. B. Mf. Co 137 
Grand Rapids L. L. Bdr. Co..14 





of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers “1 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. Subscri 
in every land have made, and are making, good a 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 








Typewriters, Rebuilt and Used 
Amer. Writing Machine Co. 94 
Pruitt, Ine. 2 
Reliable Tw. & A. M. Co...140 
Shipman-Ward Mfg. Co.... 97 
St. Louis Typewriter Exch. 


Wholesale Typewriter Co... 1 15 
Visible Systems Equipment 

Aeme Card System Co..... 99 

Aiea. Ge. Ban GOs 5 6 00.9 90 135 


Art Metal Construction Co., 87 
Globe-Wernicke Co. 5 


Kardex Internat'l, Ltd..... 122 
National Blank Book Co... 83 
Remington Rand, Inc...... 103 
Shaw-Walker Co. ........ 71 
Sheppard, The C. E., Co. . .132 
Victor Safe & Equip. Co. 80, 81 
Yawman and Erbe........ 67 
Wardrobes 
Art Metal Construction Co., 87 
Bie Gee Gh 5b ok 4 k:4 408 oe 112 
General Fireproofing Co... 64 
Globe-Wernicke Co. ...... 5 
Shaw-Walker Co. ........ 71 


Waste Baskets 
Art Metal Construction Co... 87 


Ame Week. vais be éeeave 112 
General Fireproofing Co... 64 
Globe-Wernicke Co., The... 95 


Nat'l Vulenzd. Fibre Co... .131 











APPLIANCES 


OFFICE 


WANTS AND TOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALESMAN WHO HAS SOLD outstanding installations of calculating and 


bookkeeping equipment oper for new mnectior with office specialty 
manufacturer Thoroughly capable of operating branch offi rv oof har 

diing entire sales organizatior Now in business in another field, but has 
the desire to return to office appliances. Can do a big job with a live 


specialty Address D-96, care Office Appliances, Chicago 


SALESMAN WITH ELEVEN YEARS’ EXPERIENCE selling filing equip 


ment to dealers in middie west and far west and with direct-to-users’ sales 
experience in branch office, desires to represent anufacturer of stationery 
or office furniture Now affiliated with established dealer, but prefers to 
contact trade as formerly Excellent references Address D-99, care Of 
fice Appliances, Chicago 

SALESMAN who has ade outstanding success establishing and develop 
ing dealer contact for fice specialties open for new connection 
Fully quatified to irry on same type of work manage branch office 
Exceptionally wide dealer acquaintance Competent to handle any office 
itility whethe machine file wr stationery Address D-102, care Office 


Appliances, Chicag 


SALESMAN WITH 15 YEARS’ experience as ilesman and salesmanaget! 

good steel and wood furniture mar Know entire stationery line Want 
to hook up with stationer and office outfitter in town of one to two hur 
dred thousand on commission basis with small drawing account Best of 
references Address D-94, care Office Appliances Chicago 
CARBON PAPER FACTORY MAN with broad experience in all details of 
bot machinery ind «for ilas desires onnectior with responsible cor 
pany Addre D-93, care Office Appliances, 1601 Pershing Square Bldg 
New York City 
TYPEWRITER AND OFFICE MACHINE echanic with nine years’ ex 
perience on all ake typewriter idding ichines, calculators, et Ur 
questionable reference good educatior neat appearance Address D-95 
care Office Appliance Cc) iv 

SALESMEN WANTED 

OUR HIGH GRADE TYPEWRITER SPECIALTY proving a very profit 
ible tem for typewriter specialty salesmen and ribbon & carbon met 


hur policy of 
with the 


establishing one representative in a territory, in conjunctior 


very liberal ! ssiol tha ke ur proposition very nteresting 


ind profitable Write for details giving territory you cover Address R-102 
care Office Appliances, Ct iz 

SALESMEN WANTED w handling nme r tw non-competing office 
tems to handle line f safes Full line \ and B label safe 

burgiar proof hests, wall safe vault doors, fur and jewelry safes, ete 
Territory | iValilable nm var i sections f the ft Ss Straight 

on bas Acdre K-9% ire Office Appliances, Chicago 

LARGE MANUFACTURING and distributing organization with miner 
tions throughout the « intry has ar pening for a salesmar sell stene ‘ 


and stencil paper t the trade ir New York area Ar yppportunity for 
some one who Knows duplicating supplies t make connection with well 
established concern wilt hance ear auivancement for capable sales 
work Send statement f qualificatior t udlir experience to R-90, care 
Office Appliances Chicag 
EXCLUSIVE DISTRIBUTORS WANTED 

OPEN TERRITORY for sales organizations in south, northwest and a few 
middle states on the new mproved GENERAL INTERCHANGEABLE 
STAPLES (just out ind Stapling Machines Most important improve 
ment in preformed staples yet ache Chas. B. Russell, Ine SS Broad 
Street, Bostor 

CONTROLLED LINES We have several office appliances selling fri 
one to five dollars n which we protect salesmet n a specified territory 
Giive references and ther line carried Rep!y K-09 ire Office Ay 
pliances, Chicage 

NATIONALLY KNOWN MANUFACTURER finest quality line interested 
in sales representative witl ‘tablished ability good character married 
Give age and mplete nformation when answ ny Address R-92 re 
Office Appliances, Chicag 

SALESMAN WANTED By ld established typewriter and office equip 
ment dealer n Middle-West Good pportunit for a live wire mar 
R-100. care Office \ppliances Chicag 

rWO 50c REPEATERS f en selling direct t ffices Specify ! now 
handled Address KR-S ire Office Appliar Chicago 
EXPERIENCED SALESMEN sell n add ther ‘ r well 
known filing ipplies and equipment direct t ft Addre no ar 
Office Appliat ) iZ 

HELP WANTED (FEMALE) 
WANTED w in experienced in commercial stationery t enograpl 
and detail work Marsha Jackson Co 26 S. Clark St., Chicag 
REPRESENTATIVES AVAILABLE 

SALESMAN representing leading stationery smnufacturer and with wice 
following a ng office y dealers ir ddl ‘ and southwest s it 
a position t handle ne additional line Inte sted particularly it ner 
chandise« d through the trade Wil gladly nsider any article for 
fice use whicl ffer ince for good volur n response to intelligent 
selling effort (hua ! writing filing supplic pe 
jaltie hor ! t vate! 1 ! mmercia tat nery 


eight cents a word, minimum charge, $1.60. 


OFFICE FURNITURE SALESMAN traveling Ulinois, Wisconsi: Indiana, 


Michigan and Ohio for desk manufacturer is open for an additional line 
Will onsider chairs, files, lamps, desk accessories or anything else sold 
n an office furniture department Well grounded in the business and in a 
position to do valuable sales work Address D-100, care Office Appliances 
Chicag 

SALESMAN who formerly covered middle western area for stationery mat 


desires to return to the 


ufacturers field after several years ibsence 
Acquainted particularly in Chicago and nearby states, but will consider 
ny location Has made remarkable record selling mechanical pencils 
Experienced also in other stationery lines. Will consider a single line on 
full-time basis or two or three non-competing lines Address D-101, care 
Office Appliances, Chicago 
SALESMAN WITH WIDE EXPERIENCE in loose leaf and various other 
tems sold by commercial stationery trade is open for a line to be sold 
dealers in the middle western states Will consider anything of merit 


First 
care Office 


references 
Appliances 


straight commission class 


Address D-98 


basis of 


results 


m salary 


ind an 


and ¢ x pense 
attractive record of 


REPRESENTATIVES WANTED 


MANUI RER of has 


ACTI 


LEADING steel safes openings for several com 
! sion representatives to call upon the trade in various sections of the 
United States An excellent line for salesmen now contacting office fur 
niture dealers Line is complete enough to meet all requirements Men 


ion other lines now carried and territory covered Address R-91, care 
Office Appliances, Chicago 
\ NEW PROCESS for making molds, from which anything can be cast 
has been developed in California The material used in the casting is 
ul provement over plaster and can be produced at a small cost A line 
? novelties including book ends, ash trays, paper weights, plaques and 
bric-a-brac s now being produced fron this material National sales 
representatior or in exciusive basis is offered Address K-101 care 
Office Appliances, Chicago 
LARGE WOOD OFFICE FURNITURE manufacturer has openings for two 
representatives selling to dealers. Commission basis only Address R-93 
re Office Appliances, Chicago 

FOUNTAIN PEN REPAIRING 
FOUNTAIN PENS REPAIRED (all ikes) for the trade, since 1904. Mail 
repairs for prompt service Welty Pen & Repair Co (6 6S. «State St 
Chicag 

BUSINESS OPPORTUNITIES 
FOR SALI Office Furniture Busines in order to settle Trustee estate 
business of an old, going concern may be acquired with cash investment 
f les than $25,000.00 Location tror standpoint of healtl ind other 
wise n most ideal climate in United States Address Box R-104, care 
Office Appliances, Chicag 


OFFICE SUPPLY 
from Chicago 
Chicago 


TYPEWRITER AND 
yvears located 25 miles 
K-94, care Office Appliances 


BUSINESS established over 12 
Owner w t Address 


ishes to retire 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES, typewriters, Adding Machines, all office 

equipment bought and sold Chicago Office Appliance ¢ 33 So 

Dearborn, Chicage 

MULTIGRAPH RIBBONS re-manufactured. Guaranteed work, quick serv 
‘ Send us your old ribbons today 144 vard reels of typewriter ribbon 
abr with handy winder, a specialty Also two grace f excellent 


juplicator inh Lewis Co ila N. ith St Milwaukee WwW 


ELLIOTT-FISHER ichines bought old and rebuilt Teeter-Warsh Co 
Plankinton Arcade Milwaukee, Wis 
MODEL 10 DICTAPHONES, Ediphones, 200M series offered dealers 
it prices that wil ake real profits Visible filing equipment ill makes 
bought and sold Hanover Office Equipment Co Im 80 Greenwich St 
New York City 
BILLING AND BOOKKEEPING machines, late ilels Elliott-Fisher 
Underwood turroughs, et bought and sold Maloney Gilmore Co 
O08 So. Dearborn St Chicago 

Multigraphs, Dictaphones, Folders, Sealer Writs 


ADDRESSOGRAPHS 


ymey Pruitt, 166 N. LaSalle Chicago 


S, Save 


FOR SALE-—-1 Moon Hopkins electric billing machine Al condition 
heal United Office Machine Co 74 E. Gay Street. Columbus. Ohio 
MIMEOGRAPH Want to buy used Mimeograph Write me your best 
rice model and achine number Thos. Olser 2634 N. 78th Ave Elm 
sood Park, Hlinois 


MECHANIC-SALESMEN WANTED 


ENTERPRISING OFFICE EQUIPMENT DEALER in one of the 


ddle western ties desires to add a combination typewriter salesmar 
1 repair mal Livest business in the town with a sales area covering 
ve r six counties Send qualifications and experience t R-103, care 
Office Appliances, Chicago 
WANTED COMBINATION TYPEWRITER SALESMAN, and service mar 
for Mid-Westert ty Must be able to furnish references as t ibility 
nd integrity. Box R-95, care Office Appliances, Chicag 
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91,515. Design for desk stand. Cornelius Max Du 
Bois, Chicago, tll. (assignor te Autopoint Company. (s r- 
Chicaco, tl., a corporation of Illinois). Application , 
Nov. 24, 1933. Serial No. 49,844. 

91,523. Design tor casing for a duplicating machine. 
Edwin Jacobsen, Los Angeles, Calif. Application May 
29, 1933. Serial No. 48,242. 

91,698. Design for a cover plate for a typewriting 
machine. Russell E. Benner. Buffalo, N. Y. (assignor 
to Remington Rand, Inc., Buffalo, N. Y., a corpora- 
tion of New York). Application Jan. 17, 1934. 
Serial No. 50,433. 

1,947,450. Platen and paper feed for typewriters 
and the like. Charlotte E. Ansley, North Hollywood, 
Calif. Application February 6, 1931. Serial No. 
513,814. 

1,947,730. Ribbon holding and feeding mechanism 
for typewriters. Harold Thomas Mosfelt and Harold 
Schagerhoim, Chicago, Ill. (assignors to Ross J. 
Beatty, Chicago. Ili.). Application Dec. 28, 1931. 
Serial No. 583,472. 

1,948,024. Copyholder. Geor C. Cochrane, 
Rochester, N. Y. Application Nov 26, 1932. Serial 
No. 644,446. 

1,948,451. Ledger tray. Carl F. Wolters, Marietta, 
Ohio. (assignor to Remington Rand, Inc., Buffalo, 
n. Y.). Application, April 1, 1932. Serial No. 586,- 
251. ~ 

1,948,603. Binder mechanism. Richard M. Watson. 
Detroit, Mich. Application July 20, 1931. Serial 
No. 551,864. 

1.948.684. Typewriting machine. Jesse A. 6B. 
Smith, Stamford, Conn. (assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware). Application Oct. 20, 1931. Serial No 
569,915. 

1.948.689. Card holding device for use in visible 
card indices. Edgar Worral Taylor, Birmingham, 
England (assignor to The Infallible Card Selecting 
Company, Ltd., Birmingham, England, a company 
of Great Britain). Application Aug. 19. 1931. Serial 
No. 557,968. In Great Britain, Aug. 23, 1930. 

1,948,722. Combined typewriting and computing 
machine. Alfred G. F. Kurowski, Brooklyn, N. Y. 
(assignor te Elliott-Fisher Company, New York, N. Y., 
a corporation of Delaware). Application March 5, 
1929. Serial No. 344.200. 

1,948,728. Key filing system. Rewel H. Thayer, 
Los Angeles, Calif. (assignor to Thayer Teikee Cor- 
poration. San Francisco, Calif., a corporation of Cali- 
tornia). Application May 9, 1931. Serial No. 536.218. 

1.948.955. Noiseless typewriter action. Raphael 
Atti, Union City. N. J. (assignor to L. C. — & 
Corona Typewriters tnc.. New York, N. Y., cor- 
poration of New York). Application Aug. 1 1930. 
Serial No. 476,817. 

1.948.958. Adding machine frame _ construction. 
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Ralph C. Coxhead. New York, N. Y., and Charles W. 

Norton, Stratford, Conn. (assignors to Brunsviga Ma- 1949790 

chienenwerke Grimme Natatis & Company, i lee 

Brunswick, Germany). Original application Aug. 26, on : 

1926. Serial No. 131,797. Divided and this applica- |-+ bec 

tion April 29, 1930. Serial No. 448,257. ye 2 . >) 
1.949036. Copy preparing machine. Arthur W. ; 

Buckwell,. Quincy, Mass. (assianor to Ginn & Com- 2 

pany. Boston, Mass., a co-partnership). Application oa. 

January 9. 1930. Serial No. 419.649. a | 

1.949.107. Apparatus for holdina and feeding type- 
writer ribbons. Harold Thomas Mosfelt and Harold 
} nent Chicago, Ill. (assignors to gf - WH ——— 
hicvgo, tl.). Application Sept. ti, 1931. eria o. 

562 214. 1949432 

1,949,118. Typewriter attachment for desks. Martin 
A. Earley. St. Paul, Minn Application Sept. 8. 

1931. Serial No. 561.709. Renewed July 13. 1933. i 

1.949.154 Duplicator. Frederick Francis Fecher, 

Rockville Center. N. Y. Application Sept. 2, 1932. 
Serial No. 631.477. = \ 

1,949,158. Mailing machine. Azel Gay, Rochester. “ 

. Y. (assignor to Mritipost Company. Rochester. \ 
¥. Y.. a corporation of New York). Application Dec. { . é ® 1950402 
9, 1930. Seri*t No. 503,382. f 1949706 

1.949.171. Method of securing —- eooeer . . ~ , 2 
Louis Melind, Chicago, I'l. Orieinel application ay : 

16. 1939. Serial No 452.844. Divided and this ap- 1949918 ‘ “5 
plication April 25, 1931. Serial No. 532,786. ™~ r 

1 949 201 Fourtain pen. William Friedman, New ~“ = hy 2 oe = 
York Y. Application Sept. 8, 1932. rial No. . L- Pica BG, 
eutse. pplicat Sept. 8 932 Se . 9/698 ‘! 7 ae | 

1.949.259. Wound roll. Thomas J. Salsman, Chi- -_ eet cit v 
cago, I. (assignor to Rockwell-Barnes Company, Chi- 7 ’ 1 one J es. Z ; 
cago. t.. a corporation of Ittlinois). Application , 4 
April 22. 1933. Serial No. 667,365. : “y ° : 

1,949,283 Depository. John J. Murtaugh, IJr.. 950,960 1949036 
Floral Park, WN. Y. (assignor to The Mosler Safe / 1950995 |950,76/ ’ ? 

Company, Hamilton, Ohio. a corporation of New York) 
Application October 2!. 1932. Serial No. 638 908. 

1.949.326. Office furniture. Francis O. Peterson ; : 

Stillwater, Minn. Application Feb. 24, 1930. Serial P. Elliott, Watertown, Mass. Application April |, Moore, Janesville, Wis. (assignor to The Parker Pen 
No. 430,987. 1932. Serial No. 602,491. Company, Janesville, Wis., a corporation of Wiscon- 

1.949.432. Meens for adjusting printing rollers. 1,949,597. Cash register. Charles H. Arnold, Day- sin). Application Sept. 26, 1932. Serial No. 634,831. 
Henry Chisholm Osberr. Cleveland, Ohio (assignor to ton, Ohio (assignor to The National Cash Register 1,950,402. Work carrier. Harry A. Foothorap, 
Multiaraph Comranv. Wilmington, Del.. a corporation Company, Dayton, Ohio, a corporation of Maryland). Harrisburg, Penna. (qestoner to Elliott-Fisher Com- 
of Delaware). Application Aug. |, 1931. Serial No. Application Dec, 12, 1930. Serial No. 413,655. pany, New York, N. a corporation of Delaware). 
554,425. 1,949,706. Manual clear signal for adding machines. Original application waren 25, 1927. Serial No. 178.- 

1.949.436. Frank H. Trego, New York, N. Y. (as- Glenn J. Barrett. Grand Rapids, Mich. (assignor to 348. Divided and this application March 29, 1930 
signor to Ralph C. Coxhead Corporation. New York, Portable Adding Machine Company, Syracuse. N. Y.). Serial No. 440,141. 

N. Y.. a corporation of Delaware). Oriainal aoolica- Application April 25. 1932. Serial No. 607,321. 1,950,706. Copyhoider. Bonnie E. Van Aneioe 
tion, March 22. 1930. Serial No. 437.974. Divided 1,949,740. Calculating machine. Cari M._ F. San Francisco, Calif. Application April 25, 1930. 
and this application June 18. 1932. Serial No. 617.943. Friden, Oakland, Calif. (assignor to Marchant Cal- Serial No. 447,286. — 

1.949.445 Adding machine. Glenn J. Barrett, culating Machine Company, Emeryville, Calif., a cor- 1,950,960. Flexible writing implement. Fred 
Grand Raovids. Mich (assiqnor to Portable Adding poration of California). Application April 24, 1932. Wisser, Astoria, N. Y. Application June 26, 1933. 
Machine Company. New York. N. Y., a corporation Serial No. 272,403. ‘ Serial No. 677,578. 
of tlinois). Application April ti, #932. Serial No. 1,949,790. Attachment for typewriting machines. 1,950,761. Typewriting machine. Russell G. Thomp- 
604 483. George Henry Elwell, New Haven, Conn. (assignor son, Rochester. N. Y. (assignor to Electromatic Type- 

1.949.448. Double ball caster. Edward A. Brokaw, of one-half to Herbert C. Keith, New Haven, Conn). writers, Inc., Rochester, N. Y., a corporation of New 
William H. Noelting and Philio H. Roettger. Evans- Application Nov. 16, 1931. Serial No. 575.251. York). Application Aug. 10, 1931. Serial No. 556 095. 
ville. tnd. (assignors to Faultless Caster Company. 1,949,865. Fountain inking pad. Benjamin E. Hor- 1.950.962. Manifolding sheet. William C. Gookin, 
Evansville. Ind.. a corporation). Application Oct. ton. Syracuse, N. Y. Application Sept. (0, 1931. Wayne, and Edson P. Young, Swarthmore, Penna.: 
24. 1932. Serial No. 639.328 Seria! No. 562.099. said Young (assignor to said Gookin). Application 

1.949.465. Method for making rubber bands. fohn 1.949.918. Calculating machine. Robert L. Muller, at 20. 1932. Serial No. 606,390. 

R. Gammeter. Akron, Ohio (assignor to Revere Rubber Detroit, Mich. (assignor to Burroughs fan y Be 950,985. Temporary binder or loose sheet holder. 
Company, Providence, R. |.. a corporation of Rhode chine Company, Detroit, Mich.. a corporation of Michi- m. H. Kai, Kalamazoo, Mich. (assignor to 


Shakespeare Products Company, wor Mich.). 


Aua. 1931 ial No. 555,246 gan). Application Aug. 3, 1931. Serial Mo. 554,657. 
wo gy Ay * at ¥ +4 Application Jan. 9, 1933. Serial No. 650,94 


1.949.535. Address stencil holding tray. Harmon 1,950,364. Fountain pen feed. William Edgar 
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Just inside the main entrance to A 

Century of Progress, at the head of 

the Avenue of Flags. A familiar spot 

to millions of Chicago visitors in 

1933—a gate through which it is ex- 

pected even greater crowds will pass 
this year 


Plate by courtesy of Central a 
facturing District Magazine, Chicago 
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WE DO OUR PART 


SMALE BUSINESS UNITS AND THE NRA 


An Address to Group 5, Code Authority Conference, 


March 6, 1934, by Nelson B. Gaskill, Formerly 
Chairman, The Federal Trade Commission; 
President, Lead Pencil Institute, Inc. 


Note.—While Mr. Gaskill’s remarks were addressed 
to the lead pencil industry, it would seem that they ap- 
ply to other lines as well. His preliminary observations 
described conditions in the lead pencil industry and the 
position of the small units, the speaker suggesting that 
it is better to permit industry to finance itself than for 
it to require governmental subsidy as a consequence of 
forcing loss upon industry. Mr. Gaskill’s argument ap- 
pears to lead inevitably up to his conclusion, viz., that 
if we are to maintain wages upon a social rather than 
an economic standard, we must also declare that there 
is no reasonable price to the consumer that does not 
cover a reasonable wage cost all the way back to the 
finding and production of raw materials on down 
through the thousand and one processes necessary be- 
fore the finished article can be offered over the counter. 
In the final analysis, of course, all costs are wage costs. 
/t seems evident that the arbitrary fixation of minimum 
wage costs under decreasing prices places the smaller 
concern at a grave disadvantage unless “it includes an 
equally arbitrary restraint upon the reduction of com- 
modity prices.” 


g DO not propose to argue that the small business 
unit is at a serious disadvantage un- 

der the present code policy. To me, at 
least, the fact is demonstrated. My argu- 
ment is that the plight of the small unit 
will become increasingly desperate unless 
we make a radical change in our attitude 
toward price control. 

It is erroneously assumed that the 
threat to the small unit is due to the sus- 
pension of the anti-trust laws and to 
acutely ingenious provisions written into 
the codes by the larger unit majority. 
Upon this erroneous assumption much 
well meant but mistaken criticism of the 
code system as we have operated it until 
now has been based. The truth of the 
matter seems to me to be this: The germ 





NELSON B. GASKILL 


of monopoly exists in any code which arbitrarily fixes 
wage costs and prohibits their reduction unless it in- 
cludes an equally arbitrary restraint upon the reduction 
of commodity prices. The tendency toward actual 
monopolistic conditions may vary as conditions vary 
in different industries, but the possibility is inherent. 
Without protection against lowered price levels, the 
fixed wage cost becomes a nether millstone upon which 
the small unit can be ground to powder whenever the 
larger and richer majority forces commodity price levels 
down sufficiently to impose loss upon their competitors 
The result will be precisely the same if the lowered 
price level is merely the expression of a search for in- 
creased sales volume. 

This power to state competitive prices in loss-cre- 
ating terms has existed during the whole Sherman law 
period. Carrying as it does the deceptive appearance 
of an immediate benefit to the consumer, we have been 
blind to its long term destructive consequences. We 
have cherished instead of destroying the most insidious 
monopoly of all—the power to control through the 
greatest capacity to impose and withstand loss. 

Prior to the codes with their fixation of wage costs 
it was always possible for any unit to meet this pres- 
sure to some extent at least by a reduc- 
tion of wage rates. But when we fix 
wage costs in the codes and prevent their 
reduction by fines and imprisonment, we 
equip the monopolistic power of loss cre- 
ating prices with a relentless force as ter- 
rible as it is new. The only possible 
remedy is to include in the code policy, as 
of equal necessity with the control of the 
price of labor, a control on the downward 
movement of commodity prices. This 
may mean a control of production or a 
minimum price level according as the con- 
ditions indicate. The same treatment 
may not be applicable in all cases. 

| realize full well that this proposal 
lacks the emotional value and the easy 
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justihcation which accompanies the fixation of wages. 
We have 


consumer benefit in loss prices that we 


SO long deluded ourselves with the belief of 
are unwilling to 
But tace it we 
requirements we 


fairly must, deal 
must, 
must, or else we under the 
sive extinction of the small business unit first and after 
In this ne« 
presentation, | can only outline the argu 
hich supports so strong a statement 
We have laid violent hands an economic law 

through the many 


This law has been that the prices of commodities and 


face this situation 


with it honestly we meet its 


shall see codes the progres 
wards the collapse of the fixed wage scale. 
essarily brief 
ment Ww 
upon 
generations 


proven experience oO! 


the prices of labor, under conditions of free competi 
and down freely in response to con 
\nd that 
service Or commodities con 
Which means, at least, 


tion, will move uy 


ditions of supply and demand under thes« 


conditions the price oft 


stantly tends te equalize cost 


the security of the public and private financial struc 
tures to the extent that conditions of free competition 
are permitted to operate. However we may chang 
this formula, it must still be capable of producing in 
operation the same financial security. But this we have 
not done 

We have declared in effect that the value of labor is 


not its productive value: that the price of labor 1s not 


to be affected any longer by the free competition do« 


trine, but the value and the price of labor 1s to be set 


on a desirable social standard of living. Under no cir 


cumstances shall this wage rate move downward at the 


will of the emplover. So much of the old economic law 


Is Te peal d 


| have no quarrel with this action. [ emphasize the 


implications of the change only to point my argument 


that, having set our hands to this plow, there can be 


no turning back. We must plow the furrow to the end 


Its direction ts clearly indicated. We have denied the 
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free competition law as to the and re- 


tained it as to commodity prices. 


price of labor 
The balance 
which formerly assured general financial stability by 
producing the return of cost is overthrown. It can be 
restored only by an equivalent and simultaneous denial 
of the free competition law in its application to com 
modity prices. As we fix a point below which wages 
can not go, so we musi find and fix a point below which 


ot fe rees 


the commodity price can not ge Unless we do this, 


our economic processes will be speculative and chaotic 
because they will respond to no governing principle. 
Che ideal method of price control which retains the 
greatest guarantee of imdividual liberty ts the control 
of individual commodity prices by individual costs. All 
long range planning should be directed toward this ul 
timate objective. lor emergency purposes, it will take 
too much time to put this control into operation. The 
same objection, with others, removes the suggestion of 
governmentally fixed prices fromthe realm of practical 
consideration. The remaining alternative is mimimum 
price levels established by industry under governmental! 
supervision with an excess profits tax to prevent or re 
Vhis policy should, of course, 


substitute for the ulti 


capture excessive profits 
be recognized as a temporary 
mate cost control method. 
Chis situation may be summed up as follows: It 1s 
not that what we have done is wrong, but that it is in 
We have declared that there is no reasonabk 
r labor that does not meet a decent living stand 
want to maintain that ideal, we must also 
declare that there is no reasonable price to the consumer 
which does not cover that reasonable wage cost all the 
way back. And that declaration must be made not for 
the benefit of the employer, but as the guarantee of the 
integrity of the financial structure upon which the w el 
fare of employer, labor and consumer conjointly will 


continue to depend, so long as the private property de 


complete 
wage f 
ard, If wm 


vice shall endure. 


Foreign Trade Relations 


Extracts from an 


Address Delivered before the Commission of Inquiry on National Policy in 


International Economic Relations at the Association of the American Bar, New York on 
Tuesday, March 6, at the Invitation of the National Association of Manufacturers. 
By John A. Zellers, vice president, Remington Rand Inc. 
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We ive iched re | nt i? nationa economy 
where ve are trying t work with wort ut tools We are 
still pursuing a policy which had abundant justification at 
ts inceptior t hich in recent es has entirely fail 
to keep pa vit the trend of events and with affairs 

roughout ew d 

Since the ines t t ur W“ i ft 
und | think we ather taucht the vorld the 
priu ‘ tf tanmt tor protectior wi 
hav al taucht tl \ Id mass ] du n 
Now, our trouble that Euroy has caught 
up with wu 1 \ things Chev have 
learned bot - esortit F 
tariff? tor t ‘ ind adopti iss 
productior 

| il é ! way f our | el lit 
feulty ne i verv real di ulty 

x ‘ t ré Ip cal i ffs by 
nee il lad t na ul 
\dmuit Washington ! iken 
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arrange trade with Russia, and we should arrange track 
with other countries. While | was born a Republican and 
alwavs believed in the tariff as a holy thine, in my later 
vears | have looked out over the world somewhat and 
lave comet see the effects of tariff on international trade, 


ularly on our own trade \ large part of the dif 


ficulty in which the world finds itself today 


to these protective 


is attributabl 


in other words, the restrictions that have 


been placed on the natural flow of products 


Irom one part if the world to another 

We find ourselves under the paramount 
need of revising our entire attitude toward 
the tariff question, putting it on a rational 
and common sense basis getting down 
to business with it : talking as interna 
tional traders. Let us liberate the produce 
f the earth and take down the major part 
if the barriers which have been erected. | 
can think of no other thing that is more cert 
iin to bestow happiness and miort on 
more people than the modification of these 

ZELLERS tariff barriers 
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ERE'S a question that may well be given seri 
ous thought by every distributor, no matter 
what the character of his activity or wares may be. 
Usually the distributor buys at a definite figure, adds 
a certain percentage to this, terms this his selling 
price and arrives at a profit depending entirely upon 
what his expenses have been during the current year. 
This figure is supposed to include a net profit and 
in instances the selling price is often taken as a direct 
measure of it. If, however, it falls short of the 
amount by several percent, presumably the calcu 
lated mark-up is insufficient, and what may be 
termed the gross profit has not been estimated with 





sufficient care. 

From the mark-up many items that should be in 
cluded in cost are necessarily subtracted ; therefore, 
net profit should be a definite figure added to the 
total cost, but the total cost should include all ex 
penditures of the business; since the former method 
of procedure requires as it does deduction trom the 
gross profit of many items there is always the danger 
of over-subtraction of such, causing the type of er- 
rors discovered only too late, when the books are 
“showing in the red.” At such times it has often 
been questioned whether it is not desirable to so 
continue for a period in order to meet destructive 
competition, which psychologically for the moment 
holds the mind of the merchant, in the hope that he 
may ultimately succeed. This is evtdently disas 
trous. 

Such factors as light, heat, power, insurance, de- 
preciation, taxes and the like often are among those 
which slip the attention of the distributor and it may 
not be out of place at this time to emphasize that 
SALES PRICE MINUS THE TOTAL COST 
SHOULD ALWAYS EQUAL THE PERCENT 
AGE OF SALES PRICE TO BE TAKEN AS NET 
PROFIT. 

In order then that the dealer may the better estab 
lish his cost, and therefore his profit, it is necessary 
that he regularly review his business from a cost 
accounting viewpoint. This is as true of the small 
merchant just launching a business as it is of the 
one who has grown to success and is experiencing 
rapid development along the lines that many sta- 
tioners have experienced in their growth. 

It is believed that it is not ultra conservative to 
estimate that 50 percent of all the failures in business 
today are because of the lack of proper cost analy SiS, 
faulty execution or incompetence on the part of those 
who have to do with the determination of costs. It 
is no small matter therefore, for the stationer to 
earnestly consider his costs, as the complexity of his 
problem increases in direct proportion to the growth 


of his business. Furthermore because of the varied 
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DOES THE STATIONER AEWAYS 
RECEIVE A PROFIT? 


By George F. Malcolm, 
Vice-President and Gen- 
eral Manager, 
Webster Company, Boston, 


The F. S. 


Mass. 


nature of the stock he is required to handle and the 
more modern methods of merchandising there ts 
more urgent need of proper cost accounting in his 
business than is ordinarily anticipated. In fact, reg- 
ular reviews of costs should serve as a means to 
predict his future costs as well as sale prices. If this 
is to be true there must be reliability in their deter- 
mination, they must be correct beyond cavil, they 
cannot be merely determinations for the purpose of 
establishing sales’ prices. They must be, (1) in an- 
ticipation of future business based on statistical in- 
formation as to (2) how markets vary; (3) they 
must consider the many variables that enter into the 
establishment of statistics that are vital to the sale 
of his products. In other words he should seek to 
anticipate every phase and kind of factor that in- 
fluences sales of his merchandise. Thereby he may 
and will improve his sales position. 

This is “a large order” but by no means impossi 
ble, for in so doing he is enabled to estimate his 
requirements in advance, placing himself in the op- 
timum position in his community, maintaining fairly 
uniform price levels, and simultaneously taking sat- 
isfactory profits he should succeed. Such cost analy 
sis will tell him what stock is sluggish, what the best 
sellers are, what his turnover is, whether his per- 
sonnel is responsible or not and cause an increase 
of efficiency in general throughout his entire shop. 
\ll of this must be done without marked complexity 
of analysis which in the stationer’s case carries with 
it considerable detail. When a dealer has but a 
limited variety of merchandise and employs help in 
accordance therewith, the cost accounting system is 
not as complicated. When the stock is of such a 
magnitude as to require departmentalization it be- 
comes somewhat more difficult of achievement par- 
ticularly if salesmen are assigned to particular de- 
partments. However, it will be advantageous to 
deal with such a store as a unit and hope to make 
clear how cost finding may be worked out in terms 
of such a department later, it being understood 
that the same reasoning holds for an entire business 
as it does for one or more units. 

It is assumed that the dealer rents his place of 
business, pays for his light, heat, and power and is 
subject to such taxes as the country, state and 
county levy other than the realty taxes. 

The total cost may then be divided as follows: 

l. Operating cost 

2. General expense 

OPERATING COST shall consist of PRIME 
COST, MERCHANDISING EXPENSE, and MIS- 
CELLANEOUS EXPENSE. 

GENERAL EXPENSE shall consist of FINAN- 








CIAL, ADMINISTRATIVE and SELLING EX 
PENSE. 

PRIME COST is the cost of merchandise deliv 
ered at the receiving door. 

MERCHANDISING EXPENSE includes the 
cost of store supervision and salaries, indirect labor 
and materials 

Store supervision and those con 
cerned with floor superintendent and floor walk 


salaries are 


ers 

Purchasing department and such clerical ex 
pense as may be contingent thereon are a unit in 
themselves but included here for convenience. 

Indirect labor embraces the wages of general 
helpers, such as janitors, elevator men, truckmen 
and wages paid for lost time, etc. 

Indirect materials involve expenditures made 
because of sales books, paper, pencils and tink, 
wrapping paper, string, elastic bands and other 

materials contingent on merchandising a product. 

MISCELLANEOUS EXPENSE comprises the 
depreciation of counters, show cases, and general 
store equipment; repairs to and maintenance of 
store and its equipment; insurance allocated to store 
equipment, insurance allocated to stock, rent, taxes, 
light, heat, power allocated to store; general store 
supplies, freight and cartage inward ; garage and car 
eXPeNnses ; waste goods; tele 
phone and telegraph allocated to store. 

FINANCIAL EXPENSE includes interest on in 
vestments, including inventory; interest on mort- 
gages, loans, bad debts and other accounts recei\ 
able; amortization of mortgages, loans and bad 
debts; salaries of employees of the accounting de- 
partment. 

ADMINISTRATIVE EXPENSE 
cer’s or owner's salaries or expense, director's fees; 
clerical salaries and office supplies ; rent, taxes, light, 
heat and power allocated to office; depreciation, 
maintenance and insurance of office equipment and 
telephone and tele 


spoils and postage, 


involves offi 


furniture; legal advice; postage, 
graph expense allocated to office. 


SELLING EXPENSE includes salesmen’s sal 
aries and expense; clerical expense allocated to 
sales; commissions and bonuses; advertising dis 


plays, exhibits, etc.; freight and cartage outward, 
packing and shipping; supplies, incidentals and 
samples ; postage, telephone and telegraph allocated 
to salesmen. 

If the prime cost of the merchandise as received 
at the door is known; the merchandising expense 
and miscellaneous expense combined may be added 
to it as a percentage of it. The general expense 
should then be taken as a percentage of the sum of 
prime cost, merchandising expense and miscellane- 
ous expense which is termed the operating cost. The 
sum of the operating cost and general expense con- 
stitutes the total cost. The selling price should then 
be total cost plus a fixed percentage and this will 
be a correct figure entailing no losses to the dealer. 
Having done this, the selling prices of articles in 
definite departments should bear the percentages re 
ferred to collectively. Very often a department 
which ts not very successful is considered too heavily 
laden because of such percentages and the manager 
changes the overhead. This is not good business; 
the change should be in the activity of this depart- 


ment,—advertising psychology, etc. In general, it is 


the best policy to maintain the uniform overhead and 
not seek to departmentalize it. 
matter for managerial decision: 
no sliding scale. 


However, this is a 
but there should be 
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VISIBLE RECORDS DEALER 
ASKS FOR BETTER 
SYSTEMS SERVICE 


In Which Bert G. Cobb of Okmulgee, Okla., 

Takes Exception to Some of the Assertions 

Made in the Visible Records Section of the 
February Issue of Office Appliances 


Note.—Of the many communications received con- 
cerning the special section devoted to visible systems m 
the February number, Mr. Cobb's is the only one that 
carries a note of dissent. The concluding paragraph of 
Mr. Cobb's letter reads, “The first manufacturer who 
wakes up and gives the dealer and his selling force 
what they really need—intelligent educational systems 
service—will go far in the visible field.” We are in- 
clined to the belief that there are manufacturers who 
are giving just the kind of service Mr. Cobb suggests. 
Because other dealers have from time to time com- 
mended manufacturers for their cooperation we are led 
to recollection of the proverb that there are two sides 
to every question. In February we presented one side 
and in this issue we are happy to quote Mr. Cobb's 
comments. His statements express his considered opin- 
ions, based on a thorough knowledge of visible systems 
and their applications. 


F you will permit me to take issue with some of 

the statements in your magazine, | will partly 
unload. I am an old subscriber and am still a con- 
stant reader of Office Appliances. 

The visible records section in the February issue 
touches a subject close to my heart, as it has been 
my specialty for a number of years, and | have en- 
joyed a measure of success in my endeavor to pass 
my knowledge and experience to my customers. 

There are two kinds, classes or types, as you like, 
of salesmen selling visible equipment—the highly 
trained specialty salesman of the direct to the con- 
sumer companies and the dealers or stationers. It 
is impossible to compare the selling of pencils and 
ink with the selling of visible equipment, yet the 
salesman selling pencils and ink for the dealer is 
also called upon to sell visible equipment for the 
dealer in competition with the trained direct sales- 
man. The manufacturer writes a fine article in a 
trade journal about the wonderful possibilities in 
visible, and follows with an appeal to the dealer to 
stock a “sample” line of visible equipment and in- 
struct the sales force to talk visible. The direct sale 
companies train their junior force under experienced 
visible systems men before they are allowed to talk 
visible. There is not any competition to it. The 
dealer salesman is licked before he starts. 

Mr. Ray Larter in his article states, “every manu 
facturer of visible has a systems department” and 
“the manufacturer will solve the problem for you, 
I fully agree with Mr, Later’s thought 
some of 


and more.” 
the manufacturers should do this, but 
them do not. 
Mr. Larter’s connections have been largely with 
direct selling companies, who do maintain such de- 


partments. In most cases this department is recog- 
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nized as a vital part of the business and is manned 
by experienced men in both visible selling and sys- 
tems work, men who are qualified to solve prob- 
lems submitted by the salesmen and to prepare a 
working plan and develop the necessary forms. 

When a dealer tries to get this kind of service, 
more often than not he is disappointed. The heads 
of the visible systems departments of the manufac- 
turers who sell through dealers are frequently men 
who never sold an installation of visible equipment. 
At least some of the correspondence would indicate 
that this condition exists. 

I cite an example. At present I am connected with 
a stationery house in a small town with a limited 
visible field. Under this condition it would not be 
profitable to stock a manufacturer’s “sample” line 
without return privileges. 

Recently we had a prospect with a problem that 
was strictly a visible application, but the system we 
thought best for the application and the one we 
wanted to install called for a special signal feature. 
We knew one equipment that would handle the rec- 
ord as we wanted it, but the line was not available. 
There were two other lines whose method of card 
suspensions would, we thought, permit this signal. 
We wrote to both companies requesting sample 
slides of their equipment, telling them the mechan- 
ical requirements of our problem. No systems help 
was required. We knew what we wanted to do and 
were merely asking for mechanical help. 

One company sent us a slide with sample cards 
and a suggestion for the mechanical handling of the 
system, requesting at the same time more informa- 
tion. This we sent them with a sample card on their 
holder and a detailed explanation of the operation 
of the signal. They were not satisfied that the sig- 
nal would operate efficiently in their equipment. We 
thanked them and naturally accepted their verdict 
concerning the signal. 

The other company wrote that their set-up did 
not permit sending out sample or demonstrator 
panels, but that they would be glad to book our or- 
der for a sample line of their equipment, involving 
only about $150.00 investment. They did send us 
three sample cards on holders in an envelope with- 
out any protection. The holders were so bent and 
twisted when they arrived that they were not of any 
use to us. We finally had to give the order to this 
company, as their equipment was the only one we 
could find that would do the job. It certainly did 
burn the writer to write that order. The manufac- 
turer has since asked for a detailed report on the 
system we installed in their equipment. They have 
not received the report and shall not so far as I am 
concerned. If this is a sample of the dealer help 
available, I wonder what is really meant in the ar- 
ticles that appear on the subject in trade journals. 

Mr. Larter is well versed in visible selling and 
systems, and the conditions he outlines as existing 
should exist. They must exist before manufacturers 
can hope to make any headway with visible equip- 
ment through dealers. The dealers will not and 
should not be expected to carry the burden of the 
educational processes necessary in an effort to build 
a sales force equal to their competitors—the direct 
sellers. 

Recently I talked to three factory salesmen han- 
dling visible records. They have about convinced 
me that they really think they are doing wonders 
for the dealers. One of the salesmen hooked his 
thumbs in the arm holes of his vest and said, “If you 
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want any systems help for my visible all you have 
to do is to write the house telling them the kind of 
record you are trying to sell and they will send you 
forms we have sold for the same kind of record. You 
know we have thousands of records of all kinds.” 

Upon my asking him if he would prepare a spe- 
cial form for me, he replied, “It is your business as 
a dealer-salesman to do something in an effort to 
get the business.” 

Only one of the salesmen was able to say that his 
company had a man qualified to prepare special 
forms. Yet they all think they are doing something 
big for the dealers. 

The trouble is that they are trying to sell visible 
equipment with the sales plan that has been suc- 
cessful with loose leaf and filing systems. I do not 
believe it will work. 

There is another angle that needs emphasis. 
About eighty per cent of all visible records sold calls 
for special forms and not stock forms or forms made 
up for some one else. Naturally, the dealer’s sales- 
man, lacking proper training, tries to sell the easiest 
way. He offers stock forms and tries to influence 
the prospect to change his current record keeping 
methods to fit a form available instead of develop- 
ing a form that will speed up or otherwise facilitate 
the record keeping work. 

So far as | am concerned personally, systems help 
is not needed. Occasionally, as in the instance re- 
lated previously, I require mechanical assistance. 
Therefore my thoughts for the average dealer sales- 
man who has not had visible training, but has to 
take it on the chin from the boss for not selling 
visible when it is “so easy to sell.” The boss will 
cite an article by Mr. So and So as his reason for 
expecting the salesman to increase his volume via 
the visible route. I have seen this happen. 

The first manufacturer who wakes up and gives 
the dealer and his selling force what they really need 

intelligent educational systems service—will go 
far in the visible field. 

SS ee 


Insurance Company Defiates Filing Space 

The Hartford Accident & Indemnity Company, western 
department, recently consolidated in its thirteenth floor 
headquarters, in the Exchange building, Chi- 
cago, Ill., all departments under the direction of George H. 
Moloney, resident vice-president. 

This organization had been using the rigid front type of 
filing cabinet, both counter height and four-drawer units. 
It was crowded for space; in fact, the consolidation of the 
various departments made it seem impossible to accom- 
modate the clerical staff and necessary filing equipment 
space in the space available. 

The planning division of the Chicago branch of The 
General Fireproofing Company was brought into the pic- 
ture. Charles E. Murphy, through the use of “Super- 
Filer’ capacity type of equipment, was able to more than 
double the filing capacity in the floor space available with 
sixty-seven units of “Super-Filer,” and in addition gave to 
this office all the other advantages found in the front com- 


Insurance 


pressor type of file. 

The tenants of the Insurance Exchange building—con- 
sisting entirely of offices identified with various phases of 
the insurance industry—and including most of the large 
fire, accident and liability insurance western offices, have 
seen in this installation a closeup view of those improve- 
ments found in this new mechanized file—space saving, re- 
duced cost of operation, and greater accuracy in filing and 


finding. 
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SELLING OFFICE FURNITURE UNDER THE 
CODE 


By M. P. Hall, Hall Office Equipment, 
Clarksburg, W. Va. 


Hie disappearance of second hand office equip 
ment and machines seemed to have happened all 
steel furniture code coming into 


at almost the same time has brought such an 


at once, and the 
being 
impetus to selling that the average office equipment 
salesman can hardly grasp the situation and what it 
In our territory right now there does 


sale - 


means to 
not seem to be “such an animal” as used office fur 
niture 

Fhe second haw 


| situation is grossly exaggerated 


by the averag He will come into a store and 
tell all about the second hand stuff offered by banks 
that to find 


what he wants the chances are he can’t get a decent 


re buve! 


were closed, etc., but when he goes out 
selection of furniture even at “give away price 
Price selling has gone out with the old order of 
things, and intelligent, personality selling has come 
in with the code. It 1s now up to the salesman t 
convince his prospect with a demonstration of a desk 
ra hile, that the 
s features that cannot be 
With a thorough understanding 


ne he is selling 1s the best on the 
obtained in 
if the 


market and ha 
a similar line 
tures « 


exclusive fea t his product the in 


Chen, lineal filing capacity against the smaller capac 
itv of the other file. Bringing to the attention of the 
prospect the number of years the file may be in his 
office and the thousands of times the drawers will be 
opened and closed, makes it easy to convince him 
that he should have the better file 

\We also use the argument that the 
paving for a fle whether he purchases it or not. A 
common objection experienced in talking better fil 
ing equipment is that the department is handled by 
low salaried employees and that the probable saving 
in time is not so attractive in view of the fact that 
\Weanswer 


customer 1s 


itis low priced time that could be saved. 
this argument by pointing out that when a file clerk 
consumes extra time looking for an important letter 
or invoice, she is not only wasting her own time, but 
that of one or more high-salaried executives, who 
are waiting for the papers to be found before they re 
sume their work. This puts a different aspect on 
the argument 

and posture chairs the same method ts 


used, except that the selling talks should be on the 


()n desks 


Spec ial features and convenience of the 





telligent salesman now has a chance to 


cash nm 


lo illustrate how we sell a hle. we 


have a tour drawer letter, non-suspen 


sion hle and pr roller sus 


VTeSSIVE 





pension, side by side Also one of the 
finest roller suspension files is along 
side the ther two It does not take 
very long to bring out the salient fea 
tures of the high price fle in compart 
Sol to the ( nmercial hle Solid 
bronze drawer pulls and label holders 
ivainst st t ( lkase rawel 
rolling it entire le th without any 
effort « r the dithcult C1 





tion and appearance of the cheaper fil M. P. HALL 


Now that we all have 
must convince our 


desk or chair. 
the same price we 
customer that his dollar will purchase 
more if he buys our product 


The Code and What It Does 

lhe code 1s a boon to out 
and has helped us more than any othet 
thing possibly could do. It has elim 


business 


inated, to a great degree, the “Request 
for Quotation,” which in itself, invited 
1lOG% and 15% to the 
olice equipment he 


price cutting of 
large users 
“Request for Quotation” now is more 
order In the old days 


salesman lost an order he 


usually an 
wherever a 
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vould alibi himself by telling his dealer that the 
man who got the order cut the price. Wath prices 
the same he will have to admit that it 1s just 
plain old-fashioned salesmanship on the part of the 
competitor. The man who got the order knew more 
about his product and sold it. The purchasing agents 
of the various companies that we contact seem to 
like it and feel relieved that prices being the same, 
they might as well purchase from the salesman that 
contacted them regularly and seemed to know more 
about his product. 

The ofhce equipment company that keeps its over- 
head to a minimum is really going to make a great 
deal more money on each sale. The large company 
with a large sales force and overhead has to sell at 
exactly the same price and must, by the same rule, 
sell a great many more customers to make the same 
amount. 

Most of us forget, and especially the salesman does 
not seem to realize, that the amount of a price cut 
must be figured against the small, not the big end of 
the price. When we cut the price, remember that 
the cut comes out of the profit, the small part of the 


Beautiful Wood Filing 
Cabinet Announced by 
Globe-Wernicke 





total, not out of the total amount of the order, The 
code saves us from this evil, and it was the one great 
evil that was capable of putting us out of business. 
\Ve must remember, however, to bring every com- 
petition on the same basis or we will lose the ad 
vantage the code offers us. ‘To illustrate: A cus- 
tomer called us up and said he wanted a four drawer 
steel file like one he had in his office. He had phoned 
several dealers. We called and saw that the file was 
a standard grade that sold for $42.75 and quoted the 
price. One salesman put in a price of $25.00. A lot 
of questions were asked as to why we were so much 
higher. \Ve had the customer call the dealer who 
quoted the $25.00 price. This dealer found that his 
salesman had not called and looked at the file the 
customer had. He had not inquired about suspen- 
sion, filing capacity or grade of file. He wanted the 
order and on the old price basis of competition, he 
quoted on a non-suspension grade file. This was 
unfair to the customer and all competitors. So if 
the code is to be of any help to us we must be sure 
that we are “all on the same basis,” quoting on a 
similar line of files or desks as the case might be. 


walnut or mahogany face 
Hardware of 
bronze, 


veneer. is 
polished cast 


smart in design, with at- 


\ new and distinctive 
wood filing cabinet has tractive finish. 
been placed on the mar- BEAUTY CAN BE EFFICIENT AND EFFICIENCY CAN BE BEAUTI All drawers operate on 
FUL.’’—This new Globe-Wernicke wood filing cabinet combines beauty, . 
ket by The Globe-Wer- dignity and the charm of fine furniture with the fine mechanical features cradle type progressive 
: needed in efficient filing equipment. The Globe-Wernicke Tri-Guard filing ~~ : : 2 A 
nicke Company, Cinecin principle which is incorporated in the new cabinet is illustrated and de- steel extens! ° n slides, 
nati, Ohio, as an addition scribed on page 34 equipped with eight ball- 
to its long line of ofhce bearing rollers. Through 
furniture and equipment. In the new cabinet are combined improvements in design and construction, the new Globe- 
the dignity and charm of fine furniture with efhcrent me- Wernicke wood file conserves valuable floor space. 
chanical and filing features. Standard cabinets contain four vertical letter or cap 
According to J. S. Sprott, vice-president and general (legal) size drawers. Insert drawers for cards, check files 


manager of the company, “The new wood filing cabinet re- 


knowledge of woodworking, and fine 


flects the experience, 


craftsmanship gained by our company during more than 
half a century.” 

Che cabinet is made of thoroughly air seasoned wood, 
properly kiln dried, and carefully selected for uniformity 
in appearance Ends, top and drawer fronts have genuine 


and documents are supplied upon order. 
In announcing the file, the Globe-Wernicke Com- 
pany states that it fills a want which has been particularly 


new 


apparent in offices where the warmth and beauty of wood 
\n attractive mailing piece describes 
It is entitled, 


furniture is desired 
the new file and is available upon request. 


“Beauty Can Be Efficient, and Efficiency Can Be Beautiful.” 
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EDITORIAL 





Our Special Pencil Section 

@SThe leading feature of this month’s issue of 
Office Appliances is a sixteen-page section devoted 
to the history, production and merchandising of 
wood-cased lead pencils. The special articles on the 
merchandising angle were written by H. B. Crosby 
of the Thorp & Martin Company, Boston; C. W. 
Heppner of the J. K. Gill Company, Portland, Ore., 
and H. B. Van Dorn of the | Dixon Crucible 
Company—all men of wide experience and clear un 
derstanding. 

Office Appliances believes that readers will find 
this section of interest and suggestive value. 

o> 
Stationers’ Code Approved and Signed 

SS The Supplemental Code of the Stationery and 
Office Outfitting Trade received the signature of 
General Hugh S. Johnson, acting for the President, 
on March 16. The code is identical with that pub 
lished in the March issue of this journal except for 
additions. To Article 3 has been added Sections 4, 
5, 6 and 7, and to Article 5 a final section (No. 4) 
has been added. 

Section 4 of Article 3 provides for the nomination 
and election of a successor to any member of the Di 
visional Code Authority when necessary. 

Section 5: Divisional Code Authority to have ad 
ditional powers, viz., to appoint a trade practice 
committee to meet with other like committees re- 
lated to the trade in order to govern relationships 
between producer and distributor and to amend re- 
lated codes. 

To appoint a Regional Committee for each district 
to assist the Divisional Code Authority. 

Section 6: Divisional Code Authority members 
shall not be liable for the acts of other D.C.A. mem- 
bers. 

Section 7: 


Jos. 


\dministrator may suspend acts of 


Divisional Code Authority pending investigation. 

Article 5, Section 4: Within a month from the 
date of code approval the D.C.A. shall appoint a 
committee to establish classifications and standards 
of dimension and quality for such products as it may 
select, in cooperation with the Bureau of Standards 
and/or other organizations that will guarantee gov- 
ernment and consumer representation in drafting 
such standards, and such committees shall report to 
the D.C.A. within one year from the date of its ap- 
pointment. 


oe 


Cooper Continues Fight Against Government 
in Business 

SSCongressman John G, Cooper of Youngstown, 
Ohio, who has long been an opponent of establishing 
the government in enterprises in competition with 
private business, said, just before the House of Rep- 
resentatives voted against appropriating money to 
operate the government furniture plant at Reeds- 
ville, W. Va., “I am not so much concerned about 
what the government is going to manufacture at 
Reedsville. It is the principle that I am opposed to. 
It is fundamentally wrong for the federal govern- 
ment to go into competition with private enterprise 
and free labor. 

“Industries all over the country are operating at a 
loss. In the Youngstown area alone, during the last 
three years more than $100,000,000 were lost by pri- 
vate enterprise. These companies were willing to 
suffer the loss in order to keep their plants open and 
give employment. I cannot understand why the 
government, at this time, above all others, should 
spend $525,000 to go into competition with private 
enterprise.” 

Representative Cooper depicts the situation with 
exactitude. His views are approved by business in 
general. 


Out of the Record 


Judge Makes a Concession to 
Business and if I have t 


\ prominent manufacturer was 


ing night and day to try to catch up 
spend the day in 
court a lot of customers who are help- 


of paying for the shelving in three 1n- 
His appearance and genial 


Lionel G. H. 


stallments. 
personality impressed 


general 


haled into court recently on an in- ing recovery by ordering goods now Palmer, president and man- 
come tax suit. On the day that the will be disappointed.” ager of the Boston firm, favorably, re- 
case was to be called, the manufac- The manufacturer's sales talk was sulting in acceptance of the requested 
turer arrived early and sought a pri- effective His case was called first terms. 


The shelving was installed and pay- 


vate audience with the judge The and he was soon back in his office di 

audience was granted recting its “bee-hive” activities. ments made in exact accordance with 
“Your Honor.” said the manufac Incidentally, the case was dismissed the agreement. Mr. Faber proved to 

turer, “I understand that mv case is when it was discovered that the suit be a good credit risk. 

near the bottom of todav’s docket was based on mis-information. During the time that this satisfac- 

For urgent business reasons I would tory business transaction was being 


like to 


have it moved up to the top.” 


“It can’t be dons 

“But your Honor, I have so much 
business awaiting my attention at the 
office that I simply can’t spend the 


day in court case to 
be called.” 

“The 
regular order.” 


“Your Honor, | 


filled orders that it has been necessary 


waiting for my 
General 
their Boston, Mass., 


cases will be called in 


SOME 


have so many un 


and Irving Millen 
Young Mr 


store and requested the privilege 


to print order forms on tissue paper 
have room to file the orders $160 


filled We're work G. F 


so as to 


until they can be 


+o 


Confessed Robber and Alleged 
Murderer Established Sound 
Credit with a Boston Office 
Equipment Concern 


About the middlk 
Fireproofing 
received an order for ri 
shelving from a radio company $35,000 stolen. 
headed by three young men, Abraham 
Faber and two brothers named Murton 
rhe order totalled 


Faber 


consummated, Boston and its environs 
were afflicted by a series of robberies 
of banks and moving picture houses. 


Several of the forays terminated in 
the criminals 
escaped detection. In the Needham 
Bank robbery, the last of the 


shot 


murder, but in each case 
of December th« 
Corporation, series, 


dead and 


wo policemen were 


\fter about three weeks of investi- 
gation and search arrests were made, 
and the culprits were Abraham Faber 
visited the and his partners in the radio business, 


Murton and Irving Millen. On the 
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morning following his arrest, Faber, 
according to newspaper reports, made 
a full confession covering seven rob- 
beries and three murders. Apparently 


he was the guiding force and per 


sonally participated in each crime in 
the series. 

Being a graduate of the Massachu- 
setts Institute of Technology and hav- 
ing a reputation as a brilliant radio en- 
gineer, Faber found it easy to conduct 
an ostensible radio business. Seem- 
ingly he and his partners were honest 
young business men. In view of pres 
ent knowledge, Mr. Palmer says, “As 
far as our books are concerned, these 
three men have good credit, but I fear 
they will be unable to take advantag« 


of it again.” 


Art Walker’s Son Wins Ping- 
pong Laurels from McPike 
One evening during the week pre- 


ceding the Northwestern stationers’ 
banquet, Arthur J. Walker of the Farn- 
ham Printing & Stationery Company 
several members of 


McPike of 


Company 


was entertaining 
the trade, including H. C. 
the Weis 
Mr. McPike expressed a desire to play 
Mr. Walker ac- 
commodated by inviting his son, Clark, 
to be Mr. McPike’s opponent. 

Now, it is well to be reminded that 
Mr. McPike is accustomed to winning 


Manufacturing 


a game of pingpong. 


athletic events in which he participates. 
A glance through the records of the 


FTER ALL, if you'll take time 
to analyze, you'll 
your greatest competitor isn’t the 
“stick up” man who preys upon your 
established trade, or an active loca- 
lite, or even the respected represent- 


annual golf tournaments of the Na- 


tional Stationers Association is con- 
vincing proof that his skill is greater 
than that of ordinary mortals. He is 
golf champion of Monroe. Further- 
more, he is credited with the title of 
pingpong champion of Michigan, as a 
result of with the indoor 
racket. 

In preparing Clark for the duel, Art 
that Mr. McPike was a 


pre wWeSS 


explained 














McPIKE 


CLARK WALKER MAKES H. C. 
TAKE OFF HIS SHIRT IN A PING-PONG 
CONTEST 


player of no mean ability, a champion, 
and that he probably would win with 
The was played in the 
pingpong room of the Walker base- 


ease. game 
ment before a gallery composed of the 
visitors and the Walker family. With 
McPike confident and Clark hopeful, 
the game began. Soon the young man 
acquired a lead which could not be 
overtaken, winning the game by a fair 
margin. 

The offered that 
Mc Pike was at a disadvantage because 


Tim Talks 


explanation was 


find that 


he was accustomed to a rubber paddle, 
whereas the one he borrowed for this 
encounter had a sandpaper covering. 
Accordingly, he bought a new pair of 
the right sort and challenged the young 
man to a game the next evening. The 
challenge was accepted readily and 
play was resumed in the Walker ping- 
pong room. 

This time McPike took the lead, 
working up to a count of fifteen to ten. 
Then the game turned and Clark in a 
fast rally made the necessary twenty- 
one. McPike shed his coat as an un- 
necessary incumbrance and started in 
with the intention of winning the next 
game. Fortune was no better than be- 
fore, so he shed his vest for the third 
game of the evening. Still Clark took 
the honors and off came the collar and 
tie in preparation for game number 
four. 
viously and McPike removed his shirt 
to give himself greater freedom in the 
fifth. Without further changes in at- 
tire, he lost the fifth, also the sixth, 
seventh, eighth and ninth games, after 
which he congratulated his victor and 
hostilities called off for the 


The result was the same as pre- 


were 
evening. 

Possibly Mr. McPike was tired from 
his arduous activities among the trade, 
which may have interfered with his 
usual good form, but that doesn’t in 
any way diminish the young man’s 
glory. 

We submit Clark Walker as ping- 
pong champion of Michigan, Minne- 
sota, Iowa and South Dakota. 


Then—and surely then—you must 
realize that your mental attitude—the 
verdict of the tribunal of your own 
mind—decides the measure of your 
success or failure. 

Get a hearty satisfaction out of 


ative or a worthy competitor in the busi- 
ness. No, not these. Your greatest com- 
petitor is your mental attitude. 

When you're “down in the mouth” your 
business is “down at the heel.” It’s inevi- 
table. 

Have it out with this competitor, master 
your mind, and you'll have one pretty good 
answer to your selling problem today, and all 
other days. 

When your conscience and common sense 
tell you that you should do more intelligent 
cold canvassing in your business— 

When they reveal that you have product 
customers who should be full-line customers— 

When they prove you favor some products 
and neglect others— 

When they shatter alibis and face you with 
unpleasant facts that you alone know— 


what you are doing, but a constructive dis- 
satisfaction with the way you are doing it. 


* * * 


A BUSINESS is known by the men it 
employs. 

In your work, wherever you are, you are 
the Company—its voice, its personal appear- 
ance, its state of mind, its ethics. 

What kind of a “front” do you give your 
Company? 

What kind of a mental attitude do you 
reflect for it? 

Detach yourself from your work and your 
surroundings and consider these questions 
judiciously. Vicariously, you may decide 
you wouldn’t even do business with yourself! 


—TIM THRIFT. 


(Copyright by Tim Thrift) 











WOOD CASED 
LEAD PENCILS 


The world’s most popular and most extensively 


used writing implement. 


The tool with which 


the childish hand is trained to write and the 
use of which is continued until the hand can 
write no more. 

Some interesting facts about the origin and 
development of the ordinary lead pencil with 
some suggestions for its more profitable sale by 
dealers to the greater satisfaction of the pur- 


chasers. 


LEAD PENCILS—A HISTORY 


HATEVER writing 

the world may favor for general 
use, it may be stated with some degree 
of certainty that everyone who writes 
sometime or other uses the wood-encased 
lead pencil. Perhaps no other single in- 
strument since the invention of movable 
types by Gutenberg about 1438 or before 
has found a wider field of usefulness in 
social and business life. 

During the Middle Ages, “When 
Knighthood Was in Flower,” the ability 
to read and write was not highly regarded. 
Those (except the churchmen) possess- 
ing such accomplishments were looked 
upon as having spent time which would 
better have been devoted to the practice 
of arms, unless one were for any reason 
not up to the physical standard demanded 
of knights and squires. Even kings could 
not always sign their own names. The 
clerk or scrivener was admittedly useful, 
but his station was that of a servant. 

The invention of movable types 
brought the art of printing into being, 
and books, theretofore rare and costly be- 
cause produced by the handwriting prec 
ess, became more widely distributed 
Pamphlets on controversial subjects came 
into being and the “forgotten man” 
learned how to read them despite the most 
desperate efforts by the ruling classes to 
prevent it. Most of those who learned to 
read also learned to express themselves in 
writing. The art of writing and its sister 
art, that of printing, came at last to be 
the deadliest foe of tyranny in church and 
State 

The first pencils of which we have in 
formation were made of metallic lead 


implement 


Story of the Origin 
and Development of 
a Great Industry 


How remote this use may be there is no 
record. The simple fact that a piece of 
metallic lead will make a mark on a 
lighter surface suggests possible prehis- 
toric uses. There is evidence that lead 
was used by artists and others in the four- 
teenth and fifteenth centuries, and that it 
was sometimes placed between strips of 
wood somewhat after the manner in which 
modern pencils are made. Such pencils 
of metallic lead continued in use for some 
centuries after the discovery of the Bor- 
rowdale mine of pure graphite in Cum- 
berland, England, in 1564, in spite of the 
fact that pencils of graphite were becom- 
ing quite generally used. 

The name, “lead pencil,” is today a 
misnomer, of course, because there is no 
lead in the lead pencil. 

The discovery of the Borrowdale mine 
brought about a revolution in pencil mak- 
ing. As soon as the use of its product 
became established in pencil making it 
became very valuable, a single pound of 
Borrowdale graphite selling for as much 
as £16. To prevent raids on the mine, 
the British Parliament posted a guard of 
men, armed with blunderbusses. To con- 


serve the supply the mines were worked 
only six weeks out of each year, and the 
exportation of the graphite was forbidden 
under the severest penalties. 

This practical monopoly by England of 


the world’s known supply of pencil graph- 
ite and the exorbitant prices demanded 
for pencils made of it stimulated inventive 
minds in other countries to attempt satis- 
factory substitutes. 

According to the information before 
the writer of these lines it remained for 
two able men—Nicolas Jacques Conte 
of France, friend and adviser of Na- 
poleon, and Josef Hardtmuth of Vienna 

to work out a system for mixing with 
washed and finely pulverized graphite a 
certain clay found in Bohemia. The two 
were then ground together into a sort of 
dough which was made into small rods 
of the required diameter, put through an 
annealing process and glued between 
grooved slats of soft wood. This method, 
invented about 1790, made it possible to 
produce pencils of different degrees of 
hardness. It also utilized waste pieces of 
graphite, dust and cuttings, at the same 
time using less graphite in the pencils 
and extending their field of usefulness. 

The English were not unaware of the 
fact that the Borrowdale mine would not 
be everlasting, and employed various 
means to use up the waste, such as to pul- 
verize the waste pieces and press them 
into blocks under hydraulic compression, 
the blocks being afterward sawed up into 
pencil lengths, the leads being square. 

Josef Hardtmuth, referred to above, 
was succeeded by his two sons, Louis and 
Charles Hardtmuth, in 1828, and the 
name remains L. & C. Hardtmuth to this 
day. The company’s immense factory is 
located in Budweis, Czechoslovakia, and 
is under the control and management of 
lineal descendants of the founders. 
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A manuscript by Theophilus, suppos- 
edly written in the twelfth century, is said 
to bear evidence of having been ruled with 
black lead. Mention is also made of de- 
vices for drawing in the fourteenth and 
fifteenth centuries, these implements re- 
sembling pencils of today, but using a 
core of metallic lead. Alloys of lead and 
tin were made use of also, the marks of 
lead and its alloys being erasable. In a 
treatise on fossils published in Zurich 
about 1665 Conrad Gesler (or Gesner) 
described an article for writing formed 
of wood and a piece of lead, or, as he be- 
lieved, anglicanul or English antimony. 
As early as the fourteenth century draw- 
ings were frequently made in Italy with 
pencils consisting of a mixture cast from 
lead and tin. Subsequently, these pen- 
cils found their way into Germany. We 
are told that at that time, however, and 
for many years afterward, black and red 
crayons were more generally used for the 
purpose for which the lead pencil has 
since been adapted. 

Readers will remember in a recent issue, 
mention of a quarterly about pencils en- 
titled “Little Tails,” a house organ of the 
General Pencil Company of Jersey City, 
N. J., which mentions some interesting 
bits of history. The word pencil, it ap- 
pears, comes from the Latin penicillus, 
literally a little tail, the word originally 
having been applied by Roman artists and 
writers to a fine pointed brush used for 
making letters, guide lines and possibly 
for writing. The Greek word was “Teos” 
(peos), meaning a tail. The original 
wood-encased pencils were all hand made 
and, therefore, expensive. 

Today the lead pencil, so-called, is an 
essential tool for a variety of uses in prac- 
tically every constructive activity as well 
as in home and school. For each use a 
special pencil is made. In nearly all lines 
there are a sufficient number of degrees of 
hardness to meet the requirements of 
everybody. 

In addition to the foregoing, we have 
the indelible pencils, declared to be per- 
manent and non-erasable; colored pencils 
for artists and others and copying pencils 
for use in producing manifold copies. 

It is fortunate that the discovery of 
Conté and Hardtmuth was not lost to 
posterity, because about the middle of the 
nineteenth century the Borrowdale graph- 
ite pit was exhausted. 

Again fortune favored the industry and 
a mine of pure graphite was discovered 
in eastern Siberia, near the Siberian-Chi 
nese boundary line. This mine, we are 
told, contained graphite equal to the 
product of the Borrowdale mine. Other 
sources of supply were also discovered, 
rich graphite mines being found on this 
continent, making it possible for America 
to enter the production of pencils in a 
big way. One authority says that the 
purest graphite ever discovered came from 
mines near Ticonderoga, N. Y. These 


deposits are now the property of the Jos. 
Dixon Crucible Company. Facilities for 
obtaining graphite from the Siberian 
mines are said to have helped in stimulat- 
ing the new industry. Florida and Ala- 
bama possessed cedar forests of incalcu- 
lable value to pencil men, thus completing 
(with clay from abroad) the necessary 
supply of raw materials. 

The original process of sawing graphite 
into sheets and then cutting up the sheets 
into strips to fit the grooves in the wood 
was necessarily wasteful, but the process 
of using powdered graphite and clay pre- 
vented this waste of valuable raw material 
and contributed to the production of 
cheaper as well as better pencils. A later 
process of powdering the graphite and 
pressing it into blocks under hydraulic 
pressure also utilized material formerly 


discarded. 


In Germany 

Although Germany followed England 
and France in undertaking the manufac- 
ture of pencils, that country nevertheless 
became famous for lead pencil production. 
The history of the founding of the indus- 
try in Germany possesses special interest 
for Americans by reason of the fact that 
the American manufacturers have been, 
with certain exceptions, branches of the 
German industry. 

On February 28, 1662, the town chron- 
icles of Nuremberg, Germany, recorded 
the name of Friederich Staedtler as “Bley- 
weissteftmacher”—or pencil makers—the 
first classification of the kind to appear in 
the Chronicles. Friederich Staedtler, it 
appears, was the direct ancestor of Johann 
Sebastian Staedtler, who gave his name— 
J. S. Staedtler—to the still flourishing 
house which bears it. Old records show 
that the handicraft of pencil making has 
descended from father to son in the 
Staedtler family generation after genera- 
tion. J. S. Staedtler was active during 
the first half of the nineteenth century 
and introduced factory methods into the 
business. It is claimed that he invented 
colored pencils, which became rather un- 
expectedly successful. 

The house of Staedtler has made con- 
tinuous progress from its beginning down 
to the present time, and its products are 
highly regarded. 

In the fall of 1922 the J. S. Staedeler 
organization appointed R. J. Urmston of 
New York City as its representative in 
the United States, a post he still holds. 

From another source it is learned that 
in 1726 lead pencils were produced in 
Bavaria, Germany, and that about forty 
years later the Bavarian government 
finally decided to encourage the industry, 
accordingly granting a concession for a 
lead pencil factory at Jettenbach. In 
1816 the government established a royal 
lead pencil factory at Obernzell, where 
the graphite and clay process was used. 
This factory finally passed into the con- 
trol of private persons. 
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Lead Pencils in the United States 

In an address before the Boost Club 
of New York City in 1906 the Hon. 
John A. Walker, vice-president and gen- 
eral manager of the Jos. Dixon Crucible 
Company at that time, brought out the 
fact that LeMoine, a writer of the year 
1537, spoke of documents marked with 
graphite, and that other writers had found 
papers apparently written with a piece of 
graphite fastened to the end of a stick. 

Mr. Walker also pointed out that the 
first lead pencil factory in this country 
was founded by a school girl of whose 
name there is, unfortunately, no record. 
Somehow she obtained some pieces of 
graphite from the Borrowdale mine. 
These she crushed into powder with a 
hammer or some other instrument, mixed 
the powder with and stuffed the re- 
sulting pero an alder twig from 
which she had previously removed the 
pith. This took place at Danvers, Mass. 
Later a man named Joseph W. Wade 
aided this girl and they made a number 
of pencils in the manner described. After 
Wade and the young girl came Monroe, 
who is mentioned in the following para- 
graph. A man named Wood is said to 
have been associated with Monroe. Wood 
designed knives and circular saws, antici- 
pating some of the later machinery. 

In 1812 William Monroe of Concord, 
Mass., used powdered graphite and other 
materials and encased the resulting “lead” 
in cedar holders. After about eighteen 
months, he found it impossible to get the 
raw materials and gave up the manufac- 
ture. Later he resumed and continued 
the manufacture of pencils in a small way 
for some years. 

It is also of record that Henry David 
Thoreau, 1817-1862, American natural- 
ist, author and philosopher, was a pencil 
maker probably at Concord, where he was 
born and where he worked at the trade at 
intervals in his young manhood, under 
the direction of his father, who had 
worked under Monroe. H. D. Thoreau 
graduated from Harvard in 1837, became 
a teacher and spent his later years prac- 
tically as a recluse doing much writing. 
There is a story to the effect that, “having 
brought pencil manufacture to perfection, 
he abandoned the art because there is 
nothing more to be achieved!” He was a 
close friend of Ralph Waldo Emerson. 

The history of some of the principal 
lead pencil houses in the United States 
can hardly be said to have started in this 
country, going back as they do, into the 
very foundations of the industry in Ger- 
many. In 1843, the house of A. W. 
Faker established an agency in New York 
City, placing it in the hands of J. G. R. 
Lilliendahl. Six years later, Eberhard 
Faber, a brother of Lothar von Faber, 
head of the family, was sent to this coun- 
try to enter the A. W. Faber business in 
the United States, and in or about 1851 
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he took charge of the business as a branch 
of the German establishment which was 
founded in 1761 by Kaspar Faber. 
Kaspar Faber established himself in the 
village of Stein, near Nuremberg, and be- 
gan the manufacture of pencils in a very 
modest way. His sales were at first very 
small, his market being entirely local. He 
and his wife carried the product of each 
week’s work in baskets every Saturday to 
the neighboring towns of Nuremberg and 
Furth. However, his work was good, 
and, although the early pencils were real 
lead and not graphite, they became popu- 
lar among those having use for writing 
implements. New methods were adopted 
from time to time as money became avail- 
able and improved processes were devel- 
oped. 

Anton Wilhelm Faber succeeded his 
father, Kaspar Faber, and was in turn suc- 
ceeded by George Leonhard Faber, his 
son, in 1810. The latter died in 1839 and 
his son, Lothar Faber, was advanced to 
the head of the house. Lothar Faber 
had traveled widely and had received a 
fine education. He brought to his work 
much valuable knowledge. Under his di- 
rection, the fortunes m the Faber house 
began rapidly to develop. He enlarged 
the factory, introduced new methods and 
within a limited field achieved an excep- 
tionally good reputation for the quality of 
his line. Gradually, by good manage- 
ment and salesmanship, new markets were 
opened for Faber pencils, and the house 
of Faber from then on stood firmly 
among the leaders of the industry. In 
recognition of his character and indus- 
trial achievements the King of Bavaria 
made him an hereditary baron, and he was 
thereafter known as Lothar von Faber. 

Lothar von Faber died in 1896, having 
lived to see the complete development ot 
an industry from small beginnings. It is 
pointed out that when he took hold of 
the Faber factory, it employed scarcely a 
score of people and its annual output 
amounted to only $5,000. Before he 
died, the parent establishment and _ its 
various branches employed thousands of 
people and its products ran up annually 
into millions of dollars. 

Eberhard Faber, the elder, was born in 
Stein, Bavaria, in 1822. At the Univer- 
sities of Berlin and Erlangen he prepared 
himself for the practice of law, and for a 
time was employed in the Faber estab- 
lishment at Stein, where he acquired com- 
mercial experience and knowledge of pen- 
cil production. He was sent to the 
United States at the direction of his 
brother, Lothar von Faber, and estab- 
lished the Faber branch in New York 
City. 

Eberhard Faber located his first store in 
William street. Early in his career in 
America, because of conditions created by 
the Civil War, and the belief that a 
cheaper pencil would have a much wider 
sale, Mr. Faber was impressed with the 


desirability of manufacturing in this coun- 





try, and his investigations fortified him 
in this opinion. 

The first factory in the United States 
for the production of pencils in a large 
way was built by Mr. Faber in 1861 at 
the foot of Forty-second street on the 
bank of East river. Labor was not easy 
to obtain and it was more expensive than 
that to be had in Europe, hence, the prob- 
lem of competition was acute. The only 
answer to the problem was to improve the 
machinery and step up the output. This 
Mr. Faber accomplished, and his product 
was able before long to compete with the 
best European pencils. Special machinery 
was devised under his personal direction, 
with the result that he was able to pro- 
duce quality pencils more cheaply than 
the hand-made articles from abroad. He 
perfected a fine and uniform finish there- 
tofore unknown and firmly established the 
industry in the United States. The fac- 
tory was destroyed by fire in 1872 and 
was reestablished in Greenpoint, Brook- 
lyn, where on a much enlarged scale, it 
is still located. Later on Mr. Faber 
added pen holders, rubber bands, erasers, 
etc. 

The establishment finally became an all- 
American institution, the separation be- 
coming complete in 1894. Eberhard 
Faber, Sr., died in 1879, and was suc- 
ceeded by his sons, the present Eberhard 
Faber, then a young man of twenty, re- 
cently graduated from Columbia College 
and from educational institutions in Ger- 
many and France, and by Lothar W. 
Faber, a younger son, who came into the 
business later in association with his 
brother, Eberhard Faber. Both are still 
the responsible executives of the business. 
There were formerly two companies—a 
selling company headed by Eberhard 
Faber, and a manufacturing company un- 
der the direction of Lothar W. Faber. 
The late Edward E. Huber, whose death 
was reported in these columns not long 
ago, was associated with the selling com- 
pany. Several years ago the two com- 
panies were incorporated into one under 
the name, Eberhard Faber Pencil Com- 
pany, the two brothers continuing their 
former activities. 


The House of A. W. Faber, Inc. 


After the separation of the Faber 
houses in 1894, the A. W. Faber organi- 
zation established a new agency in the 
United States for the sale of the Ger- 
man company’s products. Later a cor- 
poration was formed under American 
laws, known as A. W. Faber, Inc., with 
headquarters at Newark, N. J., the new 
company replacing the agency, and dis- 
tributing pencils and related products 
throughout the entire country. The 
American corporation is backed by 
American capital, and was first under the 
general management of Henry Fera, on 
whose death a few years ago Robert 
Sauter was made general manager. The 
organization has been fortunate in its 
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choice of executives, who have maintained 
the prestige of the name throughout the 
nation. 


An Early American Manufacturer 


One of the early American pencil mak- 
ers was Lewis I. Cohen, a native of Lan- 
caster, Pa., son of an American officer in 
the Revolutionary War. He was born in 
1800, and fifteen years later, the family 
having moved to Charleston, S. C., he 
was sent to London, England, where he 
was apprenticed to his half-brother, Solo- 
mon Cohen, prominent as a lead pencil 
manufacturer. After completing his ap- 
prenticeship, he returned to the United 
States in 1819, landing with £80 in his 
pocket. Here the business acumen that 
later made him wealthy, first asserted it- 
self. Standing upon the deck of the ship 
on which he returned as she entered the 
slip, young Cohen glanced across the 
wharf and saw a schooner from Florida 
laden with cedar logs. After landing, he 
made an examination, and was surprised 
and pleased at discovering such lengths 
of wood free from knots. He immedi- 
ately bought the entire cargo for £30—a 
fraction per log of what his brother was 
paying per foot in London. He knew 
that the “Mary and Susan” —the ship on 
which he had just come—was returning 
home in ballast, and he arranged with 
the captain to transport the logs to Lon- 
don without cost, Cohen paying the steve- 
dores’ charges for transferring the logs 
from one ship to the other. He kept one 
log which he sent to a sawmill in Fulton 
street, New York, to be cut up into slats 
of pencil length. One of these lengths he 
took to his room in the United States 
hotel, where, with his pencil-making kit, 
he produced a pencil on which, we are 
told, his subsequent fortune was founded. 

The £30 he had invested in the cargo 
of logs sent to London netted him a profit 
of $820, with which sum he imported a 
line of staple stationery from London and 
opened a store at 71 William street. The 
business prospered and the worth of the 
Cohen pencils became widely known. 
That their value was appreciated is at- 
tested by a testimonial Mr. Cohen re- 
ceived dated July 18, 1826: 

“We have made use of Mr. L. I. 
Cohen’s prepared black lead pencils of 
different degrees of hardness, and find 
them of an excellent quality—equal to 
any we have ever used. We take much 
pleasure in recommending such to Artists 
and other Gentlemen requiring fine pen- 
cils.” 

The foregoing was signed by the dis- 
tinguished artist, Rembrandt Peale, and 
by seventeen other well known artists, 
architects and engravers. 

Later Mr. Cohen made what is said to 
be the first pack of playing cards to be 
produced in the United States, inventing 
a machine for printing four colors at one 
impression. He manufactured sealing 
wax and other products, and his store was 





APRIL, 1934 


famous as a rendezvous for persons of wit 
and distinction. 

Mr. Cohen returned to London in 
1854, where he died fourteen years later. 


Eagle Pencil Company 
The Eagle Pencil Company had its 


origin as a branch of a Bavarian pencil 
factory established about 1855 at Fuerth, 
Bavaria, by Berolzheimer & Illfelder. The 
following year the senior partner, Daniel 
Berolzheimer, opened a branch house in 
John street, New York City, to handle 
the products of the German factory. At 
the outbreak of the Civil War in 1861 
he died and was succeeded by his son, 
Henry, as head of the house. Owing to 
the war and post-war tariffs the company 
found it unprofitable to import pencils, 
and decided to establish a factory here. 
Following out this decision, they erected 
a factory at Yonkers, N. Y., in 1869. 
Eight years later, the Yonkers factory 
having been outgrown, the company 
bought a tract of land on the lower east 
side of Manhattan, including all the land 
between Thirteenth and Fourteenth 
streets from Avenue C eastward practi- 
cally to the East river, where the company 
established its factory. 

In 1885 the Eagle Pencil Company 
was incorporated. In that year Emil 
Berolzheimer, son of Henry and grand- 
son of Daniel, the founder, took charge 
of the business and remained president of 
the company until his death more than 
thirty-seven years later. He was an out- 
standing figure in the industry. He was 
president of the Pencil Makers Associa- 
tion from its inception until the time of 
his death in 1922. Emil Berolzheimer 
was born in Fuerth, Bavaria, in 1862. He 
came to the United States at the age of 
twenty-one, and two years later became 
president of the business his grandfather 
had founded. Under his management 
and with the aid of his brother, Philip, 
and that of Samuel Kraus, vice-president 
and factory superintendent, the business 
underwent great expansion. On_ the 
death of Emil, Philip succeeded as presi- 
dent of the company. In April, 1925, 
he sold his interests to the three sons of 
Emil—Edwin M., Alfred C. and Henry 
Berolzheimer—all men of experience in 
the industry. Edwin M. Berolzheimer, 
the eldest, is president of the company; 
Alfred C. is vice-president, and Henry is 
secretary and treasurer. A few years ago 
they invited Herman Price, who had a 
fine record with another company in the 
industry, to become vice-president and 
general manager, and member of the 
Board of Directors. As a result of his 
plans the company completed and put 
into operation an Eagle pencil factory at 
Drummondsville, Quebec, manned by 
Canadian workmen, turning out products 
identical with those of the principal plant 
in New York City. The company’s re- 
searches have added greatly to writing 
equipment of many kinds. 


American Lead Pencil Company 


The American Lead Pencil Company 
of Hoboken, N. J., was founded by Ed- 
ward Weissenborn, who first saw the light 
of day in Germany. He gained knowl- 
edge of the lead pencil business from a 
Swiss manufacturer with whom he was 
associated, and came to the United States 
in 1854. For a time he engaged in vari- 
ous manufacturing operations not con- 
nected with the production of pencils, 
but, having an idea for the making of 
pencils by a new process or system, he 
founded the American Lead Pencil Com- 
pany in 1864 in association with A. L. 
Sieghortner and Joseph Schedler, locat- 
ing a factory in Jersey City. In 1868 
Sieghortner and Schedler retired from the 
company and were succeeded by Hecht 
Brothers, then well known in the fancy 
goods field. 

In 1872 the factory was moved to 
Hoboken. In 1885 the business was pur- 
chased by the Reckendorfer estate, the 
Reckendorfers being descendants of Jo- 
seph Reckendorfer, a pioneer in the 
American pencil industry, who founded 
a family of pencil makers. The family 
name, for purposes of convenience, was 
later shortened to Reckford. 

In 1886 the present American Pencil 
Company was incorporated, and the fol- 
lowing officers elected: President, Louis 
]. Reckford, son of Joseph Reckendorfer, 
heretofore mentioned; vice-president, By- 
ron B. Goldsmith, and treasurer, Sam. J. 
Reckford, also a son of Joseph Recken- 
dorfer. 

Mr. Goldsmith died in 1927, and a 
year later Louis J. Reckford also passed 
on. Present officers are Sam. J. Reck- 
ford, president; John King Reckford, 
vice-president, and Joseph S. Reckford, 
secretary and treasurer. 

It will be noted that there have really 
been two American Lead Pencil Com- 
panies—one existing until 1886, and the 
other incorporated in that year and oper- 
ated since then by the Reckford family. 

After having disposed of his interests 





A NURNBERG BLACK LEAD CUTTER 
OF THE XVII CENTURY.—Cut used in 
booklet describing the Mars pencils of J. 
S. Staedtler, and loaned by R. J. Urmston, 
Staedtler’s American representative. 
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in the American Lead Pencil Company, 
Mr. Weissenborn founded the Pencil Ex- 
change, now known as the General Pen- 
cil Company of Jersey City. Ray Weis- 
senborn, son of the founder, now heads 
the company last named. 


Joseph Dixon Crucible Company 
The Jos. Dixon Crucible Company be- 


gan its career at Salem, Mass., in 1826 
or 1827, manufacturing crucibles of 
graphite previously invented by Joseph 
Dixon, who founded the company—a 
man of unusual mental ability and power 
of application. In 1840 the factory was 
moved to Jersey City, N. J., where the 
manufacture of graphite crucibles was con- 
tinued. It was not until 1872, however, 
that the company, after mature prepara- 
tion, began the manufacture of lead pen- 
cils. In 1874 they advertised in a 
periodical of the stationery trade, “five 
degrees of fine pencils—Smooth, Black, 
Strong and Pleasant.” Other grades 
came later, completing a series of “de- 
grees” to suit the requirements of every 
user. The company was incorporated by 
act of congress in 1867. 

Jos. Dixon was the company’s first 
president. He died in 1869, and was suc- 
ceeded by John A. Walker, who added 
greatly to the advancement of the com- 
pany. In 1889 E. F. C. Young was 
elected president and Mr. Walker became 
vice-president, treasurer and general man- 
ager, his duties having special reference to 
the pencil department. Mr. Walker 
passed on in 1907 and President Young 
the following year, being succeeded by 
the present incumbent, George T. Smith. 
J. H. Schermerhorn is executive vice- 
president; E. M. Cabaniss is vice-presi- 
dent, and H. W. Armstrong secretary 
and treasurer. Mr. Smith and Mr. 
Schermerhorn have each been with the 
company a quarter of a century, while 
Horace B. Van Dorn, manager of the 
pencil department since 1930, has been 
associated with the organization more 
than twenty-five years. 


Paper Pencils 


About the middle nineties of the last 
century an innovation in pencil manufac- 
ture came with the announcement of the 
Blaisdell paper pencils invented by a man 
of that name living in Philadelphia. 
These pencils were a decided novelty and 
soon achieved wide distribution. They 
are made with a graphite or colored core 
with narrow strips of paper wound there- 
on. To expose the lead for writing one 
raised with the finger-nail or penknife a 
tiny hemispherical flap which released a 
short strip of paper spirally wound. An- 
other flap was exposed which was treated 
the same way until the desired length of 
lead was obtained for the point one 
wished. An improvement on the fore- 
going provides a tough thread running 
lengthwise of the pencil under the 
enameled surface. This thread is placed 








so that a light pull releases a flap and 
starts one of the spirally wound strips 

The first Blaisdell pencils were pro- 
duced in the carpet factory of MacCal- 
lum & MacCallum, Philadelphia. 

The company was originally named the 
Blaisdell Paper Pencil Company. Drop- 
ping the word “Paper” from the name, 
however, implied no change in the char 
acter of the products, the scope of which 
has been much extended since the com- 
pany was organized. 

The idea of encasing the leads in pa- 
per was made practical by the produc- 
tion of paper of special composition and 
texture, requiring much research to bring 
it to the strength and working qualities 
desired, and to the development of high 
precision machines which would score the 
papet that jackets the Blaisdell pencil. 
This paper, five one-thousandths of an 
inch thick, must be cut sharply to an ex- 
actly uniform fraction of its depth. To 
prevent splitting the paper before the pen 
cil is finished on the one hand, and, on 
the other, to make the pencil peel readily 
after it is finished the scoring must be 
uniform and as precise as human ingenu- 
ity can make it. Many close, parallel 
cuts must be made at the same time and 
with great speed. 

Rolling the paper around the graphite 
or crayon core demands refined equip- 
ment and great operating skill. The 
jacket must be wound on the bias under a 
tension sufficient to grip the core firmly, 
while preserving flexibility in the pencil 
shaft that cushions the lead against 
breaking if the pencil falls or receives a 
sharp blow. If a lead breaks while being 
wrapped, the rolling machine stops auto- 
matically. 

The company at first expected to do 
most of its business in paper pencils with 
graphite leads, but soon there came a 
demand for paper-wrapped colored pen- 
cils. This demand grew so that finally 
the company found itself making mostly 
pencils with colored leads, confining their 
graphite pencils to those with thick, soft 


leads. 





Up to 1926 the company made its col- 
ored pencils with thick crayons only, but 
early in the latter year it brought out a 
new line, with thin colored leads. 

In addition to paper pencils the com- 
pany today produces an extended line of 
wood lead pencils, and does a large busi- 
ness in mechanical pencils, school boxes, 
erasers, fountain pens, etc. 

General Manager G. L. Ortega has 
been in the pencil business since boyhood. 
To him and his sales force is due much 
of the credit for the company’s success, 
not forgetting the other members of the 
staff, including the loyal and efficient fac- 
tory personnel, and those in other depart- 
ments. 

The Blaisdell factory is at 52 Church 
Lane, and the general offices are a few 
blocks away at 141 Berkley street, Wayne 
Junction, Philadelphia. 

Mohican Pencil Company 

One of the newer pencil manufacturing 
companies is the Mohican Pencil Com- 
pany, organized in 1918 in Philadelphia. 
It was originally known as the United 
States Pencil Company, but the name was 
changed to avoid confusion with a sales 
agency in New York which used the same 
name. 

John S. Furst is Mohican’s vice-presi- 
dent and general sales manager. He has 
been in the pencil manufacturing business 
for nearly thirty years. Originally he was 
with the Lippincott Pencil Company, now 
no longer existing. 

Like several other pencil manufactur- 
ers the Mohican organization has built 
every machine they use in pencil manu- 
facturing in their own machine shops. 

The organization, though compara- 
tively young, is a vigorous contender in 
the pencil field. Its lines are attractive 
and up-to-date. 

Indelible Pencils 

Copying pencils are made from coal 
tar pigments mixed with gum. The in- 
delible or what was known as the ink 
lead was invented for the Eagle Pencil 
Company by an exiled Polish nobleman 
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Count Walpuski in 1877. These pen- 
cils are special developments of the in- 
dustry, and form an important item in 
pencil sales in some districts. Before pen- 
cils were made, however, chalk, charcoal 
and clays of different hues were used by 
artists in the portrayal of objects they de- 
sired to present in the hues of nature. 
The use of color in sketching is prehis- 
toric, as witness the remarkable drawings 
of bison, sabre-toothed tigers and other 
animals in certain caves of France dene 
in colors by men of the Cro-Magnon race 
an estimated fifty thousand years ago. 

Office Appliances learns that about 
1874 R. Jacobson applied at the Prussian 
patent office for a patent on a colored in- 
delible pencil but for reasons not known 
to us, the request was refused. 

Ten years later somebody in the pen- 
cil manufacturing business at Nuremberg 
began experimenting and about 1885 the 
manufacture of colored pencils com- 
menced there. By 1890 several special 
machines were in use for making this class 
of pencils. 

It is said that originally only red, blue 
and violet ink pencils were made. Other 
colors have since been added here and 
abroad. Practically every pencil manu- 
facturer is now able to supply both col- 


ored and indelible pencils. 
Miscellaneous 


Information as to the origin of the 
practice of putting rubber tips in metal 
ferrules attached to pencil tips is not easy 
to come by. Catalogues of about 1880 
show them. Before that and after the 
rubber tip consisted of a piece of rubber 
glued into a slot in the end of the pencil. 

There are several pencil manufac- 
turers both abroad and in the United 
States whose names are not heretofore 
mentioned. Among them are such con- 
cerns as Johann Faber, the Swan Pencil 


Company, Reliance Pencil Company, 
Koh-I-Noor Pencil Company, and 
others. The company last named is the 


American representative é& L. & <. 
Hardtmuth, mentioned heretofore. 


THE ART OF PENCIL MAKING 


EAD pencils are made of a mixture 
of graphite and clay ground to an 
impalpable powder, moistened and thor- 
oughly mixed and placed in filter presses 
which make it into cake-shaped plates. 
These cakes pass into the lead-pressing 
rooms, where jeweled moulds are in- 
serted into the bottom of iron cylinders. 
Here under high pressure the graphite 
is forced out in an endless thread which 
is coiled by the workman’s hand. After- 
ward it is placed straight on measuring 
boards and cut to the necessary lengths. 
The leads are dried, packed in airtight 
crucibles and baked in electric furnaces. 
The pencil casings are made of red 
cedar obtained mostly from cedar lands in 


the south and in California. The wood is 
first seasoned and kiln-dried to eliminate 
the oil, then cut into slats slightly longer 
than the pencil, a little thicker than half 
the pencil and wide enough to accommo- 
date six pencil widths, or fewer, according 
to the size of the slats. A planing and 
cutting machine cuts grooves in each slat 
into which the leads fit. After the slats 
are glued, they are clamped together and 
fed into a machine which shapes the pen- 
cil. Another machine sandpapers the 
wood and still another puts on the several 
coats of varnish and color after which the 
pencils are stamped with the name and 
number and eraser caps are added. Pen- 
cils are made in many sizes, from the 


tiny ones used on dance programs and 
score cards to the large ones used in 
kindergarten work and by carpenters. 
There are many other sizes for various 
uses. 

It is understood that copying, indelible 
and colored leads, not being made of 
graphite, are not subjected to the anneal- 
ing process. 

The foregoing is merely a general out- 
line of the process of pencil-making. De- 
tails, of course, differ to some extent in 
the several factories. 

New colored crayons are now on the 
market which can be used to give the ef- 
fect of paint on paper. 








Round Leads.—The Jos. Dixon 
Crucible Company was first to introduce 
round leads in place of the square leads 

an idea that changed a long established 
custom. 
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The First Indelible—The Eagle 
Pencil Company claims the first indelible 
or ink lead, which was invented for them 
by Count Charles Walpuski, an exiled 
nobleman from Poland. That invention, 
dated 1877, enabled the company to pro- 
duce the first copying pencil. This in- 
formation came in substance from one cf 
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the most interestingly instructive vol- 
umes ever published about the stationery 
industry—“The Romance of an Indus- 
try,” by Paul J. Wielandy of the Black- 
well-Wielandy Company, St. Louis. 
s es 
“Slip-on” Rubber Caps.—The Jos. 
Dixen Company originated the rubber 
cap erasers which outlasted the pencil 
and served on many others before giving 
up the ghost. This type of eraser was 
listed in the company’s 1872 catalogue. 
* * * 


Metal Cap Point Protector.—The 
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Eberhard Faber Pencil Company claims 
priority in the manufacture of the metal 
cap designed as a pencil point protector, 
and also for the deaniaed tips on pen- 
cils, using colors to make them more 
striking and attractive. 
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Paper Pencils.—The Blaisdell Pencil 
Company of Philadelphia was the first 
concern to make paper-wrapped pencils, 
now having certain improvements over 
original models. In recent times the 
company has perfected a paper pencil 
that will write freely on cellophane. 


PENCIL WHIMS AND ODDITIES 


N THE days when woman’s hair was 

her crowning glory, saleswomen and 
others were accustomed to put their pen- 
cils in their hair as the most convenient 
place for holding them. Merchants who 
had no long hair and sometimes no hair 
at all, used to put the pencil behind their 
ears, and for that matter, they still do. 
Watch your butcher or your grocer. 

A distinguished but somewhat eccentric 
Chicago newspaper editor used to write 
checks on the margins of newspapers with 
a lead pencil. They were good and legal 
checks, too! 

* * * 

We once knew a man who would use 
only a full-length pencil; as it was short- 
ened by sharpening he increased its length 
by means of an extender. He always kept 
exposed a half-inch of lead which was 
tapered down to a point with a pocket 
knife. 

2k a K 

Then there is a man who uses stubs 
of pencils only, and carries them horizon- 
tally in his watch pocket. There are 
many of him. The writer knew an edi- 
tor of the old school who never wrote 
with anything but a soft pencil about 
three inches long. 


* * * 


We all know the man who, when he 
opens his coat, “reveals what looks like 
a miniature pipe organ, until we discover 
that it is only an upper vest pocket filled 
with pencils.” 

Somebody has told us that the use of 
small pencils at card parties came about 
because so many full-sized pencils dis- 
appeared at those functions! 

* * * 
We are told of a man connected with 


the research department of a manufac- 
turing company who always carried four 


pencils in his pocket, each of a different 
degree of hardness and each trimmed to a 
long sharp point. When he was in his 
office he used them at his desk for design- 
ing and computation. His reason for 
keeping them always at hand being that 
he “might have occasion to use them.” 
x * * 


Perhaps the reader has noticed that the 
man who writes his memos and notes in 
large, black chirography uses only a large 
lead with a dull point. 

* * * 

“Everybody makes mistakes.” “Yes,” 
replied the wag, “that’s why they put rub- 
ber tips on lead pencils.” 

* * & 

People will “see a pin and pick it up,” 
or pass it up, according to the inclination 
of the individual. But a pencil is ordi- 
narily a find. Even at that, there was a 
time during the late lamented high-roll- 
ing period, when golf players would 
hardly stoop to pick up the half pencils 
supplied by the club when accidentally 
dropped on the green. 


* * % 


We knew a railroad conductor who al- 
ways squared up the wood at the point 
of his pencils making a wide blunt lead. 
With this he wrote achieving a stroke 
like a miniature shading pen. 


* * * 


A friend recounts the story of a 
lawyer who always held a short pencil in 
his hand while making a speech to the 
jury. One day some miscreant stole the 
pencil, the lawyer’s speech broke down 
and he lost the verdict. 

* * 

“The consumption of paper,” said 
Emerson, “is the measure of a people’s 
culture”; and, wrote Elbert Hubbard in 
his story of the Joseph Dixon Crucible 
Company’s business, “the test of civiliza- 


tion is the consumption of lead pencils.” 
* * * 

Comes now the horrendous thought: 
What would be one’s reaction if, when 
he asked at a stationery store for a pencil, 
was told, “We don’t handle pencils!” 


* * * 


Some time ago “Amos ’n’ Andy,” the 
celebrated radio team, bewailed the short- 
age of lead pencils in their cab office. 
They never seemed able to find a pencil 
when it was urgently needed to figure out 
some of the complicated problems of fi- 
nance with which they were often con- 
fronted. Next day and for some time 
thereafter came a veritable flood of pen- 
cils. We quote from a letter received 
from Miss Louise Summa, secretary to 
Correll and Gosden (Amos ‘n’ Andy) : 

“With the possible exception of rabbits’ 
feet, ‘Amos ’n’ Andy’ have received more 
pencils than any other single type of gift. 
These have ranged from practically use- 
less pencil stubs to expensive Eversharps 
and other automatic pencils. One pencil 
we received was about four feet long and 
two and a half inches in diameter. Pen- 
cils a foot long are common. Many ad- 
mirers have sent in boxes each containing 
a dozen new pencils, while other well- 
wishers send in one or two pencils. Some 
of the mechanical pencils were made so 
that a mere twist of the barrel would 
change the lead from black to red, and 
several other colors. Many of the pen- 
cils bore the name, Amos ’n’ Andy, 
either printed or engraved on them. AI- 
though there was no record kept of the 
number of pencils received, the largest 
single shipment came from one of the 
Junior Associations of Commerce. They 
sent a box containing over 5,000 pencil 
stubs.” 

The figures Miss Summa quotes were 
obtained from Harlow P. Roberts, ad- 
vertising manager of the Pepsodent Com- 


pany. 
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Selling Real Pencil Economy 

“T entertain the belief, which amounts 
to a certainty, that the stationer can get 
the price for quality pencils and that the 
office buyer is not altogether interested 
in the cheaper goods. A little courage 
and resourcefulness on the salesman’s 
part will convince the buyer that the real 
economy he seeks lies in the better grade 
of pencils as in all things. 

“When the office manager tells the 
salesman that he must have a pencil on 
which he can save two dollars a gross, he 
makes an opportunity for the salesman 
to prove to the buyer that to reduce the 
purchase price by that amount increases 
his pencil cost. 

“By way of illustration, take pencils 
purchased for stenographic use. The 
stenographer probably uses a half dozen 
pencils a month. Buying the cheaper 
pencils at say two dollars less a gross, 
would make a saving of about eight cents 
per month per stenographer, whose com- 
pensation is one hundred dollars monthly 
or thereabouts. The question arises, how 
much can one afford to handicap a hun- 
dred dollar a month stenographer to save 
eight cents a month on the pencils she 
uses? She will be handicapped in these 
ways: 

“1. The cheaper pencils will not hold 


A Convincing 
Argument for the 
Former and a Sug- 
gestion for the Lat- 
ter Selected from an 
Address Made at a 
Stationers Meeting 
Some Months Ago 
by A. H. Berwald, 
Advertising and 
Sales Promotion 
Manager ofthe 
Eagle Pencil Com- 


pany 


Note.—To the stenographer to 
whom this material was dictated was 
put the query, “Does your experience 
prove these four points?” and the 
reply was, “Every one of them.” 


their points like the better ones. She 
will have to change pencils oftener and 
spend more time at the sharpener. 

“2. Using the cheaper pencils, she will 
break more points, an interruption and 
annoyance when taking notes. And ev- 
ery broken point means a loss of lead 
and more time lost in sharpening. 

“3. The cheaper pencils will slow the 
stenographer up and increase the strain 
under which she works, because they are 
not so smooth and free-flowing as the 
better grades. 

“4. The cheaper pencils will take some 
of the pleasure and spirit out of the 
stenographer’s work because the stenog- 
rapher cannot use them with the confi- 
dence with which she would use a pencil 
that is smooth-writing and dependable. 

“ ‘Now, sir,’ your salesman would say 


to the buyer, ‘you wouldn’t consider giv- 
ing a stenographer anything but the best 
typewriter, and the only reason you 
would take a chance on an inferior pen- 
cil is that you have the idea that pencils 
are pretty much alike, but this is not so. 
Behind the best grades are convincing 
scientific tests which prove that such pen- 
cils give longer and more satisfactory 
service, which makes them cheaper in the 
long run.” ” 


The Window 

Let it not ‘shriek price, but be elo- 
quent of utility. Let it contain every 
standard type of black, colored and 
copying pencils and of marking crayon 
arranged in connection with something 
to show the specific use of each. Ex- 
amples: 

An impressive mechanical drawing 
with the pencil with which it was made. 
A blue print showing correction with col- 
ored pencils and the pencils which made 
them. Newspaper proofs showing edi- 
tor’s corrections and notes, and the pen- 
cil for that purpose. A package wrapped 
with coarse paper addressed to some well 
known citizen or some public man and 
the pencil with which it was addressed. 
A salesman’s order book with proper 
pencil for manifold work. A _ stenog- 
rapher’s note book and the appropriate 
pencil. The top of a packing box marked 
with lumber crayons in various colors. 
A piece of board ruled with a carpen- 
ter’s pencil, etc., etc. 

These objects, selected with care and 
arranged in harmony with plainly let- 
tered cards to explain each and a larger 
well lettered card setting forth the fact 
that there is a particular pencil for every 
usage and that the proper choice is the 
real pencil economy, would make an im- 
pressive and impelling display, and add 


inevitably to the dealer’s pencil sales. 


. and one said: ‘‘do you then, exhort distributors to help them- 
selves by making sales on the basis of service-quality and not price- 
quality? And do you preach and ever preach that each distributor should 
stick to his own vineyard and live and die there, instead of making a 


shambles 


of his neighbor's 


vineyard? For 


that one of the seven deadly sins is covetousness.’ 

And another lifting up his voice thus spake: 
you admonish the producer to pluck no grapes from the distributor's 
vineyard, lest the wine presses be idle: 
for the workers in the vineyard and there be wine for all.’’ 


it hath been written 


Selah. 


‘“‘and we beseech that 


But that the clusters be left 


Selah. 
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IF | SOLD PENCILS AT RETAIL I WOULD- 


BK EE the cash register well oiled! 
And I'd have the pencils right out 
to be seen and handled with the shelf 
stock in view behind the open display 
counters just as most well regulated sta- 
tioners have now. As to stock, a fair 
range of styles from moderate priced to 
highest priced of the degrees of black lead 
pencils ordinarily used, a complete range 
of colors of both thin lead and thick lead 
colored pencils with the accessories such 
as rubber erasers, a few pencil lengthen- 
ers, and point protectors for the con- 
venience of fastidious users. 


Every community has its favorite 
brands and these should be well repre- 
sented and offered ungrudgingly in any 
store assuming to be stationery head- 
quarters in that community, especially 
should the stationer desire the prestige 
that comes of being a specialist in well 
and consistently advertised brands, but 
to try to stock every odd item occasion- 
ally called for, will result in an ill as- 
sorted, slow moving, and poor service 
stock. I should not attempt to be “Jack 
of all lines,” but rather master of one. 


An item worth stocking should be 
carried in sufficient quantity to fill a nor- 
mally large order. The customer may as 
well order out of town in the first place 
as to be told “We haven’t as many as 
you want in stock, but will get the bal- 
ance from the ‘factory’ for you in a week 
or so.” To repeat, a good merchant does 
not ignore a persistent “demand.” Calls 
for a brand are customers’ votes for that 
brand, and those votes indicate the trend 
of the popular will, and what is most 
likely to give satisfaction when sold to 
those customers who take what the sta- 
tioner sells them without question. After 
all, the customer comes into the store not 
so often to tell the merchant what to sell, 
as to buy what he has to sell. He is 
flattered when the merchant offers him 
merchandise known to him by reputation 
if not by experience, and if his experi- 
ence with his purchase is satisfactory he 
keeps on coming. 

I should recognize lead pencils as fun- 
damental and staple stock of the sta- 
tioner and attempt to supply a. satis- 
factory product well selected for the cus- 
tomer’s purpose. Intelligent attention to 
pencil requirement would create confi- 
dence in my other lines of merchandise— 
especially of things that cannot be tested, 
or demonstrated, as can pencils. 


I should realize that the lead pencil 
becomes one of a man’s few intimate pos- 
sessions upon which attention is directed 
far beyond the actual value—as constant 
a companion as his watch, pocketbook, 
and pocket knife, and perhaps more con- 
stantly used. So few things the stationer 


By H. B. Van Dorn, 
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has to sell have the possibilities of fer- 
sonal satisfaction to the business man, 
of delight to the child, and of conveni- 
ence in the home. Here is an oppor- 
tunity for the stationer to be faithful in a 
little thing that he may participate in the 
sale of greater things! 

I should insist upon giving pencil sat- 
isfaction all the way. Intelligent curi- 
osity and polite inquiry as to how the 
pencils—black, colored, or indelible—are 
to be used may develop sales of paper, 
tablets, ruled forms, manifold books, 
memo books— in fact, a pencil cannot be 
used at all without other and usually 
more expensive stationery products. 


And—pencil sharpeners! Why any 
indifference about sharpeners? Pencil 
satisfaction is largely dependent upon 
good sharpening service. Economy in 
the use of good pencils depends very 
largely upon the equipment and care of 
sharpeners. I should most certainly dis- 
play and demonstrate sharpeners right 
along with pencils. After several years 
of forced economy, pencil sharpener 
equipment in offices everywhere is in bad 
repair or worn out and levying a heavy 
tax by increasing pencil bills. The in- 
genious stationery salesman who has the 
privilege of calling at his customer’s 
office can be very helpful in oiling and 
adjusting sharpeners, selling new cutters 
to replace dull ones, and most often in 
demonstrating where machines have out- 
lived their usefulness and thereby selling 
new ones. In connection with the sharp- 
ener service which will take him thru 
all parts of the office, he will observe the 
lead pencil requirements and will find 
himself surrounded by opportunities to 
discuss office appliances, equipment, filing 
supplies and stationery. If the lead pen- 
cil is close to the hand and heart of the 
business man, the pencil sharpener and 
pencil stock is close to the heart of the 
office. This getting into the heart of the 
situation may be the surest way to avoid 
the baneful price argument and price 
competition which has so often cost the 
stationer his due profit in his staple mer- 
chandise. The “easy approach” asks 
what is already in use and offers the same 
thing or an inferior thing cheaper to 
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make a quick sale, and thus goes the 
profit. 

A genuine interest in the customer’s 
requirements together with a —— 
knowledge of pencil styles, qualities, an 
leads, along with sharpeners and acces- 
sories, can easily and naturally move the 
stationer’s stock at a profit into willing 
and satisfied hands. As to business 
offices, I, an alert stationer, should check 
all prospects as to their pencil purchases. 
I should note the kinds of pencils they 
buy and suggest the kinds they might 
buy. I should realize that the pencil 
business can be profitable in itself and 
that pencil satisfaction will lead to other 
business. With a drive on every cus- 
tomer for pencil sales, I should develop 
a good turn-over on a widely serviceable 
variety and by virtue of good stock at- 
tract to myself much unsolicited business. 

Sales records show seasons when the 
public buys pencils most actively and in 
greatest volume, so I should build the 
stock carefully for those selling seasons 
and let it run down in the slow office 
supply months, thereby releasing capital 
for photographic, vacation or holiday 
lines that move actively when staples are 
less in demand. 

So many times a year, at the best sell- 
ing season for pencils, I would have win- 
dow exhibits consisting solely of pencils, 
including signs and displays, that are 
strong enough to call the attention of the 
passerby, not only to the contents of the 
window, but to impress upon his mind 
the right of the stationer to be looked 
upon as the natural and unfailing source 
of supply of lead pencils and their re- 
lated lines. 

“If I were a retailer of pencils,” I 
should try to “catch ’em young,” espe- 
cially if I were located in a moderate 
sized city. The cash counter trade of the 
women and children runs into good vol- 
ume at high profit percentage; and chil- 
dren well treated as customers just will 
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grow up and buy more and more in the 
same store as the years roll by. The sta- 
tionery trade has lost all of the children’s 
and students’ trade that it can afford to 
lose! 

Finally, if I were a retailer of pencils, 
I would keep abreast of improvements 





in lead pencils which actually add to their 
usefulness. A slight change in the shape, 
a small improvement in the eraser tip, 
maybe: little betterments that make the 
modest lead pencil do its unceasing work 
with more comfort and satisfaction to 


OFFICE APPLIANCES 


the user without sacrificing its essential 
simplicity. 

Editor’s Note: Will everyone in your 
organization have a chance to profit by 
this article? Not unless you see to this 
by posting it on your bulletin board or 
by having this copy of Office Appliances 
passed to everyone interested. 


MERCHANDISING LEAD PENCILS 


i EAD pencils form one of the oldest 
staple lines sold in the stationery 
and office equipment store. Their use is 
universal and they find their way into 
every type of business and professional 
office. In the old days, a pencil was just 
a pencil and people gave little attention to 
kinds, grades or types for particular uses. 
This condition has changed, and today 
they form a highly specialized commodity. 

The fact that pencils are so common is 
at the same time both an advantage and 
a disadvantage. While the pencil indus- 
try is fortunate in making a product which 
is so universally needed, the problem of 
both manufacturer and dealer is to make 
consumers aware of the great variety of 
pencils available for their particular needs 

also to persuade them to use the exact 
grades best adapted to their purposes. 
The tendency of the man in the street is 
to think of a pencil as just a pencil, like 
a shoe lace or a collar button, blissfully 
ignorant as to why he likes it or dislikes 
it. He is quite unaware that he has 
bought a pencil that is too hard or too soft 
for him and that if the sales person had 
known enough about his job, he could 
have been abe to buy exactly what he 
needed. 

Styles of pencils vary greatly. Most 
have rubber tips though a few do not. 
Drawing pencils vary from the lower 
priced type which is used in writing and 
drawing classes to the more specialized 
drawing pencils in a wider range of de- 
grees of lead and colored pencils for in 
struction in both the old and the more 
modern techniques. 

It is in the field of business pencils that 
there is most room for educational work 
on the part of both manufacturer and 
dealer. There is a job to be done in open- 
ing the eyes of the consumer regarding 
the pencils available to him as well as 
seeing to it that he uses the right one 
for each occasion. Consider, for instance, 
a large, medium or small sized firm. 
Whether the pencils they use for general 
office purposes are tipped or untipped is 
simply a matter of choice, though the 
sale of tipped pencils for business greatly 
exceeds that of the untipped variety. The 
quality of the pencils used, however, de- 
pends on the salesman’s ability to con- 
vince the consumer that he is buying 
wisely. Furthermore, the salesman who 
knows his pencils will teach the buyer that 
one kind of pencil suits general office use, 
another the stenographer, another the 
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bookkeeper, another the shipping clerk, 
etc. He will sway the buyer’s choice by 
demonstrating the difference between the 
colored pencils with thick heavy leads and 
those with thin leads. He will convince 
the buyer that an intelligent selection and 
use of pencils in a business makes for 
efficiency and economy. Aside from this, 
the proper sales effort along these lines 
will enable the dealer to extend the range 
of his pencil sales and include more profit- 
able items in them. 

The use of pencils by artists, architects, 
engineers and draftsmen is very consider- 
able but, since this is a much more special- 
ized field, a greater knowledge on the 
part of the consumer is necessary. Nat- 
urally, in this case, pencils are precision 
instruments requiring great care in their 
selection. In this classification come 
drawing pencils of the highest quality in 
their wide range of grades, colored pen- 
cils for sketching, drawing or planning 
and other specialized types of pencils used 
by artists or students. This is a trade 
apart from the usual commercial busi- 
ness and it involves certain special know!- 
edge on the part of the sales person. 

Regarding store display of pencils, there 
are varying opinions. Perhaps the most 
efficient type of display is a screen or spe- 
cialized type of fixture upon which pencils 


can be mounted and classified according 
to their various uses, types, degrees, col- 
ors and other characteristics. In this way, 
the right pencil can be fitted to the cus- 
tomer’s use. Furthermore, pencils which 
he has never seen before can be shown 
to him and, with this encouragement, he 
may be induced to buy new grades for 
different uses. A display of this sort 
serves as a practical guide and catalog to 
the goods on the dealer’s shelves. 

The major items that comprise the pen- 
cils line are as follows: black lead, with 
rubber tips for business, school and gen- 
eral use; black lead, without rubber tips, 
including pencils for business, school and 
general use, drawing pencils for artists, 
draftsmen and students, special stenog- 
raphers’ pencils, pencils with special leads 
for checking, marking, newspaper work; 
carpenters’ pencils; copying and indelible 
pencils for carbon copies when hard, 
smooth lead is required, for duplicating, 
for receipts and records instead of ink; 
colored pencils including colored crayon 
pencils, colored indelible pencils, skin, 
china and glass marking pencils, for busi- 
ness, art, school and general use; fancy 
or household pencils, including bridge 
pencils, golf pencils, telephone pencils, 
programme pencils, pocket pencils. 

Window displays of pencils can be con- 
sidered from two points of view. On the 
one hand a particular brand of pencil can 
be featured by showing pencils and boxes 
with suitable display cards furnished by 
manufacturers or made by the dealer com- 
bined, of course, with appropriate color 
schemes for the setting. The other alter- 
native is a general display of pencils of 
various types, usually in combination with 
other stationery items. 

Every salesman should understand and 
fully appreciate that pencils do not just 
sell themselves. A study of the line can 
develop unexpected and profitable sales 
and the up and coming stationery solicitor 
should realize that there are various defi- 
nite types of pencils and that each type 
has a particular purpose and also that each 
purpose requires a particular type. In ad- 
dition to all these things, the salesman 
should have some general knowledge of 
how pencils are made and he should be 
able to talk intelligently on the material, 
the lead, the wood, the grooving, leading 
and shaping, varnishing and stamping. 
There is, in truth, a great deal to be 
learned about the common “garden va- 
riety” of wooden pencil. 








_—_— men who have been pencil 
makers and who have achieved dis- 
tinction in other fields, we present the 
name of Henry David Thoreau, who with 
his father, made pencils at Concord, 
Mass. He graduated later from Harvard 
and became one of America’s most dis- 
tinguished writers. Further reference is 
made to Thoreau in the Pictorial part of 
this section. 
* * * 

We also nominate that versatile French- 
man, Nicolas Jacques Conte, philosopher, 
inventer and friend of Napoleon who 
made him chief of the aerostatic corps in 
the Egyptian campaign and one of the 
first members of the Legion of Honor. 
Reference to the work of Conte appears 
elsewhere in this issue. 

We discover, too, that Joseph Lincoln, 
famous as a writer of Cape Cod stories, 
produced all his manuscripts with a lead 
pencil. 

* * x 

It was an English chemist, Priestley, 
who, observing that a portion of caout- 
chouc would erase pencil marks, suggested 
for it the name, rubber. The first use 
of rubber as an attachment to pencils 
probably consisted of the removable rub- 
ber cap which fitted all pencils of stand- 
ard size. Later a New York pencil manu- 
facturer patented a system of insetting a 
square or conical piece of rubber in one 
end of the pencil. We believe that the 
metal tips bearing erasers were a later de- 
velopment, but in this opinion we admit a 
considerable latitude for error. 

* * & 

Everyone who can write probably uses 
a lead pencil part of the time, and it may 
be said with some degree of certainty 
that millions of persons possess no other 
writing implement. “Rich man, poor 
man, beggar man, thief, doctor, lawyer, 
merchant, chief,” carry lead pencils. 

x * * 

Although Bulwer wrote in Richelieu 
“beneath the rule of men entirely great, 
the pen is mightier than the sword” (to 
remember the modification is important) 
we offer the ubiquitous lead pencil with 
its graphite core as co-partner of the pen 
in recording and disseminating the prin- 
ciples of justice and liberty which through 
strange and devious ways we believe to 
be slowly advancing toward more general 
recognition. 

* * &* 

Mustafa Kemal, president of the Re- 
public of Turkey, “who today has no 
superior in the field of statesmanship,” 
is a patron of the pencil industry. On 
the desk in his executive office and on the 
table in his magnificent library adjoining, 
he keeps a number of colored pencils. To 
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illustrate special points or to elucidate de- 

scriptions, the great leader draws diagrams 

and sketches. In discussions of military 

engagements, invariably he denotes the 

Turkish troops with a red pencil. 
a 


in the fall of 1920 somebody connected 
with the Arrow Press of Salt Lake City, 
Utah, wrote to A. W. Faber, Inc., stat- 
ing that his uncle had operated a chain 
of stores in Utah territory about 1848 and 
after. In looking through some “left 
overs” of that older regime, the Arrow 
Press man found some A. W. Faber pen- 
cils which had been brought across the 
plains by team in the late forties or early 
fifties. He found in the original cover 
“1 gross Lead Pencils in white wood No. 
00,” and about fifty tied up in bundles 
of dozens. He offered these pencils to 
the house as souvenirs of pencil produc- 
tion by the House of Faber in the pioneer- 
ing days not far short of a century ago. 

* * * 


Famous speeches and many important 
documents have been written with pen- 
cils, the outstanding one in United States 
history being the Lincoln Gettysburg ad- 
dress. The generally accepted belief that 
Mr. Lincoln prepared the speech or did 
other important work upon it while on 
the train to Gettysburg, “is,” says one of 
his greatest biographers, Dr. William E. 
Barton, “without any evidence in its favor 
and is inherently impossible.” Mr. Lin- 
coln made some preparation on the ad- 
dress before he left for Gettysburg. The 
night of his arrival, in the house of Mr. 
Wills at Gettysburg, “he did some work 
upon the address, mainly in reshaping the 
long concluding sentence. THIS HE 
WROTE IN PENCIL, the first page 
having been written in ink. He carried 
these sheets across the street to the house 
where Secretary Seward was staying, 
the new draft, being little more than a 
fair copy of what he had decided upon 
the night before.” 


* * * 


Elsewhere we speak of the christening 
of the tropical gum, caoutchouc, with the 
name, “rubber,” which event rescued us 
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from the necessity perhaps of writing, 
spelling and pronouncing the rather im- 
possible word, pronounced kii’chuk. The 
word, rubber, it may interest some of the 
curious to know, comes to us from the 
Gaelic and means just what it means in 
English. We took it bodily without even 
a by-your-leave and made it at home in 
our language. It has similar forms in 
Welsh and ancient Irish. 

* * * 

It rather surprised this writer to dis- 
cover that rubber, now so important and 
almost universal in use, was first intro- 
duced into the United States as late as 
1800. It is also interesting to recall that 
Charles Goodyear was born in that year 
in New Haven, Conn. Forty-four years 
later he discovered and patented the vul- 
canizing process. Excursions into works 
of reference also laid bare the fact that 
rubber trees are not confined to South 
American tropical regions, but flourish 
also in other warm lands by cultivation. 
The writer also found that several other 
trees and plants in new and old world 
countries produce the juice called “latex” 
which when dried and treated becomes 
rubber. In Africa, certain creeping 
plants produce it. It is said that the 
milky appearing latex is a product which 
rubber plants secrete without connection 
with the life-giving sap and that its re- 
moval does not interfere with the life and 
future productiveness of the tree. 

* * * 

Graphite, the active component of the 
lead pencil, and the diamond are of the 
same chemical family, occupying opposite 
ends of the scale. Graphite is carbon 
crystalized in the rhombohedral system. 
Chemically, it is identical with the cubic 
mineral diamond, but graphite is black 
and opaque, the diamond colorless and 
transparent. Graphite is one of the 
softest of the minerals. Diamonds are 
the hardest of all. Graphite is a good 
conductor of electricity, the diamond a 
poor conductor. The name “graphite” 
was given to the mineral by A. G. Werner 
in 1789. It is from the Greek word mean- 
ing “to write.” Earlier names are “plum- 
bago” (Latin, plumbum, lead) a black 
lead, but these names are inaccurate since 
the mineral contains no lead. Graphite is 
practically indestructible if not rubbed 
away. It is a carbon as permanent as 
the base upon which it is written. Pen- 
cil-made records properly protected, last 
indefinitely. 

We encounter the word “graph” alone, 
meaning a diagram or chart, and in many 
combinations familiar in this and other 
fields, such as Mimeograph, Addresso- 
graph, Dictograph, phonograph, hekto- 
graph, Cardograph, Typographer, and 
other words related to the graphic arts. 











SELLING LEAD PENCILS 


s AM greatly interested in selling the 
things around which our business is 
built: machines, systems, supplies and 
many small tools of office, all of which 
contribute convenience and economy in 
their utility; which “pay their own way.” 

Among the “small tools” is the ordi- 
nary lead pencil which, if properly se- 
lected for given purposes functions per- 
fectly and develops no problem. 

In selling the lead pencil, generally 
considered so commonplace, I have 
found ways to weave around it some of 
the romance through which it was 
evolved, and with the facts establish the 
quality to back the price 

A difficulty that many dealers encoun- 
ter—or one of the problems— is the feel- 
ing that they must carry all the popular 
numbers produced by the leading manu- 
facturers. If the dealer attempts to do 
this, he finds it impossible to get a respec- 
table turn-over, and his margin of gross 
profit is so comparatively small that he 
loses interest in the sale of lead pencils 
and carries them simply because he feels 
he must. 

To resolve this difficulty, we have 
standardized on one line of lead pencils. 


We carry a complete stock of that line 


By H. B. Crosby, Treasurer, 
Thorp & Martin Company, 
Boston, Mass. 





MR. CROSBY 
(From an old photograph) 


which offers us a range of fourteen grades 
or degrees, which are sufficient to take 
care of the requirements of all our differ- 


ent classes of customers. When we 


started this system many years ago we 
reduced our inventory about two-thirds, 
and thus, although the gross profit on 
lead pencils has never been so high as on 
some other lines in the stationery busi- 
ness, the rapid turn-over which we get 
has made the line a profitable one. 

With the fourteen pencils mentioned 
above, we can supply a pencil for every 
requirement of the industrial world. 

In my belief, the trouble with the sale 
of lead pencils is that the average sales- 
man lets his customer buy the pencil the 
customer thinks he wants, instead of find- 
ing out what use the customer has for 
the pencil and then selling him a pencil 
which is particularly suited for that use. 
The blindfold test on pencils, carried out 
with a metal sleeve covering all but the 
point of the pencil, seems to be the ideal 
way of demonstrating quality to the cus- 
tomer. 

Many consumers overlook the fact that 
the lead pencil is probably the most im- 
portant tool used in their office. Some 
are not inclined to spend the amount of 
money on it which it deserves. In such 
situations not all can be convinced that 
quality is but true pencil economy. Good 
salesmanship will convert some. 


In the above article Mr. Crosby tells of bis keen interest in selling, that in the 
sale of lead pencils he is able to weave in some of the romance of that important 
and interesting little tool of business. 

In the February number of this journal “Tim Talks” for the month by Tim 
Thrift, advertising manager of the Elliott Addressing Machine Company, were 
directed to selling with imagination, in which the writer stated that “the salesman 
without imagination may make a living but he will never make a success.” 

In conversation the other day, a successful sales manager of an outstanding 
company in the field remarked “the man who doesn’t get a thrill out of his job 


every day is in the wrong business and destined to failure.” 


Imagination replaces drabness with color and dullness with zest. 
the impressive unusualness 


the romance 


of things and events. 


It discovers 
In selling, it 


stimulates interest and prepares the way for success ul transactions. “Imagination 
§ 


rules the world.” 


4 PENCIL MAKER OF 
1780 GLUING SLATS 
TOGETHER AFTER 
HAVING PLACED 
SQUARE RODS OF 
PURE GRAPHITE IN 
THE GROOVES This 
illustration appeared orig 
inally in Listle Tails a 
house organ published by 
the General Pencil Com 
pany Newark N ] Ie 
4 os ! in 


was usec ubseque 


November 1933 Office 


N. Bonaparte. 
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Appliances and is reprinted 
here because of the impetus 
it provides to imagination 
when related to pencils, re 
ferred to above With 
little difficulty, the reader 
may conjure up scenes like 
the one depicted while 
reading the stories of the 
early manufacturers in the 


history of pencil making 
presented on _ previous 
pages 








THE WOOD CASED LEAD PENCIL CODE 


Following is the Code of Fair Competition 
for the Wood Cased Lead Pencil Manufacturing 
Industry, as approved on February 17, 1934: 


ARTICLE |—PURPOSES 


To effectuate the policies of Title I of the 
National Industrial Recovery Act, this code is 
established as a code of fair competition for the 
Wood Cased Lead Pencil Manufacturing Indus- 
try, and its provisions shall be the standard of 
fair competition for such industry and binding 
upon every member thereof 


ARTICLE tI—DEFINITIONS 


1. The term “Wood Cased Lead Pencil Manu- 
facturing Industry” shall include the production 
in continental United States of wood cased lead 
pencils, commencing with the assembly of wood 
Slats and leads and the processing of these ma- 
terials in combined form, resulting in the com 
pleted wood cased pencil, either with, or with- 
out, the tip and/or eraser. The term shall also 
include such related manufacturing branches or 
subdivisions of the industry as may. from time 
to time, be included under the provisions of 
this code by the President of the United States 
after such notice and hearing as he may pre- 
scribe. 

2. The term “Member of the Industry” or 
“Member"’ includes each of 
the industry as defined above operating as an 


those engaged in 


employer. 

3. The term “Employee’’ as used herein in- 
cludes any and all persons engaged in the in- 
dustry, however compensated, except a mem- 
ber of the industry. 

4. The term “Institute” shall mean the Lead 
Pencil Institute, Incorporated. 

5. The term “Dealer” shall include each of 
those who is regularly engaged in the whole- 
saling and/or retailing of wood cased lead pen- 
cils (except blanks) in the ordinary course of 
This shall not include the sale of 
pencils for use as advertising. 

6. The term “Distributor” shall include each 
of those purchasing pencils in blank form and 
re-selling in that form and/or imprinting or 
stamping such blank pencils and re-selling them 
for advertising purposes 

7. The term “Consumer” shall mean any 
purchaser of wood cased lead pencils who is 
distributor as defined above. 


business. 


not a dealer or 
Commissaries and other buying agencies oper- 
ated by corporations or groups of corpora- 
tions for the procurement of supplies for their 
own use, and boards of education, are included. 

8. The term ‘Sales Agents” or “Agent” shall 
include each of those who or which shall serve 
the members of the industry in the distribution 
of wood cased lead pencils to dealers, in the 
same capacity as the members’ sales depart 
ments. Such agents shall be appointed only in 
accordance with regulations by the 
Code Authority and approved by the Adminis 
trator 

9 The term 
eased lead 


adopted 


shall mean wood 
without tips or 


‘Products” 
pencils with or 
erasers. 

10. The terms “Act” and “Administrator” as 
used herein mean respectively Title I of the 
National Industrial Recovery Act and the Ad 
ministrator for Industrial Recovery. 

11. Population for the purposes of this Code 
shall be determined by reference to the latest 
Federal Census. 


ARTICLE Il! 


Section 1. Maximum 
shall be permitted to 
hours in any one week, except as herein other 


Hours.—No employee 
work in excess of 40 


wise provided. 

Sec. 2. Exceptions as to Hours. — Firemen 
and employees in shipping and cartage service, 
shall be allowed a maximum of 46 hours per 
week. 

Sec. 3. Kiln tenders, cleaners and watchmen 
may be employed in pairs, and shall not work 
more than 36 and 48 hours in alternate weeks 
or an average of 42 hours per week. 

Sec. 4. The provisions of this Article shall 
not apply to persons employed in a managerial 
or executive capacity, or supervisory staff who 
earn $35.00 per week or more: traveling sales- 
men; or to employees engaged in emergency re- 
pair work; provided, however, that time and 
one third shall be paid emergency repair crews 
for all hours over 40 worked per week. 


See. 5. To provide for peak periods labor 
other than as provided for in sections (2), (3) 
and (4), may be employed a maximum of 46 
hours per week provided that during any 13 
week period the total number of hours worked 
shall not exceed 520: and further provided 
that time and one third shall be paid for all 
hours worked in excess of 40 per week. 

Sec. 6. Employment by Several Employers.— 
No employee shall work or be permitted to 
work, for a total number of hours in excess of 
the number of hours herein prescribed either if 
he be employed by one or more employers. 

Sec. 7. Standard Week.—Unless specifically 
excepted by the Code Authority every employee 
shall be guaranteed one day of rest in every 
seven. 


ARTICLE 1V—WAGES 


Section 1. Minimum Wages.—No employee 
shall be paid in any pay period less than at the 
rate of 36 cents per hour or $14.40 per week of 
40 hours for males and 32% cents per hour or 
$13.00 per week of 40 hours, for females, ex- 
cept as otherwise herein provided. 

Sec. 2. Minimum Wage Rates by Loecality.— 
In the State of Tennessee no employees shall be 
paid in any pay period less than at the rate of 
30 cents per hour or $12.00 per week of 40 
hours, 

Sec. 3. Additional zoning classifications may 
be provided by the Code Authority subject to 
the approval of the Administrator. 

Sec. 4. Piece-Work Compensation.—tThis ar- 
ticle establishes a minimum rate of pay which 
is applied irrespective of whether an employee 
is actually compensated on a time rate, piece- 
work performance or other basis, in which case 
employees shall be paid once a week. 

Sec. 5. Wages Above the Minimum,.—lIt is 
the policy of the members of this industry to 
refrain from reducing the compensation for em- 
ployment which compensation was prior to 
June 16, 1933, in excess of the minimum wage 
herein set forth, notwithstanding that the hours 
of work in such employment may be reduced: 
and, unless since such date such adjustments 
have been made, all members of this industry 
shall endeavor to increase the pay of all em- 
ployees in excess of the minimum wage, as 
herein set forth, by an equitable adjustment of 
all pay schedules proportionate to the increase 
in compensation as determined by the minimum 
wage herein provided. 

Sec. 6. Female Employees. — Female em- 
ployees performing substantially the same 
work as male employees shall receive the same 
rate of pay as male employees. 

Sec. 7. Handicapped Persons. — A _ person 
whose earning capacity is limited because of 
age or physical or mental handicap may be 
employed on light work at a wage below the 
minimum established by this code if the em- 
ployer obtains from the State authority desig- 
nated by the United States Department of La- 
bor a certificate authorizing his employment 
at such wages and for such hours as shall be 
stated in the certificate. Provided that such 
employees have been in the service of their 
present employers for a period of not less than 
15 years. Each employer shall file with the 
Code Authority a list of all such persons em- 
ployed by him. 

Sec. 8. Wages Below the Minimum. — Office 
boys and girls, eighteen years or younger, may 
be engaged at not less than eighty per cent of 
the minimum rate established in Sections 1 and 
2 of this article—number to be limited to 
5 per cent of total office staff, but in no case 
less than one such employee. 


ARTICLE V—GENERAL LABOR PROVISIONS 


Sec. 1. Child Labor.—-No person under six- 
teen years of age shall be employed in the in- 
dustry. 
shall be employed at any operations or occupa- 


No person under eighteen years of age 


tions which are hazardous in nature or dan- 
gerous to health. The Code Authority shall 
submit to the Administrator within 60 days 
after the approval of this code a list of such 
hazardous occupations. In any State an em- 
ployer shall be deemed to have complied with 
this provision as to age if he shall have on file 
a certificate or permit duly signed by the au- 
thority in such State empowered to issue em- 


ployment or age certificates or permits showing 
that the employee is of the required age. 

Sec. 2. Provisions from the Act.-—In com- 
pliance with Section 7(a) of the Act, it is pro- 
vided: 

(a) That employees shall have the right to 
organize and bargain collectively through rep- 
resentatives of their own choosing, and shall be 
free from the interference, restraint, or coer- 
cion of employers of labor, or their agents, in 
the designation of such representatives or in 
self-organization or in other concerted activi- 
ties for the purpose of collective bargaining or 
other mutual aid or protection, 

(b) That no employee and no one seeking 
employment shall be required as a condition of 
employment to join any company unton or to 
refrain from joining, organizing. or assisting a 
labor organization of his own choosing, and 

(ec) That employers shail comply with the 
maximum hours of labor, minimum rates of 
pay, and other conditions of employment ap- 
proved or prescribed by the President. 

Sec. 3. Reclassification of Employees.——Em- 
ployers shall not reclassify employees or duties 
of occupations performed or engage in any 
other subterfuge to defeat the purposes of the 
Act or of this Code. 

Sec. 4. Standards for Safety and Health.— 
Every employer shall make reasonable provi- 
sions for the safety and health of his em- 
ployees at the place and during the hours of 
their employment. 

Sec. 5. State Laws.—No provision in this 
code shall supersede any State or Federal law 
which imposes more stringent requirements as 
to age of employees, wages, hours of work, 
or as to safety, health, sanitary or general 
working conditions than are imposed by this 
code. 

Sec. 6. Posting.—All employers shall post 
and keep posted complete copies of the wage 
and hour and general labor provisions of this 
code in conspicuous places accessible to em- 
ployees. 

Sec. 7. Home Work.—On and after the ef- 
fective date of this code all home work shall 
be prohibited. 

Sec. 8. No employee shall be required as a 
condition of employment: 

(a) To live in a house rented from an em- 
ployer. 

(b) To trade at a store designated by an 
employer. 

(c) To accept as payment for wages any- 
thing other than cash or negotiable check, pay- 
able on demand. 


ARTICLE VI—ORGANIZATION, POWERS AND 
DUTIES OF THE CODE AUTHORITY 


Section 1. A Code Authority is hereby es- 
tablished to cooperate with the Administrator 
in the administration of this code and shall 
consist of seven members to be chosen by the 
industry through a fair method of selection, 
approved by the Administrator, and shall serve 
for a period of one year from the date of their 
election. The Administrator, in his discretion, 
may appoint not more than three additional 
members without vote, and without compensa- 
tion from the industry, to serve for such period 
of time and to represent the Administrator or 
such group or groups as he may designate. 

Sec. 2. Vacancies in the personnel of the 
Code Authority selected by the industry shall 
be filled through appointment by the Admin- 
istrator upon nomination of the Code Author- 
ity. 

See. 3. Any trade or industrial association 
directly or indirectly participating in the activ- 
ities of the Code Authority shall submit to 
the Administrator true copies of its articles 
of association, by-laws, regulations, and any 
amendments when made thereto, together with 
such other information as to membership, or- 
ganization, and activities as the Administrator 
may deem necessary to effectuate the purposes 
of the Act. 

Sec. 4. No inequitable restrictions on ad- 
mission to membership in the Lead Pencil In- 
stitute or any other trade association or organ- 
ized group, participating in the activities of 
the Code Authority shall be imposed, and any 
member of the industry shall be eligible for 
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membership in any such trade association or 


organized group upon compliance with the pro 
visions of the by-laws relating to member 


ship. provided that any person 
such membership shall, in addition to the pay 
ment of such dues as are imposed upon and 
paid by all other members. accept a reasonable 
and equitable share of the cost of code ad 
members of the industry 


ministration Such 


who do not choose to become members of any 
trade association or organized group may par 
ticipate in the activities of the Code Authority 
upon the payment of such proportionate part 
of the cost of code administration as the Code 
Authority, subject to the Administrator's ap 
proval, shall prescribe as fair and equitable 

See. 5. Nothing contained in this Code shall 
constitute the Authority 
partners for any purpose Nor shall any mem 
ber of the Coc Authority be 
manner to any one for any act of any other 


members of the Code 
liable in any 
member, officer, agent or employee of the Code 
Authority 


See. 6. 
thority shall have the 


Powers and Duties.—The Code Au 
following further pow 
shall 
and shall be 


ers and duties the exercise of which 
be reported to the Administrator 
subject to his right, on review, to disapprove 
Code Authority, in 


provisions of this ceode or 


my action taken by the 
consistent with the 
of the Act 

(a) To administer the provisions of this 
of the Code Authority 


Administrator 


eode and the regmulations 


which are approved by the 


ib) To adopt by-laws and rules and regu 


lations for its procedure and for the admin 


istration and enforcement of the Code 
(ce) To obtain from members of the indus 


try. monthly reports upon forms to be pro 


vided by it inder a code name to be known 


only to the member and the agency appointed 


by the Code Authority, complete and accurat 


statistics showing the members production 


new orders infilled orders, shipments and in 
ventory of finished and processed stock of in 
dustry products, samples delivered frees and 
returned goods, net and gross prices received 
products into com 
Author 


furnish 


upon a classification of 
modity groups as adopted by the Code 
shall 


such other information and reports as the Ad 


ity In addition the industry 


ministrator may deer necessary for the pur 
ited iy Section 4 ia) of the Act 


poses Tre« 


applying for 


Se ae oe 


aan’. 


which information shall be submitted by mem 


bers to such administrative andor govern 
mental agencies as the Administrator may des 
ignate provided that nothing in this Code 


shall relieve any member of the industry of 
any existing obligations to furnish reports to 
any governmental agency No individual re 
ports shall be disclosed to any other member 
of the industry or any other party except to 
such governmental agencies as may be directed 
by the Administrator. 

id) To use the Pencil 


such other agencies as it deems proper for the 


Lead Institute and 
carrying out of any of its activities provided 
for herein, provided that nothing herein shall 
relieve the Code Authority of its duties or 
responsibilities under this Code and that such 
associations and shall at all 
subject to and comply with the pro 


trade agencies 
times be 
visions hereof. 

(e) To make recommendations to the Ad 
ministrator for the coordination of the admin 
istration of this Code with such other codes, 
if any, as may be related to the industry 

(f) To secure from members of the industry 
an equitable and proportionate payment of the 
reasonable expenses of maintaining the Code 
Authority and its activities. 

(¢) To cooperate with the Administrator in 
regulating the use of any N.R.A. insignia solely 
who have 
und are complying with, this Code 
Administrator 


by those members of the industry 
assented to 

ith) To 
further fair trade practice provisions to govern 
members of the industry in their relations with 
each other or with other trades/industries and 
Administrator 

including stabilization 


recommend to the 


to recommend to the measures 
for industrial planning 


of employment 


ARTICLE VII—TRADE PRACTICE RULES 


1 After the effective date of the simplifica 


tion-standardization schedule provided for in 
Article VIII. no member of the industry shall 
wood cased lead pencils at 


from 


sell or deliver any 
lower prices than 25 per cent discount 


distributor who 


list to any dealer or sells 
foreign made lead pencils which do not con 
form to the standard specifications contained 
in such schedule and which imported 

ifter the effective date thereof 
2. No member of the industry 
mark its box 


were 


shall repre 


sent or stamp any pencil or 


sleeve, or container with any degree of lead 


oe 
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hardness which does not correspond to the 
grading commonly applied to that lead by the 
provided, however, that 
apply to 
permitted by the 


which a standard 


pencil manufacturer 
this regulation shall not 
which degraded pencils are 
standard 
marking is particularly specified. 

3. No industry 
espionage in any form or 
against any other member as to the processes, 
methods, and other trade secrets of 


types in 
specifications, in 
member of the shall use 
manner, degree 
operations 
any other member. 

4. No member of the industry shall give, per 
mit to be given, or directly offer to give, any 
thing of value for the purpose of influencing 
or rewarding the action of any employee. agent 
or representative of another in relation to the 


business of the employer of such employee, 


the principal of such agent or the represented 
with or without the knowledge of such 


This commer- 


party 
employer, 
cial bribery 


principal or party. 


provision shall not be construed 
general distribution of 
advertising except 


actually used for 


to prohibit free and 
articles commonly used for 
so far as such articles are 
commercial bribery as herein above defined. 

5. The Code Authority shall submit recom 
mendations for regulations concerning sam- 
After the approval thereof by the Ad 


pencils shall 


pling 
ministrator, no wood-cased lead 
be given away free or sold at reduced prices 
as an inducement to the sale of other pencils 
or other commodities except 2 ~=60pprovided 
therein. 

6. Wheneve 


cils is combined by the 


r the sale of wood-cased lead pen 


manufacturers with 


the sale of other commodities, pencils shall 


not be given away free nor sold at reduced 


prices as an inducement to or reward for the 
sale of other commodities, or vice versa Nor 
shall such spec'al prices be quoted upon a com 
bination offer as to represent a variation from 
the normal selling price of either or any com 
modity joined in such offer 


7. No 
trade in 


member of the industry shall buy 
exchange, or receive from any dealer, 
distributor, or consumer any pencils made by 
any competing member as an inducement to the 
sale or listing for sale of his own products or 
as a part of the understood terms of sale of 
such products 

8. No member of the industry shall discrim- 


inate in price between different purchasers of 
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the same type, except on account of differenc« 


in quality and quantity 
9. No 


allow, or pay any 


shall 
rebate, re 
form or at 
effecting or 


member of the industry give 


secret discount 


fund, or credit, no matter in what 
what 


ing price discriminations or of 


conceal 
extending sp 
privileges to particular cus 


time, as a means ol 


cial preterences or 
tomers 
10. Whenever any 


prospective purchaser o 
shall invite 
tive bids upon specifications which call for any 


wood-cased lead pencils competi 


recognized quality or standard of pencil, no 


member nor any member's agent, shall use any 


endeavor to sell to such purchaser pencils of 


t quality or standard lower than that provided 


in the specifications as indicated by the class 
and type in the standardization schedule 
11. No member of the industry shall accept 


or fill, any contract or order for wood-cased 


lead pencils which is not specific as to the 


quality and price of pencils to be furnished 


thereunder, andor which continues beyond 
twelve months after the date when the order 
is placed and/or which does not specify the 


obligated 
and the obligated t 
Requirements which are 
indefinite as to quantity 


quantity which the manufacturer is 


to furnish purchaser is 
accept. contracts 
definite as to time but 


or definite as to quantity but indefinite as to 


time, shall not be accepted 

12. No member of the industry shall make 
or authorize, permit, or tolerate any action 
statement or representation on the part of 


any of his employees which falsely discredits 


or defames a competing member 
products 
industry shall imitate 


his reputation 
or credit, or his 
13. No member of the 


simulate, or otherwise endeavor to appropriat« 


to his own advantage, the brand, name or num 


ber of any member's competing pencil or pen 


ceils, his trademarks, the design, marking, color 
distinguishing feature of his sleeve 
The Code 


appropriate, im 


or other 
box, package or carton. 


shall 


agency 


band, 
Authority 
partial 
names or 


establish an 


with which the above brands, 


numbers and other distinguishing 


features shall be registered and shall establish 


rules and regulations by whi 


ippropriats 





this 
arising 


shall administer 


disputes 


this impartial agency 


paragraph aml arbitrate any 
thereunder 
14. No member of the 


pretext 


shall know 
issue or al- 
other 
relating to the sale of wood-cased 
state the 
sccurately 


industry 


ingly, under any whatever 


low to be issued any invok or docu 


ment lead 


and purporting to terms ot 


which does not 


pencils 


such sale, and com 


pletely exhibit the exact terms of such sale as 
they are understood in their finality, by the 
parties thereto. 

15. No member of the industry shall imi 
tate, simulate, or copy any new, distinctive 


or unique type of pencil which any member 
may produce, for a period of twelve (12) cal- 
endar months after such pencil is put on sale. 
Provided, however, that this regulation shail 
be ineffective unless and until the producer 


of such novelty notifies the Code Authority of 
the introduction of novelty. The Code 
Authority shall promptly notify mem ber 
of the introduction of such novelty, send each 
member a sample thereof, and call attention 
to this regulation. The Code Authority shall 
establish an appropriate impartial agency w.th 
said new. distinctive or unique types of 
pencils shall be and shall establish 
appropriate rules and regulations by which this 
agency shall this para 
arbitrate any disputes arising there 


such 
each 


which 
registered 
impartial administer 
graph and 
under 

16. No member of the industry shall sell or 
offer to sell any wood-cased lead pencils to 
upon conditions guar- 
order is for fide 


market for which the 


any export house except 
that the 


sumption in the 


inteeing bona con 
goods 
ire ordered. 


17. No product of this industry shall be ac 


cepted for return by any member of th‘s i 

dustry, except such return is due to the fault 
ot a member by reason of defects in produc 
tion or packing or errors in shipment unless 
such member's approval has been obtained in 
advance of such return, and then only in ex- 


change for other merchandise unless credit con 
ditions justify a credit memorandum to cover. 
When the return of merchandise by customers 


for exchange is approved by the member, if th 
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for other reasons than the fault o 
the member by reason of defects in production 
or packing or errors in shipment, a recondi 
tioning charge of not than ten (10%) 
per cent of the original net value of the re 
turned goods shall be made, and charge shal: 
also be made for transportation both wayae. 

18. No member of the industry shall pay or 
make any allowance, directly or indirectly, for 
space in catalogs, house organs, or any other 
form of publicity issued by a customer or 
prospective customer; provided, that electros 
for one-color printing many be furnished free 
by any member to any of his or its customers 
for the purpose of representing the member's 
product in the customer's catalog or other pub 
licity material. 

19. No member of the industry shall furnish 
printed pages or insert sheets, whether in color 
or in black and white, for customers’ catalogs 
for distribution to their trade. Pages for in- 
sertion in the catalogs of customers’ salesmen, 
printed in black and white only, may be fur- 
nished without charge. 

20. No member of the 
ticipate in or make any 
in money or goods, to any cooperative news- 
paper advertising promoted or carried on by 
his or its customers. Each member shall con- 
duct his or its advertising independent of any 
participation with or by his or its distributors. 

21. No member of the industry shall make 


return is 


less 


industry shall par 
contribution, either 


any contribution, concession, discount, rebate, 
or consideration of any nature, for erecting 
and/or maintaining or painting any outdoor 


used or to be used 
material may be 


advertising device or sign 
by a customer. Advertising 
furnished free for window and indoor display 
but no merchandise shall be given free or sold 
at reduced loaned for display or ad 
vertising purpores 

22. No member of the industry shall fur 
nish any sample display equipment except the 
standard sample cards, flaps, or folders. No 
mounted sample boards of any kind shall be 
furnished customers for display in their sample 
rooms under any pretext whatever. 

23. No permanent, refillable display 
for wood-cased pencils shall be furnished 


prices or 


cases 


A. W. FABER, INC . PLANT IN NEWARK, 


NEW JERSEY 


EAGLE PENCIL COMPANY, NEW 


YORK, N. Y. 


(Said to be the largest pencil factory in the wor!d) 


It is regretted that pictures of more 
pencil factories were not available for 
presentation in this section. 
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to any customer for leas than one ($1.00) dol- 
lar net for each gross of full capacity. 

24. No prizes in money or goods shall be 
offered or trade conventions, trade 
outings, or outings or celebrations of customers, 
by members or their officials, representatives or 
This provision on prizes shall not 
be construed to prohibit free and general dis 
tribution of articles other than pencils com 
monly used for advertising unless such articles 
are actually used as prizes. 

25. The use of color in printing member's or 
member's sales agent's catalogs shall be re 
stricted to the cover and back pages of such 
catalogs. The inside pages shall be uniform 
in ink and paper throughout. 

26. No member and no member's representa 
tive shall make any exhibition or display of 
his or its products at any trade convention or 


given to 


salesmen. 


meeting of wholesale and/or retail dealers. Ex 
hibits or displays may be made at special con 
educational or other- 
consumer informa 


ventions or exhibitions 


wise, for the purposes of 
tion. 


ARTICLE VIlIiI—STANDARDS 


1. The Code Authority with the approval of 
the Administrator, shall have power to adopt 
a schedule for the simplification of the variety 
of industry products and for the standardiza 
tion of specifications for the prescribed classes 
and types of industry products and their pack 
including the designation of types which 
may be blanks and imprints or for 
advertising purposes, Such schedule when ap 
proved by the Bureau of Standards of the De- 
partment of Commerce, and the Administrator, 
shall be distributed to all members of the in 
dustry known, with an 
effective date fixed by the Code Authority 
After such effective date, all members of the 
industry shall conform to the 
such schedule 


aging 


sold as 


whose addresses are 


provisions of 


ARTICLE IX—CLASSIFICATION OF MEMBERS 

1. Class A members are members of 
the industry each of whom has fifteen (15%) 
total sales volume of 


those 


per cent or more of the 
the industry 

2. Class B members are 
more than five (5%) per 
and less than fifteen (15%) per cent of the 
total volume of the industry. 

3. Class C members are those members each 
of whom has less than five (5%) per cent of 
the total this industry. 


those members each 


of whom has cent 


sales 


sales volume of 


ARTICLE X—MARKETING TERMS 


The approval of the following marketing 
terms is conditioned upon the continued avail 
ability of wood cased lead pencils to the pub 


established customary prices, 
viz one cent three for five cents: two 
for five cents: five cents each: three for ten 
cents and ten cents each in reasonably relative 
various The mem 
industry severally and collectively 
invite the Administrator to and 
may examine any or all of their 
books or records at any reasonable time to 
determine whether marketing terms are 
being administered to effectuate the National 
Industrial Recovery Act. If the Administrator 
shall find after reasonable notice and hearing 
that these marketing terms are not being so 
administered the members of the industry shall 
make such changes in sales policies and prices 
as may be necessary in default of which the 
approval of the following marketing terms may 


long 
each 


lic at the 


qualities at these prices. 
bers of the 
voluntarily 


agree that he 


these 


be rescinded 

1. The shall be the 
prices at which the member shall sell one gross 
of his or ite products to the consumer. These 
deduction 
credit 


member's list prices 


shall be subject to the 


discounts and 


list prices 
of the 
terms 

2. The 


standard quantity 
member's list shall include 
free delivery on shipments of any quantity to 
New York City and shall include free delivery 
throughout the balance of the domestic mar 
ket only when the weight of shipment is one 
hundred (100) more. Any trans 
portation minimum 
freight shipments shall be paid 
by the buyer, as shall all charges for delivery 
weighing less than one hundred 
shipments to New York 
be prepaid by 


prices 


pounds or 
charge in excess of the 
rate on such 
on shipments 
(100) pounds, except 
City Freight charges shall not 
members, and when allowable as hereinbefore 
provided. shall be deducted by customers upon 
remittance for merchandise 


3. Each member shall, within ten days after 
the effective date of this code, file with the 
Code Authority a gross price list prepared by 
him in conformance with the requirements in 
the code and of Article X, showing his current 
prices and the standard discounts and terms 
of payment. Subject to the provisions of para 
graph 4, these price lists shall be effective im- 
mediately upon filing. 

4. No member shall sell or quote in his or 
its price list or otherwise, any product of the 
industry at a price, which less the applicable 
standard discounts, shall be less than the fair 
minimum price thereof as ascertained by the 
Code Authority with the approval of the Ad 
ministrator. Nothing in this provision or in 
any other provision of this code shall be con 
strued so as to permit the determination of 
minimum prices for any pencils retailing at the 
rate of more than five cents each. The Cod 
Authority shall reject any price list which doe~ 
not conform to the provisions of this para- 
graph, and so notify the member filing it. Un 
til it is corrected, such price list shall be 
ineffective and any sales made by such member 
which do not conform to an effective price list 
on file with the Code Authority, shall be 
deemed an unfair method of competition. 


5. Revised price lists, with or without dis- 
count sheets, may be filed from time to time 
thereafter with the Code Authority by any 


effective 
immediately 


become subject to the 
provisions of paragraph 4, upon 
filing. These price lists shall be available at 
reasonable hours to parties in interest. Revised 
price lists shall be subject to the same condi- 
tions as to minimum prices which are pro 
vided above for original price lists. 

6 No member shall sell any product of the 
industry at prices lower or discounts greater. 
or on more favorable terms of payment than 
those on file at the office of the Code Authority 
as above provided. Provided that obsolete 
numbers, imperfect and damaged goods may be 
sold upon such terms and conditions as the 
Code Authority may specifically approve. 

7. The uniform standard terms of credit 
shall be sixty (60) days net or two (2%) per 
(10) days, or two (2%) 


member, to 


cent for cash in ten 
per cent, ten (10) days E.O.M. The spring 
dating practice on fall shipments is hereby 


The terms for fall dating on spring 
shipments shall be as follows: Orders may 
be taken from (not consumers), in- 
cluding syndicates and chain stores (for ware- 
during 


abolished. 


dealers 


house shipments only) for shipment 
April, May. June, and July upon invoices due 
and payable September Ist, subject to the 


standard two (2%) per cent, ten (10) 
eash discount. Payments made after Septem- 
ber 10th are due. however, 
that this advance dating privilege shall not 
be allowed by any Class A member on orders 
for single shipments of lese than $100.00 net 
any Clase B member on 
value 


days 


past Provided, 


value: or by similar 
orders for less than $75.00 net 
any Class C member on similar orders for less 
orders 


nor by 


than $50.00 net value. Subsequent 
placed after April ist for shipment before 
August Ist may be given the dating privilege 


provided the order amounts to the minimum 
quantities as above stated. 
8. The 


may be 


maximum discount which 
allowed by the 
sumer on standard lines, and special imprints, 
not for advertising, shall be as follows: 1 to 
4 gross, one kind discount: 
5 to 9 gross, one kind or assorted, 10 per cent 
off list: 10 to 24 gross, one kind or 
15 per cent off list: 25 to 49 gross, one kind 
50 to 99 gross 


quantity 
member to the con 


or assorted, no 
assorted, 


or assorted, 20 per cent off list 
one kind or assorted, 25 per cent off list: 100 
to 499 gross, one kind or assorted, 30 per cent 
off list; 500 kind or as- 
sorted, 3354 per cent off list. 

(a) The quantity ordered for one shipment 
shall above 
schedule. 
minimum quantity, an order shall not be ac 
cepted for a smaller shipment 
lower discount specified for such smaller quan- 
tity. 

9%. The minimum 
pencils 


gross and over, one 


govern the application of the 


When quotation is made on a stated 


except at the 


which the mem- 
imprinted for 

1,000 
plus 60 


terms at 
ber shall sell specially 
advertising purposes shall be as follows 
nickel tip, list 


1,000 pencils (or 7 


pencils (or 7 gross), 


per cent per gross gross), 


all others, list plus 40 per cent per gross. 





OFFICE APPLIANCES 


These are hereinafter referred to as the 
‘base"’: 
Less than 
10 per cent 
2.500 pencils, base less 5 per cent 
5.000 pencils, base less 8 per cent 
10,000 pencils, base less 20 per cent 
25,000 pencils, base less 25 per cent 
50,000 pencils, base less 33',4 per cent 


1,000, base per gross plus 


100,000 pencils or more, base less 
40 per cent. 
10. The member's lowest selling prices to 


dealers for standard lines and special imprints, 
not for advertising, shall be the effective list 
price filed as herein provided, less a maximum 
trade discount of 40 per cent off list and sub- 
ject to the standard credit and cash discount 
terms, except in case of Class I, Type I, in 
which case the discount shall be 335 per cent 
off list. This standard trade discount is further 
subject to the provis.ons of paragraph 14 of 
Article X: provided, however, that commenc- 
ing January 1, 1935, when a dealer's pur- 
chases of industry products during the previous 
calendar year from a Class A member are less 
$200.00 net or from a Class B member 
$150.00 net or from a Class C 
less than $100.00 the mem- 
ber shall sell to the dealer at no more than 
the following quantity discounts: 1 to 4 gross, 
20 per cent off list; 5 gross and over, 


than 
are less than 


member are net, 


assorted 


assorted, 25 per cent off list. Nothing con- 
tained in this provision shall operate as a 
limitation upon the opening of any new ac- 


count with the allowance of normal discounts 
if said new accounts are opened in accordance 
with the provisions of paragraph 16 of this 
article. 

11. The Code 
of the Administrator, 
tional seale of cumulative discounts based on 
the dealer’s or distributor’s entire annual pur- 
chase of industry products from all members 
of the industry combined, the payment of 
which by the members shall not constitute a 
violation of the minimum price provisions of 
Article X. Each member may pay this addi- 
tional discount at the rate ascertained by the 
Code Authority, upon the amount of his indi 
vidual sales to the particular dealer or dis- 
tributor. 

12. Blank 
vertising pencils shall not be sold to the gen- 
trade but directly only to recognized dis- 
advertising pencils, whose names 
with the Code Authority. With 
blank pencils for im- 
purposes, it shall be 
with the ap- 
establish an 


the approval 
addi- 


Authority, with 
may establish an 


pencils for imprinters of ad- 


eral 
tributors of 
shall be filed 
reference to the sale of 
printing for advertising 
the duty of the Code Authority 
proval of the Administrator, to 
orderly system and method of distribution and 
sale of blank pencils, directed to the preven- 
unfair competition in the advertising 
between blank pencils and 
products of the in- 


tion of 
business or 
commercial 


pencil 
the standard 
dustry. 

To all recognized distributors of advertising 
pencils, the maximum discounts on blank pen- 
cils for shipment at one time, shall be as fol- 
lows: 

1 to 6 gross, no discount 

7 to 49 gross, 10 per cent off list 
50 to 99 gross, 20 per cent off list 
100 to 499 gross. 25 per cent off list 

500 to 999 gross, 3314 per cent off list 

1000 gross and over, 40 per cent off list. 

13. The Code Authority, with the approval 
of the Administrator, shall prescribe such rules 
shall proper by 
to whether any pur- 


and regulations as it deem 


which the 
chaser or prospective purchaser is a sales agent, 
shall be de- 


question as 


dealer, distributor, or consumer, 
termined and shall arbitrate all such disputed 


questions. The Code Authority shall notify 
each member of the industry of such rules, 
regulations, and decisions in this regard. Any 
such decision may be referred to the Admin- 
istrator upon petition, and his decision shall 
be final. 

14. No member of the industry shall sell 


and deliver or contract to sell and deliver, to 
any dealer, distributor or agent, any industry 
product including imprints. which retail at the 
rate of 5 cents or less each, at a greater dis- 
count than 25 per cent off list unless and until 
such member shall from such dealer, 
distributor or agent, an agreement substantially 
by the Code 


secure 


in the form previously approved 


APRIL, 1934 


Authority and by the Administrator, obligat- 
ing the dealer, distributor or agent— 

(a) that he or it will not without the con- 
sent of the Code Authority, sell such product 


including imprints, to any consumer at a price 


wood-cased lead pencils; Class C members shall 
not open a new account with any such dealer 
upon lexs than a minimum order for shipment 
at one time, of $50.00 net worth of wood-cased 
lead pencils. 
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gross of lead degrees 2, F, or 3, nor less than 
5 gross of lead degrees 1 and 4. 

23. Nothing contained in Article X shall ap- 
ply to export trade to the Philippine Islands 
or any foreign country or its possessions. 


which at the time of the sale thereof shall 17. No member shall evade the minimum 

be less than the price at which the member price provisions of this code by submitting a ARTICLE XI—MODIFICATION 

might then sell such product including im- bid on fractions of a gross at a price which 1. This Code and all the provisions thereof 

prints, to the consumer: is not extended to the exact common fraction Fe expressly made subject to the right of the 
(b) that the dealer, distributor or agent of a cent in event that the division does not President, in accordance with the provisions 

will not sell such product including imprints, figure out to an even cent. of subsection (b) of Section 10 of the Act, 


other dealer, distributor or agent for 
to consumers, except upon a like agree- 
between the dealer and/or distributors 


to any 
resale 
ment 
and/or agents, and 

(c) that the failure of compliance with such 


agreement by the dealer, distributor or agent. 


18. No manufacturer shall ship to any di- 
rect factory accounts on an order for less than 
$15.00 net worth of pencils, at the maximum 
discount off list price. Orders for smaller 
quantities shall be billed at twenty-five (25%) 
per cent off list. 


time to cancel or modify any 
license, rule, or regulation 
issued under said Act, and this Code is further 
subject to right of the Administrator to re- 
view and veto any action of the Code Authority 
he deems inconsistent with the Act or the Code. 

2. This Code, except as to provisions re- 


from time to 
order, approval, 


shall operate as a modification of the said 19. Except as provided in paragraph 6 of 

agreement by which the applicable discount Article X, no member shall sell any imprints, quired by the Act, may be modified or amended 

rate shall be reduced to 25 per cent off list. jobs, seconds, blanks, pencils for premiums, on the basis of experience or changes in cir- 
Any dealer, distributor or agent which exe- advertising pencils, or pencils purchased by cumstances, such modifications or amendments 

cutes, delivers and complies with the provi manufacturers of other products to be used to be based upon application through the Code 

sions of such agreement, shall be quoted or in connection therewith, in the domestic mar- Authority to the Administrator and such no- 


sold by the member at a discount of 40 per 
cent off list. 

The failure by the member to comply with 
the provisions of this paragraph shall be a 


violation of the code. 


ket which includes Hawaii and Puerto Rico, 
at any lower prices or on any other terms or 
conditions than those which are applicable to 
the standard commercial numbers of the equiv- 


alent class and type. 


tice and hearing as he shall specify, and to 
become effective on approval of the President, 
unless otherwise provided. 


ARTICLE X!II—MONOPOLIES, ETC. 
1. No provision of this Code shall be so ap- 


15. In all sales of trade-marke bri > 20. After > ? i ardiza- ; 
aiitties © deme en . : ¥ ~ rande ; 20. er : the — of ~ hee aor game plied as to permit monopolies or monopolistic 
1cts -aler o esale, embers ; ache » ace P _w " ) = - 
dealers may, by contract 7 : uir porn a ven 1 a > ih i" ~ sold : d strit ne _ ‘in prection, oF to SmInENS, SEEDER 0, Gea 
ale ay, 7 S Pact, rec ‘e chasers enc pe she BO is ) y r . 
1 Dp ™ pom ypes ane song 60 Cie inate against small enterprises. 


to resell such products at the manufacturer's 
effective prices and discounts and may further 
require that if such products are thereafter 
sold by such purchaser for resale, the original 
purchaser shall incorporate a similar provision 
in the contract with the purchaser for resale. 

16. Class A members shall not open any 


blank form or as consumer or advertising im- 
prints which are not provided for therein. No 
pencils shall be so imprinted unless the stand- 
ard specifications so provide. 

21. The prices to dealers for dealer imprints 
shall not be less than the prices for the equiv- 
alent types of standard brand pencils to dealers. 
22. No member shall sell special imprints 


ARTICLE XIII—PRICE INCREASES 
1. Whereas the policy of the Act to increase 
real purchasing power will be made more dif- 
ficult of consummation if prices of goods and 
services increase as rapidly as wages, it is rec- 
ognized that price increases except such as may 


new account with a dealer who or which has 22 be required to meet individual cost should be 
not bought since January 1, 1931, from the not for advertising, nor member's standard delayed, but when made, such increases should, 
member, upon less than a minimum quantity brands back stamped, on orders for single so far as possible, be limited to actual addi- 


for shipment at one time, of $100.00 net worth 
lead pencils: Class B members 
shall not a new account with any such 
dealer upon less than a minimum order for 
shipment at one time, of $75.00 net worth of 


of wood-cased 
open 


shipments and billing of less than 1,000 gross 
of Type 1, Class 1. or 100 gross of Type 3. 
Class 1, or 25 gross of any other type of 
Class I, Class IV or Class V, or 50 gross of 
any type in any other class, nor leas than 15 


tional increases in the seller's costs. 


ARTICLE XIV—EFFECTIVE DATE 
1. This Code shall become effective on the 
tenth day after its approval by the President. 


Here Endeth the Section Devoted to Wood Cased Lead 


Pencils in this, the April, issue of Office Appliances 


for the Year Nineteen Thirty-four. We hope and 


trust that those who have read the contents of 


this section have come away from its per- 


usal with a wider understanding of 


this important industry, and with 


some ideas that will result 


in profit to themselves. 


The advertisements of the following manufacturers of wood cased lead pencils 


appear in this issue on the pages indicated: 


Dixon, Joseph, Crucible Company...... 111 Koh-I-Noor Pencil Company.......... 101 
Beagle Pencll Compaity, .. 2... ccccccece 79 Mohican Pencil Company............. 130 
eS 59 Reliance Pencil Company............ . 116 . 
General Pencil Company.............- SB Sensdlles, J. By Mies. cccscvcccccecses 125 

Swan Pencil Company. .......sse02 120 
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NEW MACHINES AND DEVICES | 





Tri-Guard Equipment Speeds up Filing and Finding 
Globe- 


greater 


Che Tri-Guard filing principle, patented by The 
Wernicke Ohio, 


rapidity in principle 


Company, Cincinnati, permits 


fling and finding The is expressed 





TRI-GUARD EQUIPPED CABINET IN USE.—The con 


tents cannot recline at an angle greater than forty-five 


degrees. The ‘‘\ shaped filing pocket is formed by a 
touch of the fingers, which provides ample working space 


in three rods—one at the bottom and one above each of 
the two sides of the drawer—on which each index guid 
slides Che contents of the drawer are kept in an upright 


position and ample working space is provided for remov 
ing of dropping in corre spondence and folders 

Each Tri-Guard guide supports as well as indexes the 
folders containing correspondence or other material and 


they cannot recline at an angle of more than forty-five de 


grees The “sway-check” principle is attained without the 


addition of any mechanical accessories and at no extra ex 


pense, as there are no inserts to buy and nothing more to 


install 
> 
Gillner Moistener 
Otto M. Gillner. 74 Lone Beach road, Rockville Center 
LL. L., N. Y., has invented a new moistener, adapted for us« 


in sealing envelopes, sticking stamps, moistening gummed 


tape, labels, et His idea was to dispense with sponges in 


as they often flood the work, and prevent good 


Gillner 


moistening, 


adhesion Che device maintains a uniform supply 


of water, using a reversible pad which secures its humidity 


from a small basin beneath the pad 


“| 
Chis 


entertain inquiries trom 


and Mr 


individuals wl 


device is not in production Gillner wil! 


» may be interested 


n its manufacture and sak 


ss 


Remington Rand Announces New Kardex Cabinet 


\ new application of visible filing said to have many 


advantages including portability, is provided in the floor 


model Kardex cabinet just announced by Remington Rand 
of Buffalo 

When not in use, the 
For 


horizontal 


Kardex panels rest in a vertical 
slide 


is adaptable for us« 


position posting or reference, the moves to a 


convenient position. It 
as a single unit or in batteries, and is said to be particularly 
serviceable for the use of the executive for records to which 
he desires to at his desk. 
mately desk high, does not obstruct light and requires little 


refer The cabinet is approxi- 


space The units are easily moved about and may be 


stored in vaults at night. 
Several installations of this new model were made during 
March, the 


models are already in use handling stock records and sales 


first month in which it was introduced. These 


records. 
Ace Announces Two New Fasteners 
The Ace Fastener Corporation, 3415 North Ashland ave- 


Ill. is offering two new jam-proof stapling 
Ace models but 


nue, Chicago, 


machines built along the same lines as the 


in a lower price range According to the manufacturer, 


these machines have been placed on the market only after 


a long period of development and experimentation and 


after having been subjected to severe operating tests at the 
factory 
( adet $3.00 


Pilot is $4.00 and the 


The retail price of the 





TWO NEW FASTENERS 

IN THE ACE LINE 

Above, the Pilot At the 
left, the Cadet 


Both models have a chrome finish, triple plated. All wear- 
ing parts are specially hardened to insure durability 
As in the 


staples fit the 


case of the regular Ace line, standard size wire 


new models. 


Samples and detailed information are available on re 


quest 
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Useful Types of Smoking Stands 
The Nagel-Chase 
\shland 


2811-2823 


trade new 


Manufacturing Company, 


avenue, Chicago, offers the 


~ Gee 














TWO NAGEL-CHASE LINE OF “ASH-AWAY"’ 


MODELS IN THE 
SMOKERS.—At the left: The Victory model with the inset showing the 


demountable feature. At the right: The Empire model 

models of recognized 
for their utility, convenience and beauty of design. Pat- 
eliminate dis- 


their “Ash-away” smokers, widely 


ented features for the disposal of refuse 


agreeable odors and appearances. 


“Ash-away” smokers are handsomely finished in plate 


or baked-on 


designs of every smoker of this line are the work of skilled 


enamel—high-grade work in each—and the 


artists. The net result is a device which harmonizes with 
clubs, etc. 
There is a ‘Ash- 


so that dealers can meet the pecuniary circum 


the surroundings in homes and offices, stores, 


wide range of selling prices in the 


away” line, 
stances of almost every prospective buyer 


\ll “Ash-away” 


design patents, and the name is trade-marked 


smokers are covered by mechanical and 


[The company’s new “Ash-away” smoker and tray line 


includes half a dozen or more items of acknowledged 


utility 
sahliiaidenass 
Remington Model 16 Is Announced 
Che Remington typewriter Model 16, which has just been 
placed on the market by Remington Rand, Inc., is described 
is having many refinements and mechanical improvements. 
Che outstanding new feature is the extended drop-spoon 


carriage return lever. This change brings the lever close 
to the keyboard and speeds up the return movement of the 
carriage. This improvement is also included in the Rem- 
ington Model 30. 

\nother improvement in the No. 16 machine is the posi- 
tive tabulator stop lock. An ingenious device prevents 
rebound of the carriage while tabulating, making it certain 
that the carriage is always in correct writing position. 

\ new tension control knob permits adjustment so that 


With 


this device it is possible to write accurately on the extreme 


cards and paper are held snugly against the cylinder 


lower edge of the card. 
Other features include wire bound anvil, roller bearing 


carriage, type-bar heel to protect type faces, front margin 


stops, underslung paper fingers, adjustment for carriage 


wear, choice of carriage or segment shift, enclosed dust- 


proof ribbons, margin release which can be operated with 


either hand, extra key machines at no added cost, and a 


type style for any foreign language or special us« 





‘ 
7) 
uw" 


Carter’s Announce New Typewriter Oil 

Carter’s Jewel typewriter oil is one of the comparatively 
new additions to the improved packages of The Carter's Ink 
Company, Boston. The company says that this new pack- 
age combines attractive appearance, convenience and prac- 
ticability. A one-ounce, cone-shape, many-sided bottle of 
glass permits the user to know at all times the exact amount 
of oil in the bottle. A combined metal and cork tight seal- 
ing cap is equipped with an applicator which enables the 
user to reach any place in the machine that needs lubrica- 
tion, at the same time preventing over-oiling. A transparent 
cellophane label in black and silver gives a touch of smart- 
ness. Bottles are packed in a one dozen counter display 


accompanied by a handsome display card. 
————E—— 
Additional Office Utility by Sturgis 


The Sturgis Posture Chair Company, Sturgis, Mich., of- 
fers its new No. 11 typewriter stand as a good value ata 
This has a sturdy steel frame, welded, all steel 
with top of “Masonite.” Four colors are 
olive green, mahogany, wal- 
Hard 


low price. 
construction, 
available for the metal parts 
nut or black. The top is available in brown only. 
rubber casters are furnished; in case rubber tips are spe- 








STURGIS NO. 11 TYPEWRITER STAND 


cified for the front legs the company’s exclusive rubber tip 
assembly will be furnished at no extra charge. 


——____<g>——_—_ 


Metallic Effects in “Crayonex” 

The American Crayon Company, Sandusky, Ohio, has 
added to its “Crayonex” line metallic effects in gold, silver 
Heretofore metallic effects in art work have 
The gold, 


and copper. 
been secured through the use of liquid media. 
is simpler and more con- 
These crayons may 


silver and copper “Crayonex” 
venient, and avoids the use of a brush. 


(E Crayon a> 


METALLIC CRAYON 








“CRAYONEX” 


be sharpened to produce clear outlines, as well as covering 
large surfaces with a blunt crayon. Metallic crayons are 
suited to use on any surface, such as paper, cloth, china, 
leather, etc. Beautiful effects are obtained by the “Crayo- 
the crayon can be applied to 


‘steaming in. 


nexing” process, whereby 


fabrics, and afterward setting the colors by 








% 


Art Steel Company Announces Ideal File 
The Art Steel Company Inc. of New York City are offer- 
ing to the trade an efficient and long wearing file for per- 


sonal needs of customers. This file is now obtainable with 





THE ASCO IDEAL PERSONAL FILE 


an attractive nickel-plated Sesamee combination lock with 


nickel-plated handle and card holder 


The file is expansible, as shown in the illustration, and is 


supplied with a fifteen-division alphabetical folder index 


with eight blank name folders and twenty gummed labels 
for headings. Rubber feet prevent marring of desk tops 


Chis file 


mahogany or walnut 


comes in two sizes, letter and legal, in green, 
Prices are moderate, varying accord- 
ing to size and finish 

The Art Steel Company will be happy to supply further 
who inquire 

> 
Heyer Improves Ideal Duplicator 

From the Heyer Corporation, 911 West Jackson boul 


information to thos« 


vard, Chicago, Ill., comes an announcement concerning the 


newly designed Ideal duplicator, which has been greatly 


improved in appearance and made to present a better value 
than its predecessor. 
sizes ranging from note 


Che new Ideal is made in five 





THE NEW HEYER IDEAL DUPLICATOR OUTFIT 


size (7 x 10 in.) to double folio size (15 x 18 in.), in both 


two and four gelatin filled surfaces. It is capable of re 
producing up to 100 copies in one or more colors of any 


thing written, typed or drawn in hektograph inks. The 


Ideal duplicator, it is stated, has an unusually long life 
surfaces are used, making it unnecessary 
Each Heyer Ideal 
ld complete with a bottle of hektograph 


Hekto ink remover 


becaus« alternate 
to wash off the master copy atter us¢ 
duplicator is s 


ink, sponge and two ounce tubes of 


Prices range from $4.50 to $15.50 
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Acme Signals and Clips Offered to Dealers 
Following the introduction of the Acme “Da-Log” to 
the dealer trade, the Acme Card System Company, Chi- 
cago, IIL, is now offering to office equipment and station- 
ery dealers the complete line of Acme colored 
“dignified clip” which adds 


signals. 
Acme correspondence clips, the 
distinction to letters with enclosures are now also sold 
through the trade. Samples and prices will be sent dealers 
on request. 


The Imperial No. 600-A Series Walnut Desks and 
Tables 

A new line of walnut turned leg desks and tables known 
as the No. 600-A series is being offered by the Imperial 
Desk Company, Evansville, Ind. The series consists of ten 
a 66” four drawer desk, 
lesk, a 52” three drawer desk, 
are of full 


pieces a 60” four drawer desk, a 


60” three drawer and com 


panion pieces. Exteriors walnut with top, 


drawer fronts and panels veneered in sliced American 





ONE OF THE DESKS IN THE IMPERIAL NO. 600-A SERIES 


walnut. The legs, rails and moldings are solid American 


walnut. The drawers are trimmed with solid brass, round 
knobs in antique English finish and all desks are equipped 
with metal automatic drawer locking devices and dust- 


proof bottoms. 


Balanced proportions, graceful outline, and pleasing 


symmetry, are inherent in the design of the new series. 
Che pattern of the top molding and the reeded legs creates 
an air of distinction. The turned feet are unusual in shap« 


and attractiveness. 


i 


The Neopress System 


| years embossing has 


For hundreds of 
printing. The idea of the inventor of the 
to go back to the system of employing embossing to trans- 
other material to be printed 


been used for 


Neopress is 


from the 
With this idea in mind the inventor devised a sys- 


fer ink paper or 
upon 
tem patented in Germany, England, France, Spain, Switzer- 
land, Italy, United States, The 
manufacturers declare that they have brought out an ideal 


With 


an embossing 


Canada, Belgium, ete. 


» cover the requirements of the process. 


material t 
the Neopress sheets it is possible to make 


with a pencil without breaking the lead and from this 
thirty thousand copies may be made. It is even stated 
that the more sheets printed the better is the print be 


cause the embossed harder than those not 


embossed and the more printing that is done, the more the 


portions are 


harder parts stand out. One of the principal advantages 


of the metal sheets is that corrections can be made easily. 
When a mistake has been made in typewriting, it is neces- 


sary only to type the correct letter in the same place 


This can be done two or three times and only the last 
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typing comes out. The embossed metal sheets can be kept 
in the same way as paper and filed in the usual manner. 

This device is manufactured by Neopress S. A., 7, Boule- 
vard des Capucines, Paris (2e) France 

———E— 
A New Cleaning Preparation 

The Eberhard Faber rubber factory at Newark, N. J., has 
perfected a new cleaning preparation valuable for many 
cleaning purposes in the office or the home. The name of 





EBERHARD FABER’S NEW CLEANER 
the preparation is the VanDyke “Kleenit.” This is a soft, 
smooth block of cleaning material which cleans such a 
wide and varied range of articles as paper, drawing boards, 
books, cloth, fabrics, leather, canvas and cloth shoes, ladies’ 
handbags, etc. Kleenit is said to do its work thoroughly 
and economically without wearing away. 

It can be used over freshly inked lines without risk of 


Ink, it 


is said, can be used where Kleenit has been applied with- 


turning them gray or weakening their intensity. 

out fear of the new ink lines running and spreading. 
No. 6002 VanDyke 

The material is light green in color and is made in 


Kleenit is packed one dozen in a 
box. 
one size 
a 
Schwab Safe with Interior Cabinet 
The Schwab Safe Company, Lafayette, Ind., is stressing 
its No 


ing to 


1316-C safe as a readily merchandised item appeal- 


many small business houses which require safe 























SCHWAB SAFE 


No. 1316-C 
housing for books and documents. An interior cabinet is 
furnished as a standard item; it can be omitted if so speci- 
hed. 
high and 13” deep; 
high: one knob drawer 5%” 


The safe provides one book space, 7%” wide, 16” 


one sub-treasury 53%” wide and 63%” 


wide, 334” high and 11” deep; 
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one pigeon hole 53%” wide, 47%” high, and 11%” deep. 
The safe door swings back against the side of the desk. 
This safe weighs approximately 325 pounds as shipped; has 
inside dimensions of 13” wide, 16” high and 13” deep; out- 
side dimensions of body—17” wide, 20” high, 18” deep; 
outside dimensions overall—18” wide, 2534” high and 20%” 
deep. 
ee 
National Introduces New Bi-Lock Ledger 

The National Blank Book Company of Holyoke, Mass., 
has added to its Aladdin line a new Bi-Lock mechanism 
which makes it both a keyless and a keylock binder. This 
permits the operator to use the Aladdin Bi-Lock as a key- 
less binder for easy insertion or removal of sheets, and 
when finished with current use, additional security is dis- 





AS A KEYLESS 


ILLUSTRATING THE 

TWO METHODS OF USE 

OF THE NEW NATIONAL 
BI-LOCK LEDGER 





AS A KEYLOCK 


removal of 


covered against unauthorized sheets with a 
quarter turn of a handy individual key. 

These outfits consisting of binders, sheets and index, 
are available in two sizes, two bindings and two capacities. 
A pleasing feature is the green-white “eye-ease’” Hammer- 
mill ledger sheets used in the popular 94% by 11% inch 
size. These sheets are ruled in brown and green and are 
said to be easy on the eyes. 

eS ee 

Rite-Rite Exeter Pencil Now Has Octagon Barrel 

The Exeter pencil made by the Rite-Rite Manufacturing 
Company, 1501 West Polk street, Chicago, IIL, has a new 
featherweight barrel octagon in shape and “Art-Moderne” 
in design. This pencil, which retails at ten cents, has a 
smooth operating propel-repel-expel action accommodat- 
ing a four-inch lead. The mechanism operates from the 
ferrule end. The cone and tip are long tapered for easy 
handling. 

The new pencils are offered to dealers mounted one 
dozen on a handsome easel display. They may be had 
either in assorted colors or all of one color if desired. 


(Turn to page 114, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
aie of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 

dially invited to call upon Vincent Jackson at 22 St. An- 

drew street, Holborn Circus, London EC 4. Mr. Jackson's 

association with the trade and his contacts with its organ- 

izations afford him information valuable to those desiring 

to cultivate the British market. In subscription matters, 

Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, ts the 

authorized representative of Office Appliances in the 

British Isles. 
London, March 5, 1934 minutes of the meeting Sir Henry N. Bunbury, K.C.B., 
“How's business” comptroller and accountant general of the General Post 
If you ask the average English business man this ques Office was the speaker, Mr. W. Desborough, O.B.E., pre- 
tion when times are really bad, he draws a long face and siding. The subject was “The Costing of Office Work” 
suggests that there isn’t any to ask about! 

When there are signs of improvement, he brightens up a 


little and agrees that things “might be worse”! 


But seldom does he get past this stage because when 
things are really good, over enthusiasm might be taken for 
boasting—or perhaps he feels he might give too much away 


to his competitor! 


| am moved to these remarks because I have found that 
office appliance men are a shade more cheery than most 
business men Whether or not they take a leaf out ol 
your book and appreciate the psychological effect of talking 
better business I don't know but certainly most of them 
re-act with a smile and pleasant reply to the question 
“How's business” 

Every day we are having pleasant reminders of steady 
trade recovery—a possible budget surplus of thirty or forty 
millions (by the way, there is no truth in the rumor that 


this surplus will be used to relieve the hard pressed office 





appliance trade!) and, again, a further drop in unemploy 
ment figures. Thank goodness, too, a tair amount of space 
has been given in our national newspapers in praise ol 
President Roosevelt's wonderful campaign and in the be A. W. THOMAS 
covery 
Mind you, there is no boom here tor which may we he and oir Henry apparently dealt with his subject from an 
truly thankful. Steady does it for all of us invalids! accountant’s point of view without particular reference to 


| was away by the sea for the weekend when the Ofhce mechanisation. He instanced their methods of taking staff 


held their February lunch time units on different operations as, for example, the post 


Appliance Trades Association 
counters and he dwelt on their efforts to reduce the 


eon so that I can only report by hearsay and from the othe 
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cost of the actual wage paying to their 230,000 people in 
innumerable offices all over the country After much ex- 
Post 


down to one-half of one per cent of the total wage bill but 


perimenting, the Office has this wage paying cost 
I do not find any reference to what part office appliances 
pay in these operations. I am sorry I was not there so 
as to convey to you a better impression of Sir Henry’s talk. 

Ladies’ Night at the Cafe Royal, Regent Street, proved 





DICTAPHONE SERVICE PROVIDED ON LONDON-NEWCASTLE 


EXPRESS, LONDON & NORTHEASTERN RAILWAY.—Thomas 
Dixon, managing director of the Dictaphone Company, Ltd., is in 
the back seat at the right. 


a pleasant break from business. This social event—it looks 
like becoming an annual affair 
of Mr. G. V. 


most of our 


was in the capabie hands 
Speke (Acco, Ltd.), the “big white chief” of 
functions. Mr. 
The 


trade association’s social 
Speke’s arrangements were as usual par excellence. 
rendezvous was well chosen. The guests were received 


by Mr. and Mrs. W 
The menus were decidedly unusual 


Desborough. The dinner and service 
printed on 
(Mr. Des- 


The band and entertainer really 


was good. 


Japanese wood veneer mounted on boards. 
borough's idea, this!) 
entertained and afterwards—the dance. The ladies each 
received a very attractive umbrella (not so much good now 
the “fair weather” is on the way, but very useful for the 
Staid 


been 


next “rainy day”!). “young old men” who a few 


hours previously had carrying on their executive 
duties with solemnity and quiet efficiency, were to be seen 
galavanting round in the Paul Jones to find themselves 


And 


much 


gaily partnering their competitor’s fair secretary! 


very nice too. The dinner itself was free from 


speech making. The Loyal Toast was followed by “The 
proposed by Mr. Wynne-Jones (Universal Postal 


Ltd.). Mrs 


members 


Ladies” 
Joseph Halsby, replying for the 
that 


largely responsible for the influx of women into business. 


Frankers, 
ladies, reminded mechanisation had been 
She suggested that the association give serious attention 
to finding husbands for a few thousand women employees 
or else in time women will over-run business and men will 
lose their last remaining chance of being “boss” in one 
sphere of lite! A very sound warning, Mrs. Halsby 

It was here, by the way, that I had my first opportunity 
of congratulating Mr. A. W. Thomas (Royal Typewriters) 


on his recent election as chairman of the Typewriter Trad- 
Wearing 


cherubic smile 


as well as his usual clothing— 
an almost and his “chain of office,” Mr. 
Thomas was obviously thoroughly enjoying life. 

What a pity there were not two hundred there instead 
It is an excellent tonic—but | 


ers Federation. 


of only half that number! 
hear that quite a number of association members were 
away with minor illnesses that are so prevalent about this 
time of the year—colds (or if you prefer, influenza) and 
the like. They certainly missed a very jolly evening. 

Last month I referred to the new Dictaphone installation 
on one of the London & North Eastern Railway Expresses. 
Here is a picture taken on the train. In the back seat is 
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Mr. Thomas Dixon, managing director of the Dictaphone 
Company, Ltd. 

The railway company had probably not realised all the 
many uses of the Dictaphone service would be put to, 
judging from the following, reported a few days ago: 

“A belated passenger, in the rush to catch the train, lost 
his season ticket. On the journey an inspector naturally 
demanded the fare and the traveller immediately hurried 
to the Dictaphone compartment and there and then dictated 
a letter to the company explaining the circumstances and 
asking for a refund. Whether the company will reply as 
promptly remains to be seen.—VEJ 

wopeppensiiiaaieiete 

Special Fair and Export Issue of Papier Zeitung 

The Papier Zeitung, Berlin, devoted its issue of February 
28 to the market and export trade. It is an interesting 
exhibit of German products in the paper and stationery 
fields, and also shows many of the specialized mechanisms 
employed in converting paper into merchandise for use 
in the arts, the office and the home. 

none 
Skiing in the Norwegian Mountains 

Last summer G. A. Gjessing returned to his native Nor- 
way following a sojourn of many years in the United 
States, where he had been connected with the stationery 
industry in several capacities. He returned to Norway as 
a representative of the Joseph Dixon Crucible Company 
and the Oxford Filing Supply Company. Shortly after 
establishing himself in Norway he added the lines of Car- 
ter’s Ink Company, Bostitch Sales Company and Martens 
Typecleaner Company. Mr. Gjessing has been successful 
in his sales work and now has three traveling men on his 
staff, one in Sweden and two in Norway. 





MR. AND MRS. G. A. GIESSING 
PAUSE TO BE PICTURED DUR- 
ING A SKI JAUNT 


On the premise that life cannot be spent in work only, 
Mr. and Mrs. Gjessing occasionally indulge in ski tours. 
For Mr. Gjessing, a liking for this sport comes naturally, 
but Mrs. Gjessing, who is a Florida girl, had never seen 
snow until she arrived in Norway. Yet, according to Mr. 
Gjessing, she has become “the best little ‘skiléper’ that 


you ever want to see.” 


a 
Smith-Corona Executives Abroad 
W. L. Hoagland, vice president of the L. C. Smith & 
Corona Typewriters Inc., sailed for London March 14. 
Mr. Hoagland will travel through a number of foreign 
countries where the company has dealers. It is expected 
that he will spend several months on the present trip. 
Elwyn L. Smith, assistant to the president of the L. C. 
Smith & Corona Typewriters Inc., sailed March 10 on the 
“Vulcania” for Italy. Mrs. Smith accompanied him. Mr 
Smith expects to be gone until July. While abroad he will 
visit a number of the company’s dealers in Europe. 








40 OFFICE APPLIANCES 


Thanks to Alpargatas German Hollerith Organization Opens Factory 

One again we acknowledge with thanks and with interest Che Deutsche Hollerith Maschinen G.m.b.H., belonging 
not unmixed with amusement a copy of an admirable cal- to the International Business Machine Corporation has 
endar, done in vivid colors, and, though evidently lifelike, opened in Lichterfelde-Ost, a suburb in the southwest part 
produced in a spirit of grotesquerie that approaches the of Berlin, a new plant, thus enlarging productive capacity. 
performance of genius The plant has a favorable position with regard to traffic 

\ similar calendar was sent last year by its sponsors, conditions Che boundaries of the premises are marked 
Sociedad Anonima Fabrica Argentina de Alpargatas, man by railroad lines, with which there is a direct junction on 
ufacturers of footwear made from leather, hemp and other one long side at the back of the plant The other long 
products at Buenos Aires. Each one of the twelve sheets side of the plant fronts one of the great roads coming 
bears a calendar for the month topped by a picture. All from Berlin. The total area measures 14,563 square meters 


the twelve scenes are laid in the pampas of the Argentine, 
as famous for beef as our own western plains in the days 
when the round-up flourished \ll scenes but one are laid 
out of doors and picture the bright colors of the costumes 
of the men and women, the gay trappings of the horses and 
the hues of sky and land under the brilliant sunshine of the 
wide, watered plains. One picture vividly illustrates a rider 
caught in a storn \nother shows a fortune teller and his 
victim in the former's hut 

the A\pplhiane es wishes to express appreciation of the 
courtesy of Alpargatas in sending so excellent a piece of 


work, which is at once amusing and instructive 


a 
Lead Pencil Factory Starts Operation in Chile 


An item which is of interest to manufacturers of wood 
encased pencils appeared in the New York Times of Feb 
ruary 2 The item—an United Press dispatch from San 
tiago dated February 24—reads as follows 





Che first pencil factory to be established in South Amer 


ica is now in full operation on the outskirts of Santiag: GENERAL MANAGER WILLY HEIDINGER inaugurat 

Chil , 1 , | ] ‘ | | 1] ing the ceremonials attendant upon the opening of the 
ile ‘ whers, technical staf! and workmen are al Hollerith plant in Germany 

Chileas The financial backing of the enterprise is also 


1f which 2,560 square meters are occupied by the plant's 


, , building. For the employees two tennis courts have been 
Sufficient pencils to supply the entire Chilean demand, . 
arranged inside the plant’s boundaries, a sporting ground 


stimated at 20,000 pencils daily, can be produced by the 
, with a race course and a garden for recreation purposes. 
factory Chilean graphite is obtained from extensive de , : 
1 1 Six hundred working places have been provided for in 
posits in Vallenar, while the other materials, including clay : a. . 
, , , the work-shops. Last year’s census of the population of 
and wood, are also obtained in this country Che varnishes 


2 Germany was recorded principally upon Hollerith machines 
are made at the plan ‘ 
[To supply the electric installations with current, there is 


hope to eliminate all pencil 


“Promoters of the company Vol ' ; 
n . a transtormer plant to convert OUUU\V. three-phase electric 
importations, now totaling $240,000 yearly in value Che . 
, current to 380V. three-phase electric current. Besides there 
factory expects to double its output soon, and inquiries ar 

are three sets of motor generators to produce 100, 220 and 


being made with the object of exporting the surplus to pa sv , 
, , ‘ 48V. direct current. The capacity is of 530 KVA (kilo 
other Sout \merican countries : : 
volt-ampéres) to be extended up to a load of 1000 ampéres 
—_ by 380\ 


\ testing room equipped to measure all electric powers 


.. 7 
4 ‘= | for voltages of 0 to 6O000V. alternating current and O0-220V. 
H 


. direct current serves to construct experimental machines 





+ and to test electric devices and machines 





\n up to date kitchen as well as a canteen with 200 seats 


occupying a space of 250 square meters provides for the 





maintenance of the staff. 

Che inaugural ceremony of the new factory took place 
early this year in the presence of representatives of the 
German government, other authorities and large industrial 
concerns. It was an imposing manifestation of the hope 
and recovery of the German business. General Manager 
Heidinger of the Deutsche Hollerith Maschinen G.m.b.H., 
appears in the above picture in front of a radiophone speak- 


ing to the assembled guests.—ERB 


—_- 
Respect Estonian Place Names 


Commerce Reports] The Estonian authorities an- 


ed 


nounced that effective February 15, 1934, all letters and 


mail matter bearing other than the official geographic 


i names for Estonian cities will be rejected This decision 
was prompted by a tendency of some Estonian groups to 
ROYAL TYPEWRITER MEN AT ST. MORITZ, SWITZERLAND.—Edward use wherever possible the old German or Russian names 
Carringtor nanager f the French Cia Fr. des Machines a Ecrire Royal . . » a 
I T. Mallesor RK il foreign sales manager snd Silvio Migiarra, business ror i Stonian cities, suc h as Re val (Re ve 1) instead ot lal 
manager of the Italian Societa Anonima Italiana Royal, hold converse at 


‘he famaun Satan Ginter venad linn; Dorpat (Jurjev) instead of Tartu, ete 
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Intra-German Industries Exhibition to Be Held in 
Berlin 

Through the medium of an impressively designed and 
well printed booklet the first annual national exhibition 
entitled “Deutsches Volk-Deutsche Arbeit” (German Folk- 
German Work) is announced and publicized. The exhi- 
bition is to be held in the exhibition halls at Kaiserdamm 
in Berlin, Germany, from April 21 to June 3, 1924. It is 
organized into three principal divisions. The first division 
is devoted to the progress of the German nation from the 


Holy Bismarck, 


to the Third Empire. The second division concerns the 


Roman Empire, through the Empire of 
German race, its physical and mental heritage, the history 
of its politics and migrations, its present movements and 
needs, and future prospects. The last division sets forth 
German industrial accomplishments and includes exhibits 
in eight halls, a gallery and other exhibit spaces. 

The booklet consists primarily of striking illustrations 
depicting the development of Germany, racially, politically 
and commercially. The explanatory cut legends are unique 
in their method of presentation. The legends are printed 
on separate sheets of paper which are set down into the 
binding of the booklet between each two pages of pictures, 
extending only a few inches from the bound edge. In this 
way no text or printing appears on any of the illustration 
pages. Including covers the book contains forty pages. 
Copies of it and detailed information concerning the ex- 
hibition may be obtained from Die Gemeinniitzige Berliner 
Messe.-Ges. m.b.H., Charlottenburg 9, 


K6nigin-Elisabeth-Str. 22, Germany. 


Ausstellungs und 


———E—— 


International Office Equipment Exposition in Berlin 

The office equipment interests of Germany are looking 
forward to the International Office Equipment exposition, 
to be held 7-16, 1934, in the Kaiserdam at 


Jerlin, under the direction of the Gesamtverein of the 


September 
German Biromaschienen Industrie. 

The united office equipment industry, as a unit, feels 
that the 


appreciable 


occasion suits the altered status of business. An 


reduction of space rentals is announced for 


the exposition. The lowered cost will enable the smaller 
industries to participate without disproportionate expense 
The international character of the exposition will be 
maintained 

the exposition can be obtained 


Information regarding 


from the Gesamtverein of the German Buromaschienen 


Industrie, Berlin-Charlottenburg, 9, Stressemann Strasse 


90/102, Europhaus 


— 
Austrian Chemist Devises New Crime 


The newspapers of Brussels, Belgium, recently printed 


the story of a pretty young typist, aged nineteen, who re 
fused the advances of an elderly beau, a chemist of Brunn, 
Moravia, Austria. After her final refusal, the young lady 
fell ill with a mysterious skin disease that began in the 
unable to account 


tips of her fingers The doctors wers 


for her sudden sickness and it was only when the type 


machines were sent for their annual overhaul that it was 
discovered that one letter of one machine had been smeared 
with radium and that this was the cause of the girl’s sick- 
ness. It was stated that the chemist had perpetrated this 
act out of revenge —LR 
— 
Smith-Corona in New Home at Birmingham 

L. C. Smith & Corona Typewriters, Ltd., has moved its 

The 


new location makes possible the expansion of the general 


offices at Birmingham, England, to 39 Cannon street. 


offices. The display facilities are ample and the service de- 


partment has its own entrance 
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Guest Book 


Roy C. Clarke, Minneapolis, northwestern representa- 
tive for F. S. Webster Company, signed The Guest Book 
March 1. Roy is popular with the dealers and the travel- 
ing men throughout his territory. He is secretary-treas- 
urer of the Northwest Travelers Club and is active in pro- 
moting its interests. 

Ernest Dalton of the Union Ribbon & Carbon Company, 
stopped to pay his respects on March 5. He reported a 
better volume of business from northern cities recently 
covered and was ready to leave the next day for the south, 
where he expected to obtain similar results. 

Charles W. Lipman, of the George B. Graff Company, 
sometimes mistaken for hizzoner the former mayor of New 
York, signed The Guest Book March 10. In spite of yards 
of adhesive tape wound around him to keep certain broken 
ribs in place, he was as cheerful as could be, probably 
because of the results of his trip. From Chicago he ex- 
pected to go to St. Paul, Minneapolis, south to Omaha and 
Kansas City and then work his way back to New York. 

Jack Linsky, president of the Parrot Speed Fastener 
Company, signed The Guest Book March 12. Jack put in 
several busy days in Chicago and was rewarded with some 
attractive orders which totalled a pleasing volume. After 
Chicago, he expected to cover another city or two before 
returning to New York. 

E. T. MacIntyre, vice-president, Defiance Sales Corpor- 
ation, called to pay his respects and signed The Guest 
Book, March 13. He was making some calls in Chicago in 
connection with his middle western representative, Lou 
Wingert. His trip included a number of important cities 
between New York and Chicago. Before returning, he ex- 
pected to go to Milwaukee and St. Louis and then start 
east. He expressed gratification at the substantial increase 
in business over a year ago from all parts of the country. 

George H. Wolcott, vice-president of the Wilson-Jones 
Company, signed The Guest Book March 16. George has 
as many friends as anybody in the commercial stationery 
The publishers of this journal are happy to be 
included among the number. The trip to Chicago was 
primarily to visit the home offices of the company. He 
left to go to regional meetings at Houston and Kansas 
City, after which he planned to return to California. 

Edward L. Goenen of the Fritz-Cross Company signed 
The Guest Book on March 13. Mr. Goenen reported en- 
couraging increase in business. 

Frank C. Morse, secretary Browne-Morse Company, 
Muskegon, Mich., made a brief call on the 27th with the 
depressing news that his old partner, Richard D. Browne, 
had died in Ann Arbor during the night. Mr. Morse left 
on the first train for Detroit, where the body was taken 


business. 


for cremation. 

Andre Gerschel of Est. Paul 
France, called upon us on March 5 
of the founder of the Strasbourg company which handles 
several lines manufactured on this side, among them being 
the products of the Sengbusch Self-Closing Inkstand Com- 
The company does a substantial business in France 
and the French colonies. Some of the lines are sold direct 
to the user and some to dealers. Mr. Andre Gerschel had 
come north from a visit to French colonies in the West 
Indies, to call upon manufacturers whose goods the com- 
pany handles and to discover other articles for office use 
for which representation might be secured. 


Gerschel, Strasbourg, 


Mr. Gerschel is a son 


pany. 


———— 


French Quotas on Typewriter Imports 
Commerce Reports] New import quotas have been es- 
tablished by the French government on a variety of raw 
products, including type- 


materials and manufactured 


writers. 








Aigner Company Celebrates Quarter Centenary 

Just twenty-five years ago on April 1, 1909, young George 
J. Aigner became a partner in a small but promising busi- 
ness under the Aigner & Deuss, gold stamping 
and index manufacturing, at Jackson and Clinton streets, 


name of 


Chicago. The new firm had but two employees, but the 
partners knew their business, and registered one hundred 
per cent in ambition and determination to build their enter- 
prise upon the satisfaction of their customers. 


After a few years, during which the business of the firm 





AIGNER 


GEORGE J 
had prospered, the partnership became a company undet 
the name, the G. J. Aigner Company 
Early in its career the house of Aigner made its first 
venture into the field of progressive invention by perfecting 


\igner’s patent cut index tab, the forerunner of a long 


and successful line of specialties for accountants and office 
executives 

The celluloid extension tab was followed by the “Aico 
loid” index, which includes the Aico Grip insertable cellu- 


supplies to the 


tabbing The company 


loid tabs and 
graphic arts and kindred trade, 


embossing, special card guides of many kinds, indexes for 


a service in gold stamping, 


every purpose, super finish on book covers and advertising 
specialties, linoleum desk tops and pads, work distributors, 
These products as well as other stationery 


portt shlios. et 
trade 


items enjoy a country-wide reputation under the 


name, “Aico” 
Mr. Aigner is a native 
f bookbinding in all its branches. 


of Germany, where he learned 
Wishing to 
elsewhere, he 


the trade « 


supplement his education by experience 
United States 


took a job as helper in a suitcase fac- 


came to the On arrival he proceeded to 


Chicago, where he 
tory, devoting his leisure moments to the mastery of Eng- 


In time both his English and his jobs improved, and 


lish. 
he found himself before long in a good position with the 
Hill Bindery His next venture, after having 


money, was to join forces with Mr 


Monastery 
saved some Deuss, as 
first above related 

During the last twenty-five years the company has occu- 
pied four locations, the first at Jackson and Clinton streets, 
Adams street, next at 521 West Mon 


503 South Jefferson street, each 


then at 552-554 West 
roe street, and now at 
move being a step upward 

Mr. Aigner, on behalf of himself and his company, de 
express sincere thanks to the office equipment 
its support and kind consideration through the 
and quality 


Sires to 
trade for 
years. He promises to maintain the service 
which distinguish Aigner products and to exercise every 


effort to improve and extend the lines 


— 

Veteran Typewriter Placed in Oroville Relic Hall 
What is said to be the first type writer used in Butte 
Calif., has Relic Hall, Oroville, 


was found in the attic of an old house, 


County, been placed in 


Calit Che machine 


and its history is unknown. 
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Underwood Restores Sneed and Accuracy Typing 
Tests 

The Underwood Elliott Fisher Company has rescinded 
the order issued September 9, 1931, discontinuing their 
monthly expert typing contests, ordering their resumption 
as of March 5 last. This action was taken at the request 
of teachers of commercial schools and commercial high 
schools throughout the country. Improved economic con- 
ditions are also among the factors responsible for the re- 
newal of these activities. 

J. N. Kimball, who for more than a quarter of a century 
wrote the text used in these and other official tests, and 
who throughout the years has probably been more closely 
identified with the development of speed and accuracy in 
typing than any other individual, has again been appointed 
which will constitute the copy used 


“ 


to write the “stories” 
in the new series. 

When Office Appliances founded the International Type- 
writing Contests nearly thirty years ago, Mr. Kimball, even 
then prominent as a commercial school man, was appointed 
contest manager. In addition to other duties he wrote 
each year the story of more than 6,000 words used in the 
contests. In each of these stories he embodied some of 
his humor and philosophy. During the twelve years the 
contests were under the supervision of this journal prac- 
tically all the ideas by which speed and accuracy in typing 
were made of value to the world of business emanated 
from the fertile mind of Mr. Kimball. 

When Office Appliances gave up the management of the 
International Contests several years ago, Mr. Kimball re- 
mained as contest manager until their discontinuance. He 
then wrote the monthly school typing tests for the Under- 
wood Typewriter Company. Of these tests he had the 
general supervision. On their discontinuance Mr. Kimball 
retired. Now he has been recalled to active duty in writing 
the copy to be used in the new series of tests 

Mr. Kimball was a friend of Mark Twain, whom, in sev- 
eral he resembles. He is author, lecturer, in- 
ventor, printer, civil engineer, school teacher, and wit. He 
has been called the “Mark Twain” of commercial educa- 


tors and thousands of graduate stenographers throughout 


respects, 


the country know him affectionately as “Pop.” 
iatieiliaticiai 
Activities of the St. Louis Hub Club 
Recently G. A. Scobell, manager of the St. Louis office 
of International Time Recording Division of the Interna- 
tional Business Machines Corporation was appointed secre- 
Louis Hub Club. Mr. Scobell reports that 


tary of the St 
Program Committee has been appointed 


an Educational 
and it is expected that the committee will provide interest- 
ing and beneficial agenda for future meetings of the club. 

As an aside, Mr. Scobell “ot. 
on Parade” exhibit to be held in the 
Louis next month is shaping up to be an impressive event, 


that the Louis 


Auditorium in St. 


reports 


Several office appliance firms are negotiating for space. 
SS Se 
Martens Type Cleaner in Central West 
The Martens Type Cleaner Company, New York, N. Y., 
has appointed the Ames Supply Company, Chicago, IIL, its 
distributor in the midwestern and central states. This com- 
pletes the broad chain of distribution, as the Ames branches 


at New York and at San Francisco have been distributing 
these products for some time. 
a 


Rainbow Ink Co. Buys Excelsior Ink Co. 

The Rainbow Ink Company, 928-932 West Huron street, 
Chicago, announces the purchase of the name, physical 
assets and good will of the Excelsior Ink Company, and 
states that the equipment of the latter company has been 


moved to the West Huron street address just given 
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W. A. Sheaffer Pen Company Cited by Federal 
Trade Commission 


Sheaffer President Comments 


By way of comment upon its citation by the Federal 
Trade Commission, the W. A. Sheaffer Pen Company of 
Fort Madison, Iowa, sent the following notice, signed by 
President Sheaffer, to its dealers. 

“The Federal Trade Commission has issued a complaint 
against the W. A. Sheaffer Pen Company, based principally 
upon the contention that we are illegally maintaining the 
retail prices of Sheaffer products. There is no claim or 
suggestion of any agreement between our company and 
other fountain pen companies to fix prices. 

“The complaint likewise attacks the Sheaffer's non-job- 
bing agreements. These are not used as a part of our price 
maintenance policy. Even if no non-jobbing agreements 
existed, our price maintenance policy would remain the 
same. Our company has always believed in limiting the 
number of retail outlets for pens and pencils bearing the 
Sheaffer name. We only sell such products direct and toa 
carefully selected group of retail dealers. We do not want 
these products cheapened by being given away as pre- 
miums, Or as prizes on punch boards. We believe it is just 
as economically sound for a pen company manufacturing 
high grade merchandise to limit the number of its dealers 
as for an automobile manufacturer to do so. In the spring 
of 1927 before putting these non-jobbing agreements into 
general use, we requested a hearing before the Board of 
of the Federal Trade Commission and submitted 


Almost seven years elapsed 


Review 
this non-jobbing agreement. 
before any complaint of illegality was made by the Federal 
of these non-jobbing 
Some 


Trade Commission. The legality 
agreements has been questioned in several lawsuits. 
of these lawsuits have been dismissed before final decision 
by the court trying the case, but in not a single instance 
has the agreement been held invalid. 

“As to our price maintenance policy: 

“We have a legal right to announce the retail prices of 
Sheaffer products. We shall continue to announce these 
prices. 

“We have the 
these products to a dealer who cuts these prices. 


sale of 
We shall 


legal right to discontinue the 
continue to refuse shipments to price cutters. 

“We have a legal right to publicly announce this policy 
of no dealings with price cutters. We shall continue to 
do so. 

“We have a legal right to use our employees (not deal- 
ers) to investigate cases of price cutting and to use infor- 
mation thus obtained. We shall continue to do so. 

“We have no right to enter into any agreements with 
dealers that Sheaffer prices will be maintained. We do 
not do this. 

“These policies have been costly and difficult to main- 
tain. But 
effort and money spent. 

“No company has been more diligent than this one in its 
endeavors to see that the final purchaser and user of tts 
products receives full value for money spent. No policy of 
successfully carried out without 
constantly in the 


we know they have been worth the time and 


dealer protection can be 
this important 
foreground. A 
has resulted in an era of price madness and in the sacrifice 


consideration remaining 
veritable frenzy of price cutting, however, 
f quality and service to the demands for constantly lower 
This has in our opinion been one of the principal 
We have turned 


prices 
contributing factors to the depression. 
down orders amounting to hundreds of thousands of dol- 
lars and have sacrificed temporary profits in our adher- 


ence to these policies of trade protection. We have had 


43 


a very gratifying general, although not universal, success 
in carrying them out during a very trying period. 

“All the credit for this does not belong to us. A large 
measure of this success is due to our dealers’ appreciation 
of the benefits of these policies. This has led the over- 
whelming majority of our dealers to refuse to conduct cut 
price sales on Sheaffer merchandise even when cash was 
badly needed by these dealers. We know this refusal has 
not been wholly due to the knowledge that Sheaffer would 
refuse further shipments and has been due in a large part 
to our dealers’ realization that Sheaffer has been one of 
the few manufacturers who has refused to increase the sale 
of its products at the expense of dealer profit. 

“The trend is now from price to quality merchandise. 
We strongly urge our dealers to bend their efforts to sell- 
ing brands of merchandise where by reason of long estab- 
lished and publicly accepted retail selling prices, good 
profit exists and quality is paramount. 

“It is unfortunate that, at a time when there is such 
universal recognition of the devastating effects of declining 
prices upon this nation, and when the price of gold in 
terms of the American dollar has been increased by our 
President approximately seventy per cent, someone has 
seen fit to file a complaint with the Federal Trade Com- 
mission because of our efforts to maintain the prices of 
Sheaffer products only. We are not attempting to criti- 
cise the Federal Trade Commission or to try our case 
before our dealers rather than before the Commission. 
But this letter was necessary in order to explain to, and to 
assure, our dealers that there has been no change in our 
price maintenance policies or in our policy of limited retail 
outlets, simply because a lawsuit has just been started 
by the issuance of a complaint against us. 

“We know from many years’ experience in the courts 
and before the Federal Trade Commission itself that our 
policies of price maintenance are, generally speaking, 
legally sound. If the Commission and the courts should 
eventually decide that our methods of carrying out these 
policies must be changed in some particular, that change 
will be made. But the basic principles of our policies and 
our refusal to sell to price cutters will remain unchanged. 

“In view of extra cost of our materials and extensive 
increases in wages, it has been extremely difficult to avoid 
a general increase in prices. However, selling better mer- 
chandise and thereby paying better salaries and wages is 
the most effective way to bring back prosperity and this 
company’s policies will continue to enable the trade, both 
large and small, to work accordingly. 

“We shall appreciate and will earnestly consider any 
criticisms or suggestions as to changes in these policies 
that you as our dealers may care to offer.” 

a eS 


Paul Richard Now Sales Manager for Phillips 
Process Company 

A few weeks ago, Paul Richard resigned as general sales 
manager for the Phillips Ribbon & Carbon Company after 
an affiliation lasting nine years. He is now associated with 
the Phillips Process Company as general sales manager. 
On assuming his new position he received many letters 
and telegrams of good wishes, for which he expresses his 
thanks through the news columns of Office Appliances. 


— ne 


Cooperative Business Show to be Held in 
San Francisco 
Under the auspices of The Office Appliance Club of San 
Francisco, a cooperative office appliance business show will 
be held in the Gold Ball Room of the Palace Hotel, April 
10, 11, 12 and 13. The exhibitors include many of the large 
office appliance manufacturers. 
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“Dick vs. Erskine” Decision 

Suits brought by the A. B 
Duplicating Machine 
Erskine, and against the 
Inc., and W. W. Erskine, 
plaintiff. Involving the 
mnsolidated for the 


against the 
and W. W 


Lompany, 


Dick Company 
& Supply 
Kensington 


(orporation 
Supply 


have been recently decided in 


favor of the same patent, the two 


suits were « purpose of trial. The suits 


were brought in the United States District Court for the 
Southern District of New York, for infringement of Hill 
patent No. 1,526,982, dated February 17, 1925, and duly as 
signed to the Plaintiff. Trial was conducted before Dis 
trict Judge Henry W. Goddard 

In the opinion, the court described the Hill patent as 
being for a dry stencil sheet which has a coating consisting 
of a two-part combination Che principal feature of this 


stencil sheet ts that it dispenses with the necessity for tem- 


porary moistening. “The Hill patent,” said the court, “in- 
cludes several claims, but the only claim now in suit is 
No. 16, which reads as follows 

a coating including (1) a soluble compound of 


ce Hulk sc. 
said 


which 1s 


and (2) a tempering means which forms 


with compound a solid, homogeneous body 


type impressible throughout an extended 


pe riod of time 


Continuing, the court noted that the validity of the pat 


ent is not attacked except upon grounds which have been 


passed on by the Circuit Court of Appeals in sustaining its 


validity, referring to previous litigation of the patent in 


volving atter » evade it by the substitution of equiva- 


le nt 


npts t 
ingredients 

In commenting on the defendant’s sheets the court re 
& Supply 
small pet 
percentage ol olei 


Hill patent. The 


Kensington Supply Co., Inc., 


ferred to the sheet of the Duplicating Machine 


Corporation as having “a coating containing a 


centage of nitrocellulose and a large 


acid.” which was conceded to infringe the 


1i¢ 


sheet of the was described 


as having “a strong and fluent coating containing a small 
percentage of gelatine for a binder instead of Hill’s pre 
ferred binder of a small percentage of nitrocellulose.” The 
issue was stated to be whether “the defendant's escape in 


fringement by using a small percentage of gelatine instead 


f a small percentage of nitrocellulose as a binder, or is it 


a mere substitution of an equivalent?” 


Remarking upon the Hill patent, the court stated that 
while the patentee may not have foreseen or known pre 
cisely just what might be substituted as equivalents for 


the ingredients which he preferred, it is clear that he did 


not intend to exclude the doctrine of equivalents, for he 
with the following 


limited to the 


closes his specification 
vention is not details 


ibed but comprehends broadly a 





stencil sheet having as its essentials a base, 


such as yoshino, provided with a coating which 


includes or is derived from, a cellulose compound 
or its equivalent.’ ” 
The court stated the law, supported by citations of au- 
thority, that “the doctrine of equivalents does not confine 
a patentee to equivalents which he has expressly referred 
to,” and that when considering a patent dealing with chem- 
icals, “the equivalency is not in the test of their chemical 
structure, but in their functional efficiency.” 
After a detailed consideration of the defendant's conten- 


tions, the court concluded its opinion with the following 
paragraph 

“I find nothing in the language of the patent, in the pre- 
vious decisions, or in the file wrapper which so limits plain- 
tiff in his range of equivalents as to exclude the substitution 
evident 
that 
his combina- 


binder It is 
Hill 


was regarded as consisting of 


of gelatine for nitrocellulose as a 


from the various decisions involving the patent 
his invention 
tion and not in any separate element of it. In my opinion 
the means by which the defendants obtained the same re- 
sult that was first attained by Hill, was by the substitution 
of the equivalent gelatine for nitrocellulose in the binder 
combination 


stencil,’ and that this infringes the 


Hill 


of a ‘dry 


claimed in the patent ‘cellulose compound or its 


equivalent.’ 
The March 21, 1934, was that the A. B. 
Dick Company was entitled to a decree in both cases pro- 


decision, dated 


vidine for the usual injunctive relief and a combined ac- 
counting for the two infringements. 
oe 


Above Case * Will Be Appealed 


In reply to a 
official of the 


query by a representative of Office Ap- 


pliances, an Kensington Supply Company 


furnished the following statement 
“The Kensington Supply Company was greatly surprised 


Dick vs 


statement 1s 


by the decision rendered in the case of Kensing- 


ton Supply Company and the made that an 
appeal will be promptly taken which the ‘Kensington’ at- 
torneys are quite confident will be successful.” 
ae Va 
Treanor Vice-President Peerless Key 
James A 
the Peerless Key Company, 176 Fulton street, New York, 


Mae 


Treanor has been appointed vice-president of 


, in complete charge of sales. Mr. Treanor has been 


with this company for fifteen years. Of recent years he 
was known as sales manager. His election as vice-presi- 
dent comes as a reward for faithful service. He is ener- 
getic, resourceful and is widely known and liked through- 
out the country 
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I. B. M. Reports 1933 Status 
International Machines income for 
1933, that 


subsidiaries and branches, of $5,736,424, after all 


Business reported 


the year ending December 31, including from 
foreign 
charges and Federal taxes. Due to NRA code operations 
the total number of employees was increased an average 


of 23.8 per cent during the last six months of 1933. Under 


the same stimulus the average hourly rate of wages was in 
creased 17.8 per cent 

Net current assets December 31 were $4,623,918, compared to $8,299,- 
026 at the close of the previous year. During the year the company 
retired $1,562,400 of remaining outstanding bonds The company ex 
pended $1,356,749 additional for land and the construction of factory, 
engineering and training school buildings at Endicott, N. Y. Expendi 
tures were increased for plant machinery, tools and other equipment, and 
new and improved types of rental machines. 

Development and patent expense of $836,180 during 1933 was the 
highest for any year of the company’s history. Depreciation was in- 
creased for the year to $2,505,130, from $2,180,126 for 1932. 

Foreign profits for 1933 showed an increase of more than fifteen per 
cent over the previous year. The company’s investments in foreign sub 
sidiaries and branches, valued at $7,063,367, in the opinion of the man 
agement, are carried at much less than present day value 

New machines completed during 1933 were the alphabetic tabulator 
end alphabetic printing punch, and a bank proof machine for sorting and 
listing checks 

Che company has co-operated in every way with the Na- 


tional Industrial Recovery Act. December, 1933, was the 
largest December in the company’s history, which was also 
true of January, 1934. February, 1934, shows an increase 


over the corresponding month of 1933. 


ae 
Remington Rand Reports Heavy Sales on Noiseless 
Typewriter 

A press release from Remington Rand, Buffalo, N. Y.., 
states that customer demand for new Remington Noiseless 
No. 10 has placed the Middletown, Conn., factory on a 
This fact 
the March of Time radio program sponsored by the com- 


twenty-four hour schedule. was announced in 


pany. In spite of this pressure on production, it is stated 
that the supply is heavily oversold. The plant is behind on 
deliveries, although deliveries are being spread throughout 
the country as rapidly as possible. 

The that 
effect at the Remington portable factory in Syracuse, N. Y., 


report states overtime schedules are also in 
where extra shifts have been working continuously for 


several months beginning with the Christmas buying 


season, 


re See 
Dictaphone Increases Net Profit 

The following resumé of the 1933 business of the Dicta 
phone Corporation appeared in a New York paper early 
last month: 

“Dictaphone Corporation, net profit as previously re- 
ported $138,236 after taxes and charges compared with net 
profit $37,897 in 1932. Cash $324,080 against $278,100; U.S 
Government securities $251,590 against $204,702; other secu- 
rities $96,132 against $101,622; receivables $430,100 against 
$340,111; inventories $641,922, against $741,316 


own stock held, 1,867 shares of preferred and 23,378 com- 


Company’s 


mon against 1,604 preferred and 23,378 common.” 
a od 
National Cash Register Company Statement 

The New York Herald Tribune of March 16 published 
the following statement of The National Cash Register 
Company: For 1933, net loss of $579,624, after taxes, depre- 
ciation, inventory adjustment, etc.; against net loss of $,- 
499,265 in 1932. Net profit for the final quarter of 1933 was 
$262,283, after taxes and charges, compared to net loss of 
$1,518,959 in the last quarter of 1932. 


a 
Art Metal Shows Improved Figures 
The New York “Herald Tribune” of March 20 gives the 
following resume of the report of the Art Metal construc- 
tion Company and subsidiaries for 1933: 
There was a consolidated net loss of $35,380 after de- 
preciation, taxes and other charges, compared with a net 
loss of $430,238 in 1932. 
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Underwood Elliott Fisher Shows Good Report 

The following digest of a report of P. D. Wagoner, presi- 
dent of the Underwood Elliott Fisher Company, appeared 
in the New York Sun of March 23; 

“At the annual meeting of stockholders of Underwood 
Elliott Fisher, P. D. Wagoner, president, said that earnings 
so far in 1924 were about at the same rate as in the last 
quarter of 1933 when the company showed 95 cents a 
share on the common stock. Mr. Wagoner added that 
conditions in the industry at present are such that it is 
impossible to judge as to earnings during the next few 
months.” 


— 
Burroughs Shows Net Profits 

A dispatch to a New York paper dated from Detroit, 
March 4, gives the following. 

Burroughs Adding Machine Company shows in its an- 
nual report, issued today, net profit of $1,304,557 for 1933, 
compared with $655,329 for 1932. During the year cash 
dividends amounting to $1,946,680 were paid, exceeding 
earnings by $642,123, which was taken from surplus. Sur- 
plus stood at $4,450,636 compared with $5,092,759 at the 
close of the previous year. 

Current assets were $25,935,571 and current liabilities 
were $1,100,659. Cash is shown at $2,545,500 and govern- 
ment securities at $12,295,421. 
able, less reserves, aggregate $3,158,956 and inventories to- 
tal $7,935,694. Capital assets, comprising land, buildings, 
machinery and equipment, less depreciation, are shown at 
$4,384,563. Reserves for contingencies have been estab- 
lished at $1,919,486. 
nor preferred stock. 


Notes and accounts receiv- 


The company has neither funded debt 


PEE ct 
Report of Marchant Calculating Machine Company 

The Marchant Calculating Machine Company reports for 
the year to December 31, 1933, a net loss of $357,270 after 
taxes, inventory adjustment, experimental expense, provi- 
sion for doubtful accounts, etc., compared to net loss of 
$215,265 in 1932. 








EXCUSE US 


Ohio Cities Confused in News Item 
\n item on Page 126 of the March issue of Office Appli- 
ances reported the incorporation of The Typewriter Ex- 
This was erroneous, in that 


PLEASE 





change at Columbus, Ohio. 
the Typewriter Exchange, Inc., is located at Cleveland, 
Ohio, at 1218 Prospect avenue. The Typewriter Exchange, 
Inc., was incorporated at Cleveland by John J. Kenny and 
. Bollinger. 

John J. Kenny was a service man for the Remington 
Typewriter Company thirty years ago, going to the Under- 
wood Typewriter Company; eventually serving as a sales- 
Later he was owner of the Cleve- 
After that he went into the 


man for that company. 
land Typewriting Company. 
automobile business, 

C. A. Bollinger has been in the typewriter business 
thirty-one years. A year ago he and Mr. Kenny purchased 
what was known as The Shaw Typewriter Renewing Com- 
pany from the widow of the late owner. About a month 
ago a third individual was taken into the firm, which was 
incorporated under the new name. 

Friends of this business who know it as a Cleveland 
enterprise, will understand that it continues there, in full 
blast, and that no mail should be addressed to Columbus. 
Cleveland is the city, and 1218 Prospect avenue is the 
location. 

We regret that confusion in transcribing news material 
for the March issue translated the business away from 
Lake Erie. 
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Harry Murdoch Appointed to Wilson-Jones 
Field Staff 
Harry L. Murdoch's many friends in the trade will be 


pleased to learn of his appointment to the sales organiza- 
tion of the Wilson-Jones Company, Chicago, to serve in the 


middle west 





HARRY L. MURDOCH 


For more than twenty-three years Mr. Murdoch was con 
nected with the Irving-Pitt Manufacturing Company. Dur- 
years of that period he was district 
When he joined the Irving-Pitt 


ing the last fifteen 
sales manager in Chicago 
sales force in Kansas City the company was a compara- 
tively small concern which he saw grow to be one of the 
foremost loose leaf enterprises in the world. When the 
consolidation with the Wilson-Jones Company occurred, 
Mr. Murdoch went along, serving in a sales capacity until 
August, 1929. Fy 
with the sales staff of the 


yr the three succeeding years he was con 
National Blank Book 
1933, he became asso 


Pryor, these two men acting as manu- 


nected 


Company at Chicago. Early in 


ciated with James D 


facturers’ representatives in the middle west with head 


quarters in Chicago. 


oe 
Jensen and Lehn Promoted by U. E. F. 


\lfred Jensen, formerly assistant sales manager of the 


accounting machine division of Underwood Elliott Fisher 


Company, has been appointed sales manager of that divi 


sion and F. D. Lehn has been made assistant sales man 


ager of the division 


Mr. Jensen has been in the employ of the Underwood 


Elliott Fisher Company for fifteen years. His duties have 


embraced a variety of constructive activities connected 





F. D. LEHN ALFRED JENSEN 


with sales problems that have brought him into personal 
contact with many men in the field. Soon after joining the 
sales staff of the company in 1919 he proved his ability by 
winning membership in the “All Star” Club. In 1922 he 


was appointed sales manager of the automatic feed machine 
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division. Seven years later he was made sales manager of 
the Elliott Fisher division, and in 1932, when the present 
accounting machine division was created to direct the sale 
of Underwood Elliott Fisher and Sundstrand accounting 
machines, he was appointed sales manager of the division. 

Mr. Lehn joined the Underwood Elliott Fisher organiza- 
tion in 1929 as chief accounting engineer, a position he 
continued to hold up to the time of his recent advance- 


ment. 


_— 

Straubel Heads GF Filing Equipment Division 
The General Fireproofing Company, Youngstown, Ohio, 
has announced the appointment of C. W. Straubel to head 
its filing equipment division. Mr. Straubel is well known 


to the readers of Office Appliances, having devoted the 
past twenty-five years to the filing equipment industry in 
both manufacturing and selling 

Among the new products being developed by The Gen- 
eral Fireproofing Company, in which Mr. Straubel has re- 
cently identified himself, is the GF “Super-Filer,” a new 
mechanized file which is just now receiving wide attention 
in the business world. 

Mr. Straubel’s early experience in the hling equipment 


field was gained in his father’s former organization at 
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Cc. W 

Green Bay, Wisc. Following his graduation from the Uni 

versity of Wisconsin in 1911, Mr. Straubel’s entire business 
life has been one of great activity and accomplishment. 

In 1917, Mr. Straubel took time out to volunteer for 

military service in the United States Army 

first officers’ train- 


Three weeks 
entered the 
At the end of the ninety- 


after war was declared he 
ing camp at Fort Sheridan, II 
day training period he was commissioned a second lieu- 
tenant of the field artillery. When the war ended, he had 
risen to the grade of major and was in command of a bat- 
talion of field artillery at Camp Jackson. 

Following the war, Mr. Straubel returned to the indus- 
try and for a period took complete charge of his father’s 
business during the latter’s illness. 

In the summer of 1932 he became identified with The 
General Fireproofiing Company and because of his 
splendid service and ability was appointed to his present 


position. 


es 

Horr Joins Victor Organization 
The Victor Safe & Eqipment Company, North 
wanda, N. Y., have announced the appointment of Cortland 
B. Horr as their sales representative in the central states. 
Mr. Horr has been active in the midwest for several 
vears in the filing cabinet and loose leaf industries and has 


Tona- 


many dealer friends who wish him suecess in his new con- 
nection 

For the present Mr 
his home, 334 South Fifth avenue, 


Horr will make his headquarters at 
LaGrange, III 
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Steel Equipment Corporation Purchase Completed 

An announcement to the trade by the Steel Equipment 
dated March 2, 
Steel Equipment Corporation 


Globe-Wernicke 


Corporation, Avenel, N. J., reads as follows: 
“For some five years, the 
has been operated as a subsidiary of The 
Cincinnati, Ohno. 
March 1, 1934, the Steel Equipment Corpora- 
assets of The Globe-Wernicke Com- 
have been acquired by the Security 
(Avenel, N. J 
independent unit.” 


Company, 
“Effective 
tion, and the 
New 


Steel Equipment ( 


entire 
pany in Jersey 
irporation of The new 
company will operate as an entirely 


Globe-Wernicke Company Comments 


According to J. S. Sprott, vice-president and general 
manager of The Globe-Wernicke Company, “This construc- 
tive step permits us to improve our facilities to serve the 
trade better by consolidating our manufacturing and sales 
general offices at Cincinnati 


activities at our plant and 


Recently we moved our eastern wholesale branch to the 


Port Authority Commerce Building, 76 Ninth avenue, New 
York 
house and sales offices 
Globe-W ernicke 
now have their orders supplied from Cincinnati, or 
New York City.” 

Spitzer Urges Survey of Government Offices 
\dmin- 


City, where we have combined our eastern ware- 


Dealers who have been obtaining 


merchandise from the Avenel plant will 


from 


the wholesale branch in 


\t a public hearing of the National Recovery 


istration in Washington on February 27, Ernest J 


Institute of Washing 


Spitzer, 
president of the Office Equipment 
ton, D. ¢ 


covery a committee composed of representative men in the 


, Suggested that to speed up national business re- 


office equipment industry be appointed to make surveys in 


a number of government offices and make recommenda- 


tions of time and labor saving systems and equipment. The 


surveys, made without obligation or expense to the gov- 


ernment, would disclose any unnecessary duplication and 


antiquated costly methods which would be discarded to 


promote facility and economy, 


said Mr 


“would then pass through the refining fire of dis- 


“The recommendations of such a committee,” 
Spitzer, 
cussion, with the consequence that the agreed upon results 
would be of predetermined benefit to the government, to 


the industry, to the raw material market and to the 
workers 
> 
Berger’s Chicago Office Moved 
Berger Manufacturing Com- 
The 


passenger eleva- 


The Chicago branch of The 


pany is now located at Suite 702, Builders building. 


new quarters are adjacent to the local 


tors, and receive daylight from two sides \ battery oi 
counter height files gives working seclusion for the sales 
engineers and draftsmen. The private office of Ham War- 
nock, Chicago manager, is close to the corner of the build 
ing, with convenient access to the outer office. 

Heretofore the The 
facturing Company received its illumination and ventilation 
light Now the 
branch staff has an abundance of good light and fresh air. 

a 
Kansas City House Under New Control 

The Old Mill Office Supply Company, Kansas City, Mo., 
McClure and J. B. 
Mayhew, who have 1322 
McGee street. Mr. McClure entered the office supply busi- 
1921. He was with the Gallup Map & 
Company. Mr 


Chicago branch of Berger Manu- 


from the well of the Builders building. 


Edwards F 
moved it to better quarters at 


was acquired in March by 


ness in formerly 
Mayhew was associated with his 
Goods sold by the Old Mill 


a full line of commercial stationery, filing 


Supply 
father in commercial printing 
concern include 
supplies and ribbons and carbons. 


= 
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Harry Bates Organizes Bates Laboratories Inc. 

Harry Bates, well known in the typewriter industry, is 
president of a Bates Lab- 
oratories Inc., which is composed of skilled originators, 
engineers, and patent experts. The company, in- 
corporated under the laws of the state of New York, is 
soliciting mechanical development work of all kinds, mak- 
mail. 


new organization known as 


new 


ing no charge for office consultations or advice by 





HARRY BATES 
(From an old photograph) 
Logically the new organization specializes in machines or 
prospective devices in the office equipment field. 

Mr. Bates was originally a newspaper man on the staff 
of the New York Herald. Later he became private secre- 
tary to late Hon. Timothy L. Woodruff, when he was 
lieutenant-governor of New York state. When Mr. Wood- 
ruff became president of the Smith Premier Typewriter 
Company, Mr. Bates joined the company’s staff. His next 
connection was with the advertising and sales departments 
of the Underwood Typewriter Company for several years, 
following which he was engaged in mechanical experiment 
for two or three years. In 1925 he joined the Remington 
organization doing special work under foreign manager 
John Zellers. 


————— 
Victor Davidson Advanced by Smith-Corona 
Victor H. Davidson was elected a vice president of the 
L. C. Smith & Corona Typewriters Inc., at a meeting of 
the board of directors March 7. He entered the employ of 
the company at Chicago about twenty years ago. While 
there, he made an exceptionally good record, and was pro- 
moted to the position of assistant manager. 
In 1924 he was appointed manager at Milwaukee, Wis.; 





VICTOR H. DAVIDSON 


years later he was made manager of the Boston 
In January, 1928, Mr. Davidson was called to the 
sales manager; later he became 
superintendent of branches. His many friends in the type- 


writer industry will be gratified to learn of this promotion, 


two 
branch. 
home office as assistant 











Meetings--Conventions--Dinners 


Third District Holds Regional Meeting 
The ninth annual convention of the third regional dis- 
trict of the National Stationers Association took place at 
the Hamilton hotel, Washington, D. ¢ 
27. William Brooks, Jr., governor of the district, 
He outlined the purpose of the meeting and the 


He referred to the ad 


, on February 26 and 
Henry 
pre sided 
plan for the operation of the code 
visory board and its success in establishing the ground- 
work used in creating the plan of operation, creating a bet 
ter feeling and an advance in favorable conditions 

Mr. Brooks then introduced the following visitors: 
of the Boston Stationers Association, rep- 
resenting District No. 1; Sidney Glick of Cleveland, repre- 
senting District No. 5; W. L. Jaques of New York, repre- 
14, and M. H 


Travelers Club 


James 


Cowan, president 


senting District No. Jackson, president-« lect 


of the Penn-Mar-Va 
Telegrams expressing regret at inability to attend the 
Brown of Pittsburgh 


meeting were received from John A. 
and Lou Hoelscher of Buffalo 

Mr. Brooks complimented the local committee on the ex- 
cellence of its work in arranging for the convention. He 
committee to select names 


f the National Coun 


then appointed a nominating 


from the third district as members « 


cil in code operation Committee consists of William 
Henry Brooks, Sr., chairman; Thomas L. Stagg, Daniel 
Smith, Al Robeson and Owen Spencer. 


\ committee consisting of C. A. Stott, chairman; W. P. 


Waddy and Jesse Kaufman was next appointed to nominate 
a regional governor and retail director 

General Manager Garvin of the National Stationers As 
sociation then opened the code forum. Mr. Garvin first 
an outline of the set-up for code administration. He 


last national conven- 


wave 
outlined the instructions given at the 


tion in Cincinnati as to what the code should contain and 


instructions had been fully complied with. 


said, desires definite statements of policy 


said that the 
The industry, he 
by manufacturers by agreement and not by governmental 
mandate, and he affirmed that the has it 
also has a provision for a uniform cost accounting system 


trade The code 
and there is a definition of distribution factors, including 
manufacturer, wholesaler, retailer and consumer 

William 


contained in the 


Stockett led a discussion of the definitions as 


commercial stationers code He men- 


arriving at definitions of 


He read the code by paragraphs 


tioned the difficulty in proper 


functions in the industry 
and a general discussion assisted in clarifying some of the 
details of code operation. The meeting went on record 
with an emphatic declaration that the commercial stationer 
should not be under the general retail code despite the 
fact that department stores, chain stores and neighborhood 
stationery stores are not now governed un- 
commercial stationers code. Stores 


code of the 


der the 


which are governed under the 


commercial stationers must have sixty per 


cent of commercial stationery to come under 


the code ré gulations 


David Porterfield of the United Typothetae 


reviewed the graphic arts code by sections 


and referred 
relation which his industry enjoys with the 


with warmth to the friendly 


stationery trade 


Herman Price, general manager of the 


Pencil { 
} 


Eagle ompany, presented the lead 


pencil code, which was discussed informally 


He explained that the pencil manutacturers 


tried to take care of all the provisions 


have 


1! NRA code premises to eliminate chisel- Ww. H 
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ing and give a reasonable equalization of wage rates, stabi- 
lizing the industry for the consumer. The code became 
effective February 27 with certain clauses in abeyance tem- 
porarily. 

The paper distribution code was next reviewed by Mr. 
Tew of the paper distribution code administration author- 
ity. A uniform method of arriving at cost and overhead 
Price changes 
must be The 
lowest price in any sales area becomes the base price for 
code au- 


had been adopted. Prices must be filed 


filed five days before becoming operative 
that area. He then outlined the set-up of the 
thority. 

The differential clause in the stationery code was the sub- 
ject of remarks by Woodson P. Waddy of Richmond, who 
reported that he had sent a questionnaire to fifteen whole- 

differen- 
the belief 


salers in a search for information regarding the 
tial. He said that the matter was governed by 
that the manufacturer, wholesaler and retailer must get to- 
gether and set up some plan on which to base differentials; 
that the manufacturer, if he sells direct, should sell at re- 
tail prices, and that the wholesaler should not sell at retail 
at all. Mr. Waddy read the several questions in his ques- 
tionnaire, in connection with which he read a letter from 
the Wholesale Stationers Association replying to his ques- 
tions. The answers in substance were: 

1. Retailers should not take part in conferences between 
manufacturers and wholesalers regarding differentials, be- 
cause the retailers have not the knowledge of wholesale 
distribution costs 

2. Query: Should 
right through to the consumer so that whatever differen- 


not the differentials be established 


tials be set up they will prevent both manufacturers and 
wholesalers concerned in agreements as to particular com- 


selling the consumer at the wholesale or 


modities from 
dealer price. Reply: This is a form of price fixing not yet 
allowed 

Answer to Question No. 3: 


distribution because of the need for demon- 


Some articles do not permit 
of wholesale 
stration 

Reply to fourth question: The efforts of the wholesaler 
to obtain price differentials are based upon securing extra 
discounts to cover their costs and not by reducing the dis- 
counts to the retailers. 

The sense of the meeting appeared to be that buying in 
quantity should govern the discount and not the function 
of the buyer, whether wholesaler or retailer 

The chair appointed a committee to draft a letter to be 
sent out by the National Stationers Association as a bulle- 
tin replying to the comment made upon the questionnaire 
differentials. The consists of Mr 
Stagg of Philadelphia, Mr 
burgh and Mr. Jaques of New York 

Annual Dinner 
adjourned for the 


regarding committee 


3arnes of Pitts- 


The meeting annual 
banquet held in the Gold room on the eve- 
William Henry 
presided as toastmaster. The 
Lieutenant 


ning of the twenty-sixth 
Brooks, Jr., 
speaker of the 
David H. Tulley, deputy 
the paper division of the NRA. 


evening was 
administrator of 
He related 
his introduction to the stationery industry 
code, and the discovery that it overlapped 


every industry in the United States except 


the anthracite coal industry He related 
experience with the code in its progressive 
steps, and said he expected action within the 


next two weeks 
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W. E. Hough offered the services of the Penn-Mar-Va 
Travelers to all dealers, and was seconded by M. H. Jack- 
son, the president-elect of the club, who gave a review of 
the development of that organization. 

A feature of the evening was the vocal duet by William 
Henry Brooks, Sr., of Woodson P. 
Waddy of Richmond, former president of the National 
Association. The selection to produce the tre- 
mendous effect was “Let Me Call You Sweetheart,” and 
the silvertoned tenor of the Sunny South blended beauti- 
fully with the ringing baritone of Philadelphia. It is re- 
ported that the applause woke the chickens in the market 
many blocks distant. The talent furnished by the Penn- 
Mar-Va Club then took charge of the meeting and gave 
some interesting entertainment including dancing and vo- 


Philadelphia and 


chosen 


cal and instrumental music. 


Second Day’s Session 


William Henry Brooks, Jr., regional governor, presided, 
and read a report from John A. Brown of Pittsburgh on 
hours of labor as contained in the commercial stationery 
code. Mr. Brown, who was unable to be present, gave a 
general review of the conditions to be met with under the 
code. He suggested staggering working hours and recom- 
mended arranging the attendance of the working force to 
cover the greater need in the best way possible. 

C. A. Stott said that the wage scale as outlined in the 
wholesale and distributing code was used for discussion. 
We must, he said, recognize the value of a man and cease 
educating men for others to profit by. Make analyses of 
your business so you can know how properly to compen- 
sate your employees. 

Philip P. Gott, manager of the trade association depart- 
ment of the Chamber of Commerce of the U. S. A., spoke 
on financing that, 
speaking, American business wants to create its own gov- 
erning bodies, which means that the financing burden is 


code authorities. He said generally 


borne by those who wish to see better conditions and are 
willing to forestall the establishment of a government set- 
up. All concerns under a code must comply with the con- 
ditions of the code whether they sign it or not. The rec- 
ognized code authority is a policy-determining agency. A 
trade association, therefore, is the natural agency to oper- 
ate as a collector of revenue needed to carry on the work. 
J. S. Sprott, vice-president of The Globe-Wernicke Com- 
pany, spoke on the furniture code, which he said has re- 
ceived many compliments. He said there was no question 
as to the benefits that have already been derived from the 
operation of the code. Had it no more than accomplished 
the elimination of national contracts and the complications 
arising from them, it would have paid for its operation. 
Jesse Kaufman told about the commercial stationer with 
He said there should be no serious 
He outlined the 


a manufacturing plant. 
problem if we are guided by the codes. 
Lucas Brothers, Baltimore, with whom he 


Lucas Brothers operate their manufactur- 


set-up used by 
is connected. 
ing plant without profit and the merchandising department 
carries all expense except manufacturing cost 

A general discussion, headed by Tom Stagg, covered the 
open price provision in the code. Mr. Stagg said that price- 
fixing done intelligently is beneficial; that if proper cost 
enforced, then prices will be approxi- 


accounting were 


mately the same. He pointed out the difference between 
the open price provision of the code and price-fixing. He 
urged the filing of fair prices which may not be the same 
as those of a competitor, but which must be profitable. 
The 
showing a membership that had tripled in the last year. 
York, 


Association: 


report of the Philadelphia Association followed, 


Reports of progress were made by the Penna., 
Washington, D. C., 
\ssociation. 


Association; 
Association and Baltimore 


Stationers 
Pittsburgh 
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The nominating committee reported for regional gov- 
ernor John A. Brown of Pittsburgh; for retail director, 
Steve Moriarity of Washington, D. C. These names will 
be presented tu the National Stationers Association at the 
Buffalo convention. 

Mr. Garvin then gave a resumé of the set-up of the Na- 
tional Council on Code Authority and told how the elec- 
tion of delegates to a National Council was conducted, a 
nominating committee being appointed in each regional 
district for the selection of six members of the code au- 
thority body from each district. 

A resolution from the Penn-Mar-Va Travelers Club was 
then read and placed on file and the meeting adjourned, 
seventy-five persons having registered. 

a 
Sixth Meeting of the Penn-Mar-Va Travelers 


This meeting was held at the Hotel Hamilton, Washing- 
ton, D. C., on February 25, with President W. E. Hough 
in the chair. 

The treasurer’s report was read by the secretary, show- 
ing a fair balance on hand, with a frozen bank balance 
which is expected to be released soon. Report of Secretary 
W. H. Cravens showed one hundred twenty members in 
the organization. Minutes of the previous meeting were 
read and approved, and W. E. Hough and Ben Wachtel of 
the educational committee reviewed the work done during 
the year, the sales development course being especially 
commended. 

Mr. Jackson, chairman of the hotel committee, said that 
further work should be done properly to readjust hotel 
rates which have advanced generally due to the operation 
of the NRA code. New members were reported on, and 
a drive was planned to increase the membership during 
1934. Then there reports from the entertainment 
committee, publicity committee, and a convention commit 
tee on work done in connection with the regional meeting 
to be heid the following day. On motion, the chairman 
of the hotel committee was instructed to solicit no further 
concessions from hotels, but to learn what conditions are 
to be and to report to the club. Various routine matters 
were taken up, after which Ben Wachtel was elected Phil- 
adelphia publicity and news item representative. 

W. H. Cravens, Fred Fenne and M. H. Morgan were ap- 
pointed a committee to investigate the subject of group in- 


were 


surance for club members. 
Walter Stringer, George 
were appointed a nominating committee. 
A box of candy was voted sent to Miss Jean Stringer, 
She is the daughter of 


Harscheid and C. H. Everly 


who is the mascot of the club. 
Walter Stringer of Philadelphia. 

The nominating committee reported for president, M. H. 
Jackson; first vice-president, Ben Wachtel; second vice- 
secretary, W. H. Cravens; 
The foregoing list of officers were 


president, A. E. Peterson; 
treasurer, C. P. Garvin. 
elected by unanimous vote. 

The three members attendance 
Bert Brewster, Nelson Bushnell and Walter Stringer. 

A resolution was ordered prepared to be presented to 
the third regional district meeting, offering further service 
to dealers in the district. 

A rising vote of thanks was presented to W. A. Hough, 


receiving awards are 


retiring president, for his fine work during his term of 
office. Mr. Hough is connected with The Victor Safe & 
Equipment Company, North Tonawanda, N. Y. 

SE ———— 


Bank and Commercial Stationers Discuss Code 

A group of members of the American Institute of Bank 
and Commercial Stationers met at Chicago March 13 to 
discuss the NRA code as applying to that branch of in- 


dustry. The session was held at the Palmer House. 
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Ninth Regional District Stationers Convention 
Nomination of P. 7 
ton, Texas, as district governor; of W. ( 


Pearce, the Cargill Company, Hous 
Northern, Staf 
ford-Lowden Company, Fort Worth, as retail director, and 
the selection of San Antonio as the 1935 convention city 
marked the annual convention of the Ninth Regional Dis 
trict, National Stationers Association, which took place at 
Houston, March 22 and 23 


the following delegates to the 


The committee also nominated 
National Council G. T 
Buchanan, Buchanan Stationery Company, Wichita Falls; 
G. A. Bone, Kelly Jone 
Pearce, The Cargill Company, Houston; William C. Clegg, 
Neill Stewart, 


Forms will b« 


Printing Company, Waco; P. 1 


The Clegg Company, San Antonio, and W 


Stewart Office Supply Dallas 


sent out from Washington with the names printed thereon, 


Company, 


and the election will determine who will be chosen 


Approximately 150 persons were present, of whom a 


number were from other parts of the country, including 
General Manager C. P. Garvin, Washington; George Wol- 
cott, vice-president of the Wilson-Jones Company, Chi- 
Brainard, president, The General Fire 


Bill Hough of Victor 
Tonawanda, N. Y.; 


cago; George ( 
proofing Company, Youngstown, O.; 
Safe and Equipment Company, North 
Al. Skibbe of the 


number of others 


Associated Stationers, Chicago, and a 
An encouraging atmosphere of opti 
mism dominated the 
Governor William C 
good attendance; 


meeting 
Clegg, opening the meeting, com- 
importance of code dis 
cussions, and the problems to be brought up. In the dis 
said, a board of control made up 
National 


as closely as possible 


mented on the 
cussion of the code, he 
\ssociation would pre- 
the set-up at Wash 


of past presidents of the 
side, following 
follow 
Clifton 


ington when the code was up for discussion. The 
Neill Stewart, Dallas; E. 
Ogden Pierson, New Orleans. 


ing were appointed: W 
Wilson, Houston, and J 
P. T. Pearce of Houston made the address of welcome 
General Manager Garvin spoke on the work of preparing 
le, which was signed by the President on 
said that there is hardly a firm in this in- 


the stationers’ c 
March 16. He 

dustry that does not have the exclusive territorial agency 
for one or more lines, hence the stationers are classed as 
retailers, not distributors He said that the critics had 
been free with their objections, but none had come forward 
suggestions for doing the job of code 
firm 


with constructive 
formation any better than it was being done. Any 
which does not give its full support to the new code ob 
structs the work of the government in bringing the nation 


out of the depression. The speaker outlined on a black- 
board a chart of code operation from the General Cod 
Authority or Co-ordinating Committee, through other 
branches down to the smallest stationer 

Al. Skibbe of read the code, paus 


ing after each division to permit discussion 


Associated, Chicago, 


read a number of communications, and 
Waco and E. ( 


to draw up an appropriate resolution 


Che chairman 


named a committee—Leslie Gardner of 
Wilson of Houston 


on the death of S. L 


ton, who passed away on March 21. 


Dealy, an old-time printer of Hous 


Adjournment for lunch. 


Thursday Afternoon’s Session 


The session opened with an address by George C. Brain 


ard, president of The General Fireproofing Company, on 
“The 
document, 
emphasized those parts which he regarded as most impor- 


Business Furniture Code.” He read portions of that 


explaining the meanings as he went along. He 


tant This code applies to the manufacturer, but not to 
the buyer and seller of used furniture 

The discussion of the stationers’ code was again taken 
up and was completed at this session 

Regarding discounts between stationers, Mr. Garvin said 


this is permitted, provided the same discounts are given all 
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Discussing hours for outside salesmen, Mr. Garvin said 
in order to be classed as an outside salesman one must 
spend not less than sixty per cent of his time in outside 
would apply, he believed, to business 


selling The same 


equipment service men and delivery boys. 
Friday Morning’s Session 
\t this session W. Neill Stewart presided, pinch hitting 
for Jess M 


Beck, retail director, who was unable to be 
present. Al. Skibbe of Chicago gave a rousing address on 


“Contraction vs. Expansion,” in which he noted the para- 
dox that, in a land overflowing with the necessaries and 
the luxuries of life, many people are in want. However, 
a business chart recently compiled showed business only 
fifteen per cent less than normal, whereas a year ago it 
per cent below normal. Mr. Skibbe criticized 
NRA, and concluded his remarks with a 


statement to the effect that we need more mass confidence, 


was fifty 
the crifics of the 


and that we are entering a new era that will give us greater, 
cleaner and more porfitable business. We should not abate 
our efforts. Mr. Skibbe’s remarks were roundly applauded 

Otto H. Eisenlohr of the Dorsey Company, Dallas, made 
a fine address on “The Importance of Cooperation Among 
Local Associations.” Mr. Eisenlohr was eloquent, forceful 
and convincing. “We must possess a spirit of cooperation, 
of faith and of progress if we are to succeed From 


the past we may derive lessons which will enable us to 


build a permanent structure for the future. The code is 


not a panacea, nor is it so intended. We must have whole- 


hearted cooperation.” 


Srief remarks followed from representatives of local 


associations, including William Dumestre, 
San Antonio Stationers Association; A. H. Penland, presi- 
Flotte, Jr., of the New 


pre sident of the 


dent of the Houston group, and J. J 
Orleans association. 

E. Clifton Wilson, reporting for the 
mittee, read a resolution on the death of Mr 


resolutions com- 
Dealy, while 
the assemblage stood in silent tribute. 

On the completion of routine business the convention 
adjourned to meet next year at San Antonio 


Entertainment 

A luncheon was given at noon on the first day of the 
convention, followed by a banquet that evening, where, in 
addition to other forms of entertainment, addresses were 
made by Dr. Lawrence Wharton on “Atmosphere,” and 
by C. P. Garvin on “Sales and More Sales.” 

Golf on the afternoon of the second day, followed by 
a buffet dinner and entertainment that night by the Texas 
Oklahoma Travelers Association completed the entertain- 


ment features. Those who did not care to play golf were 


invited to the races at Epsom Downs.—BCR 
Note 


necessary for the preparation and sending of the report Office 


Owing to the date of the convention and the time 
Appliances was obliged to condense Mr. Reber’s excellent ac- 
count of the meeting. We expect to publish in the following 
issue, however, some highlights of the event that will remedy 
whatever omissions may here be discovered 
Tex.-Okla. Travelers Meet 

Annual meeting of the Texas-Oklahoma Travelers took 
March 22. William Elliott, The 
Conklin Pen Company, was elected president; Sam Plant, 
The Globe-Wernicke and William 


Pickering, Eberhard Faber Pencil Company, treasurer. O 


place at Houston, Tex., 


Company, secretary, 
D. Mann, manufacturers’ agent: T. H. Hanson, National 
Blank Book Company; Ward Silliman, Sengbusch Com- 
pany; C. R. Wakefield, Parker Pen Company; and R. F. 
sinney & Smith, were elected vice-presidents in 


President L. H 


Lanham, 
McDaniel presided at 


ee 


the order named 
BCR 


the meeting 


ws 
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THE CHICAGO BANQU ETEERS 

In celebration of the fact that the 
Chicago office of the Royal Type 
writer Company exceeded its quota 
in January the members of the Ch 
cago staff put on a banquet The 
event took place at the St. Clair ho- 
tel. Manager Jones led the march to 
the table, and following a steak dinner 
there was entertainment under the 
guidance of Bill Brown, toastmaster 
: V. Nichols was scheduled to sing 
one song, but is said to have put 
over three Manager Jones played a 
saxophone solo surprising every 
body, and Mr. Miller proved himself 
a master at the piano. Others who 
contributed to the features of the 
evening by speech or song included 
Marcus Harwitz of the Regal Type- 
writer Company New York: John 
Roberts, Al. Tomek, Bill Hamill, 
Jack Culpeper, Sam. Zemansky. Jack 
Teeter played the banjo and W. E. 
Roberts gave piano selections, fol- 
lowed by “Pop Daniels and Mr. 

Siglioch, who made speeches. 


Narcus Brothers Receive Testimonial Dinner 

The stationery firm of Narcus Brothers, 24 Pleasant 
street, Worcester, Mass., were given a testimonial dinner 
recently in recognition of the twentieth anniversary of the 
founding of the house by Frank and Louis Narcus. Nine 
teen persons were present, among them being a number of 
former newsboys who, as youngsters, were associates of 
the Narcus boys in selling The Worcester Telegram and 
The Evening Gazette on the streets of Worcester mor 
than a score of years ago. 

The dinner took place at the Bancroft hotel, and the 
committee in charge included Louis Kahn, chairman; 
David B. Shreiar, Martin Hobbs, Hyman Brodsky, John 
Baxter and David Swartz 

Mr. Kahn was toastmaster and distinguished himself in 
that position. Each person present was called upon and 
made brief remarks. Some interesting reminiscences were 
brought out, particularly of the days when Frank Narcus 
was called king of the newsies and held undisputed do- 
minion over the Harrington corner. Toastmaster Kahn 
was a former newsboy associate, and was able out of his 
own recollections to add more than a little to the interest 
of the evening 

To the regret of themselves and all present at the dinner 
several of the invited guests were obliged to absent them 
selves because of the inclemency of the weather. It is said, 
however, that every former newsboy associate of the Nar- 
cus Brothers was present. For them sub-zero tempera- 
tures had no terrors 

On February 12 to 17 inclusive Narcus Brothers held a 


twentieth anniversary bargain sale 


New York “Super-Cop” Addresses Typewriter Men 

At the regular March meeting of the National Type- 
writer and Office Machine Dealers of New York at the 
Advertising Club, New York City, the typewriter men 
present were interested in an address by Capt. Ayres of 
the Missing Persons Bureau of New York City. The cap- 
tain insisted upon referring to himself as a “cop.” He 
is two-fisted and keen eyed, and proved himself a good 
speaker by making a stirring appeal to the members to 
shoot square in all their business activities. He said that 
many in their quest for success lose the esteem of their 
fellow-men. Such success is a hollow achievement. To 


the astonishment of his hearers, the captain referred to 


the entire social body as a group of potential law-breakers 
but he proved his statement by referring to the unpopu- 
larity of the policeman’s daily routine 

The business session was taken up with a discussion of 
cooperative advertising under a common association head- 
ing in the classified telephone book. The members voted 
approval of the proposition presented. There was also 
some discussion with regard to extension of cooperative 
efforts in the use of display space in the New York news- 


papers 


i 
— 





Following the recommendation of the committee, the 


members approved the arrangements made for the asso- 
ciation’s imprint brand of typewriter ribbons. The pos 
sibility of extending this cooperative buying to include 
other factors was discussed, after which the meeting ad- 
journed 
OO 
Chicago Office Appliance Men Gather 

The regular March meeting of the Chicago Office Appli- 
ance Managers Association was held on the evening of the 
ninth at the Medinah Athletic Club. The speaker of the 
evening was C. O. Byam, general office manager of Armour 
& Company. His talk developed into a question and an- 
swer discussion which proved so interesting that it con- 
tinued well along in the evening. In telling of the readi- 
ness of Armour & Company to receive office appliance 
salesmen, he made the remark that the company was ready 
to spend a dollar at any time to save a dollar. He said the 
door was always open to salesmen offering anything new 
in articles for office use. 

Harry Ross, office manager for Bordo Products Com- 
pany, was a guest, as was Kenneth McClellan of L. C 
Smith & Corona Typewriters, Inc., son of the late George 
W. McClellan, one of the founders of the Chicago asso- 
ciation. 

The Chicago association has expanded some in recent 
months. The new members include W. D. Lawrence of 
Felt & Tarrant Manufacturing Company; E. L. Capehart 
and F. M. Farwell of International Business Machines Cor- 
poration; Harry Cross of Dictaphone Sales Corporation; 
Van W. Evans of Standard Mailing Machines, Inc., and 
G. A. Foxcroft of L. C. Smith & Corona Typewriters, Inc. 

eee Dla 

Cleveland Office Machine Men Discuss Rentals 

Members of the Cleveland Typewriter and Adding Ma- 
chine Dealers Association met at Hotel Allerton on Tues- 
day evening, March, 13, for their usual business meeting. 
President Walter (“Doc”) Hanson presided. The prin- 
cipal discussion of the evening was on the raise in prices 
on rentals and overhaul work, these advances being con- 
sistent with the raise in wages and other operating ex- 
penses. 

On March 6 the officers of the association met with the 
managers of the local typewriter manufacturers at the 
Shrine Club. Discussion centered around prices on rentals 
and repairs and was mutually satisfactory —AED 

ee 
“Old Timers” and “New Timers” 

The salesmen of the Chicago branch of the L. C. Smith 
& Corona Typewriters Inc., held their regular monthly 
sales meeting Wednesday evening, March 14, at Adolph’s 
restaurant, where they partook of a very enjoyable din- 
ner. The “New Timers,” who were the losers in the Feb- 
ruary sales contest, entertained the “Old Timers.” After 
the dinner the salesmen retired for a little card playing. 











Kansas Book Dealers Meet 
On Monday and 19 and 20, at the 
Hotel Kansan in Asso 


ciation held its annual convention was an attend 


Tuesday, February 


lopeka, the Kansas Book Dealers 
l 


There 


ance of something over two hundred persons and _ the 


meeting was lively and constructive Che displays of mer 


chandise were interesting and valuable. They were ar 


ranged around the outside of the room, while the meeting 
proper took place in the 
Topeka was selected for the 


convention All 


center 
1935 meeting at the closing 
officers and directors were 
Marple, who was 
succeed Charles L. Mitchell of To- 
Phil M 
as president of the 
Endacott, Manhattan, 


session of the 


reelected, with the exception ol Robert 


elected a director to 


resigned because of illness Anderson 


peka, who 


of Newton entered his fifteenth vear 


association. Other officers are L. H 


vice president; George Gieger, Leavenworth, secretary 


treasurer, and Mary C. Stromberg, Newton, acting sec 
retary-treasurer The directors include Messrs. Enda 
cott, Gieger, Marple, Mason McCarty of Emporia and 
Harry Tibbs of Kansas City 


he $100,000 tablet contract was let to the H. D. Lee 


Mercantile Company, Kansas City The contract for 100 
gross of notebooks with the K. B. D. A. imprint was let 
to the Wilson-Jones Company, Chicago 

Among the important matters passed at this meeting 


was a series of resolutions with preambles on the code 


governing the fountain pen industry. The preamble states 
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MEMBERS OF THE SALT LAKE CITY, UTAH, BRANCH AND OGDEN SUB-BRANCH STAFFS OF 
WITH THEIR GUESTS AT THE SECOND ANNUAL PARTY GIVEN BY BRANCH MANAGER F. H 
Petersen, Mrs. C. L 


J Ss Horman, Mr. J H 
Rowley, H. E 


Mr Andrus, Miss Marvel Middleton 
Carmen, Mr. Carmen, Wendell Rowley, Mrs 
Tr. M. Melde, Miss 


Montague 1. L. Decker. Mr 


Audrey Livingstone, 
Decker, Iver Thelin 





Petersen, Mr 
Daley, Miss Berenice 
James Graves, Mrs. Graves, James Jarman 


Miss Blena Russell, Chase Pratt, Miss Mary Arrington, Mrs. J. R 
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PHILADELPHIA LION 
HUNTERS” OF THE 
ROYAL TYPEWRITER 
COMPANY ASSEMBLE 
UNDER CHIEF JACK 
WOLLE TO DISCOVER 
NEW WAYS OF EXCEED- 
ING QUOTA At the right 
of ‘‘Oscar,’’ the baby lion 
on the table at the banquet 
of the Royal live wires of 
the Philadelphia office, are 
Manager Wolle and Fore 
On the left is 
Cashier Taylor 


man Steele 


that the leading fountain pen manufacturers have drawn a 
code governing the fountain pen industry and have asked 
that it be accepted by the government; that the life of the 
industry depends upon the retail distribution of the prod- 


uct; that the manufacturers drew their code with too 
little consideration for dealers and that it is the sens 
of the Kansas Book Dealers Association that the pro- 
vision of the fountain pen code, which reduces the re- 


tailer’s discount, is unreasonable in that the reduction rep- 
resents the actual net profit the retailer has derived from 


the product in the past. It was also resolved that the pro 


vision of the code which obliges the retailer to levy a 


charge upon the customer for the repair of pens under a 


long term guarantee is unfair to the retailer and to the 


customer because manufacturers have always advertised 


their product to be unconditionally guaranteed 


The K. B. D. A. 


of fountain pens on the 


also took issue with the manufacturers 


charge of fifteen per cent for re- 
turn or exchange of new merchandise and with the manu- 
facturer’s refusal to exchange discontinued colors or obso- 
This, the association de- 


lete merchandise at any price 


clared, will force the dealer to suffer unreasonable loss, 


since manufacturers often change colors, mechanisms and 
designs and advertise them nationally. 

It was resolved that 
Hugh S 


the fountain pen manufacturers association 


a copy of the resolutions be sent to 


Johnson and to each of the members of 


General 


; 


yee: 


THE UNDERWOOD ELLIOTT FISHER COMPANY 
HALL.—-Seated, left to right, are Mrs. C. W. Andrus, 
Sadleir, Mr. Sadleir, Mrs. Hall, Mr. Hall, Mrs. R. E 
Daley, Dale Roberts and Miss Ruth Pedersen Standing, left to right, are 
Miss Nellie Ackley, Hy Facer, Miss Ida McGregor, E. F. Montague, Mrs 
Brown and Mr. Brown 
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Pencil Manufacturer Is Optimistic 
Eberhard Faber, president of the Eberhard Faber Pencil 
Company, Brooklyn, N. Y., 
birthday March 14. Before 
Pinehurst, N. C., Mr 


business conditions 


celebrated his seventy-fifth 
leaving for his winter home at 
Faber expressed himself regarding 
“[T have seen depressions come and 
their earmarks. The end of the four year 


go, and I know 


depression took place at the end of 1933. But now that the 


depression is over,” Mr. Faber remarked, “it is up to in- 
dustry itself properly to administer the National Recovery 


\ct and get the best out of it; not only for the manu 





EBERHARD FABER 


facturer, but also for the worker, the consumer and the 


distributor.” 
Mr. Faber 


Roosevelt make 


indicated that he was in favor of having 

President tariff adjustments. 
Mr. Faber is a member of the National Code 

president of the United States Trade Mark Association, 


pencil 


Authority, 


and qualifies as a pioneer in the American lead 
father, Eberhard Faber, Sr., established a 
business in New York City in 1849, and in 1861 
Manhattan is said to be the first 


of the large pencil factories which have 


industry. His 
pencil 
erected on Island what 
made this coun- 
try so widely known as a center of the lead pencil indus- 
try. The elder Faber passed away in 1879 and was imine- 
diately succeeded by his son, the present Eberhard Faber, 
then a young man of twenty. 

The 


commenced the 


Fabers come from a family of pencil makers who 


manufacture of pencils in Nuremberg, 
Bavaria, Germany, in 1761. 

In 1894 the 
American business, and a few years ago it was incorpo- 


rated under the name Eberhard Faber Pencil Company. 


house of Eberhard Faber became an all- 


—— 


Rand Charges Revolt “by Brain Trust” 
According to the March 24, J. H 
Rand, Jr., of Remington Rand, Inc., and chairman of the 
Nation, made charges that the “brain 


Chicago Tribune of 


Committee for the 
trust” within the Federal administration is acting to pro- 
voke 
into the record of a congressional hearing a letter by Dr. 
William R. Wirt, an Wirt 
quoted the professorial assistants of the administration 
“We believe that we have Mr. Roosevelt in the mid- 


“revolt among the masses.” Mr. Rand introduced 


educator of Gary, Ind. Dr. 


thus: 
dle of a swift stream and that the current is so strong that 
he cannot turn back or escape from it. We believe we can 
keep Mr. Roosevelt there until we are ready 
with a Stalin. We all think that Mr 


only the Kerensky of this revolution.” 


to supplant 
him Roosevelt is 
Dr. Wirt indicated that he was willing to testify before 
House of Rep- 
are plotting a 


committee of the 
trusters” 


the interstate commerce 
resentatives that 
revolt in the United States. 


certain “brain 
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Business Exposition Conducted by Wilson in 
Houston 
Wilson's first annual Business Exposition was conducted 
by the Wilson Stationery & Printing Company, Houston, 
Tex., on Saturday, March 24, and on the following Monday, 
Tuesday and Wednesday. The exposition was held in the 
Wilson store at Prairie and Fannin streets, Houston, and 
the business public from eleven A. M, 
Besides the display of the 


was thronged by 
until P.M. each day. 
many lines of commercial stationery and office equipment 
handled by the Wilson company, the following guest ex- 
hibitors showed new equipment for the office, store and 
factory: The Addressograph Agency, Burroughs 
\dding Machine Company, Comptometer Company, United 
\utographic Register Company, Ditto Duplicating Ma- 
chine Sales Company, Ediphone Company, Monroe Cal- 
National Cash 
Inc., Underwood 


nine 


Sales 


culating Machine Company, Register 
Company, Todd Sales Company 
Elliott Fisher Company. 

The impressive mail publicity used to advertise the ex- 


and 


First was a 7x5 card printed 
This card 
simply announced the exposition and gave the date. Next 
came another card of the same size printed in orange and 
black giving more detailed information as to what was 
This 


was followed by a 7x10 folder printed in black, silver and 


position is worthy of note. 
in blue and white in modern sans serif type. 


to be displayed and the names of guest exhibitors. 


green and carrying on the cover page a rolling ball symbol- 
izing business being propelled by the word “Forward.” The 
inside pages contained descriptive and informative copy 
anent the exposition. 
eaedililaicdiien 
Reynolds Joins Josephson Sales Staff 

H. B. Reynolds has joined the sales organization of the 
Josephson Manufacturing Company, 633 Broadway, New 
York, N. Y., 


ticular emphasis will be 


devoting his time to sales promotion. Par- 
given to the new “Noetape” en- 
now 


which the organization is 


The line is distributed through dealers, and Mr. 


velope, putting on the 


market 





H. B. REYNOLDS 


Reynolds has a dealer background which should be helpful 
to the trade. He will have headquarters at the New York 
office. 

Mr. Reynolds was manager of the stationery and print- 
ing departments of George Brothers, Lincoln, Nebr., when 
he was plucked from the prairies to join the National Fiber- 
stoK Envelope Company, Philadelphia, Penna. That was 
in 1925. 
perience in selling and showing dealers how to sell. He 
adopted his new role readily, with a keen analytical pres- 
entation as to what members of his line were best suited 
to his dealer trade, and to the customers who bought and 


In the years succeeding he had had a wide ex- 


used his product. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; H. T. Griswold, Sanford Manufacturing Company, 
Chicago, Ill., vice-president, manufacturers’ division; Harry G. Horder, Horder’s Inc., Chicago, Ill., vice-president, wholesalers’ 
division; Lou H. Hoelscher, Hoelscher Stationery Company, Buffalo, N. Y., vice-president, commercial furniture division; W. 
E. Hough, Victor Safe @ Equipment Company, North Tonawanda, N. Y., vice-president, field division; Percy Grand, Grand 
& Toy, Toronto, vice-president, Canadian retailers’ division; R. Norman Brown, Brown Brothers Ltd., Toronto, vice-president, 
Canadian manufacturers’ and wholesalers’ division; Charles A. Lent, Brown, Lent & Pett, New York, N. Y.., vice-president, bank 
and commercial stationers division; William E. Stockett, ]r., Stockett-Fiske Company, Inc.. Washington, D. C., treasurer; Wood- 
son P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin. Washington, D. C., secretary and general 


manager. 


Regional Governors 


No. 1. Frank H. Fargo, 
Bridgeport, Conn. 


pany, Birmingham, Ala. 


No. 5. Jack Fecho, Bur- 

No. 2. C.. M. —, Geer- rows Brothers, Cleveland, 
Dusa ompany, ames- Ohio. 

No. 3. William H. Brooks, No. 6. G. O. Stevens, Ste- 


vens-Maloney Company, 


r. William Murphy’s Chicago, Til. 


ons Company, Philadel- 
phia, Penna. 


No. 7. B. J. Bristoll, Koch 
No. 4. William J. Douglas, rothers, Des Moines, 
Zac Smith Stationery Com. Iowa. 





Herman Cast, West- No. 11. J. H. Gonyea, The 
Stationers, Tacoma, Wash. 


No. 8. 
ern Lithographing Com- 
pany, Wichita, Kans. 

No. 12. Harry J. Stratford, 

Neal, Strattord & Kerr, 

No. 9. William C. Clegg, San Francisco, Calif. 
The Clegg Company, San 


Antonio, Tex. No. 13. T. V. Bell, Thos. 
V. Bell, Ltd., Montreal, 
Canada. 
No. 10. William Mason, 
ir, Out West Printing & No. 14. John J. O’Brien, 


Stationery Company, Colo- . J. O’Brien & Sons, New 
rado Springs, Colo. ork, N. Y. 


General Offices and Information Bureau—-525 Investment Building, Washington, D. C. 


Place and date of next annual convention 


National Convention Plans 
Che twenty-ninth annual convention of the National Sta 
tioners Association will open with group sessions the morn 
ing of Monday, June 4, 1934, at the Hotel Statler, Buffalo, 
N. Y., according to recently announced plans 
Prior to the convention, on Sunday, June 3, there will 
be meetings of the National Executive Committee, of the 
Board of Control, the Field Division, and of Districts 2, 4 
and 5 for the purpose of preparing for the general sessions 
to follow on Monday, Tuesday and Wednesday 
The group meetings on Monday morning, June 4, will b« 


as follows 


10 A. M. Meeting of the Central Industry Committee 
10 A. M. Meeting of Field Division. 
10 A. M. Meeting of National Council 


a. Here will meet the delegates elected from each district 
to the National Council for the 
a National Code Authority 
all distributor or wholesaler members of the trade as 


purpose of electing 


This meeting is open to 


defined in the code and whether non-members or mem- 
bers of the National Stationers Association 

Meeting of Manufacturer Code Authorities. 

At 1:30 in the afternoon will come the first general ses 
room of the Hotel 
\. Morgan. At 


this session, there will be addresses of welcome and re 


sion of the convention, in the ball 
Statler, presided over by President Harry 


sponses, the report of the president, the report of the gen- 
eral manager and coordinator, and of the other officers 
At this session, the convention will act upon necessary re- 
visions of the by-laws to coordinate the activities of the 
association in line with the workings of NRA. There will 
be two addresses at this session on widely discussed sub- 
jects. 

On Tuesday, June 5, there will be a joint session in the 
morning. At this session, there will be received the report 
of a sub-committee of the Department of Commerce of 
which Charles P. Garvin is chairman, and this report will 
indicate policies on the formulation of suitable trade prac 
tices in distribution and in production. There will also be 


speakers on the Wood Cased Pencil Code, the Business 


Hotel Statler, Buffalo, N. Y., June 4,5 and 6, 1934. 


This 
will be followed by an open forum until luncheon. At 2:00 
P.M. the 
the mezzanine floor, and at the same time, the 
floor in the 
devoted to 
The 


manufacturers’ meeting will be devoted to a program now 


Furniture Code, and on open price plans in codes 


dealers will reconvene in the Chinese room on 
manufac- 
session on the same 


turers will go into 


Georgian room. The dealers’ meeting will be« 
a full afternoon's convention of the distributors code. 
special manufacturers’ 


being prepared by program com- 


t 


mittee. Tuesday evening will be open for continuation « 
any of the meetings not finished during the day and for 
any groups who wish to have special meetings 


W ¢ dne sday 


cers for the 


morning the dealers will meet to elect ofh 
Distributor Wholesaler Division of the asso- 
ciation. A nominating committee made up of members of 
the National Council will bring in a report nominating the 
National Code Authority The meeting 
will then resolve itself into a committee of the 


code administration. At 


members Of the 
whole for 
the purpose of conference on 
10:00 o’clock on the same morning, the manufacturers’ divi- 
sion will reconvene in a session devoted to manufacturing 
problems. On Wednesday afternoon there will be a gen- 
eral session. All visitors and delegates’ reports will be re- 
ceived from the convention committees and the industrial 
advisor. There will be an address on the year ahead and 
the election of association officers for the ensuing year 

It is planned at the convention to have a meeting of the 
Commercial Stationers Distribution Recovery Committee 
This is a committee which has functioned throughout the 
year on many phases of the business affecting distribution. 
It is planned at the convention to round out an organiza- 
tion of this committee, to open up its membership to all 
distributors who wish to participate in the work, to create 
an executive committee for a definite setup which will per- 
to have a definite 


mit distributors everywhere representa- 


tion on all matters affecting distribution 


At the convention will be created a new division which 


will be open in membership to all distributors, either whole- 


sale or retail, who come under the definition as outlined 
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18000 DAYS 


This company is now completing its fiftieth year. And 





it has always been under one management. There was 
need for the Mimeograph in the expanding world, a 


fact made strikingly apparent by the important place 


which it now occupies in business and educational activ- 





ities. Its rapidly whirling cylinder has brought revolution 


to duplicating methods. Its ability to deliver exact copies 
of all kinds of forms, graphs, letters, illustrated bulletins, 


etc., at high speed and low cost, has made it a big factor in 







modern economy. And it is efficiently serviced throughout 
the world. More than 18000 days ago, when Chester A. Arthur 
was President of the United States, and practically all letters 
were still written by hand, this company was founded. Progress! 


A. B. Dick Company, Chicago 


MIMEOGRAPH 


















































“f) 
in the Commercial Stationers Code This division will im 
pose no inequitable restrictions upon membership and any 
firm ir Stationer in the United States who comes under 
the definition will be eligible tor membership 

Due to the new setup caused by the code, it will be neces 
ary for the convention to vote on important changes in 
the by-law Che me mbership everywhere will be notified 
thirty davs before the convention as to these changes and 


action will come at the conventior 


There will be suthcient entertainment tor everyone On 


Monday night, the 


ing party and entertainment tor a 


Buffalo Stationers Club will give a dan 


delegates and visitors 


registered at the nvention. On Tuesday and Wednesday 
the ladu “\ have sight-seen trips to Niagara Falls and 
Canada, luncheons and some bridge parties On Wednes 
day night wil ome the big annual banquet Plans are 
being made for a most unusual affai 
> 
Sixth District to Meet in Chicago 

al rate pt irat ns are being made tor the regional 
meeti f é listrict of the National Stationers As 

, ' 1 be held in Chicago, April 19 and 20 
at the Cor tel \tter inding out some of th 
dealers in the territory, those in charwe are confident that 
1 re itte , ill be achieved. Code and other mat 
t \ ssed Che plans are being perfected by 
in « tte i ‘ Oliver Stevens of Ste 
ens, Maloney & Company, regional governor of the dis 
trict uirmat Other members include Al Skibbe, 
\ iat Ss Supply Company; Russell Carpet 
t Sant | Mar facturing ( mpanv: Creores Cormack, 


Wiilsor re Companv: Fred Coggin, Boorum & Peas« 


all-Jackson Company 


( 1 il {) i | cline M i! 
Wa S1 rder’s; Whalhia Bruner, Office Sta 
tionerv & | juipment ( mpany | in Lund, Englewood 
} 1c Print ( ny Adrian Davy The Globe Wernick 
( mpany N ri il Pearce. EK bet ird Faber James Prvor 
ane rt ‘ inutacturers representatives; William 
Schuste thor Blank Book Company; | Tracht, Uni 
ersityv | k S ind Wilhan \dams f the Gibson Art 
( mpat 

Othe t ire nance eaded by M Skibb« 











business prograt 


istration at eption, Mr. Coggin; 
Mr. Steve tel, also Mr. Stever publicity, Mr. Schus 
t entertais nt. Mr. Short 

Phi was tortunat tain the famous Josef 
{ i i t linnet the popular night clul 
i the Cor | with a fine | vrai f entertai 

nt ' xcellent dation na m 
r i ' era i ind di itions, and 
. Ls il stra \\ idcasts 1 htly vert 
ta or KY \\ 

t ules ¢ nor t trom Northwestert 

! t Ly ers! { iL t discuss eK 
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nomic topics; John Ogren; Harry Horder, code authority 
for paper; Jerry Sprott, The Globe-Wernicke Company, 
code authority for metal furniture, and H. B. Elmer, Eber 
hard Faber Pencil Company, code authority for wood 


1 
cased penctts 


If the weather its favorable for golf durt meeting, 


such members as wish will be accommodated by a leading 
Chicago club 

The registration is expected to be the largest of any 
evional meeting held heretofore The fee, $5.00, includes 











\ GLIMPSE OF THE FAMOUS JOSEF URBAN ROOM 
WHERE THE CONVENTION DINNER WILL BE HELD 
lunch, banquet, including floor show and dancing Extra 


the dinner, $2.00 eacl 
Booksellers 


attendanc« ofits me 


ickets 1 
Che Ilhnots 


representative 


and Stationers Association has 


assured a mbers 


Publicity for the meeting was arranged in the form of 


colored stickers You Have a Date with Us at the Sixth 
District Meeti Stationers and manuiacturers of Chi 
ac distributed 25,000 of these stickers prior to the meet 
ing, using them on letters, invoices, parcels, et 
ie 
Pacific-Northwesters to Meet in June 
The next annual convention of the Pacific Northwest 


Stationers Association will be held on June 29 and 30 at 
lacoma, Wasl . where new ofticers will be elected and 
ther business transacted. C. W. Heppner of the J. K. Gill 


Company, Portland, is regional governor 
Portland 


manager of the 


Garvin, 
\pril 9 


stationers expect to greet Charles P 


} \ 
general ,ational Association, on 


He will visit Seattle on the tenth and Spokane on the 
eleventh, and in each city will hold meetings of stationers 
with reference to different matters that have come up since 
the annual meeting in Cincinnati 
- 
Committees for Seventh District Meeting 


Plans for staging the annual convention of the Seventh 


Regional District April 17 and 18, 1934, at the Hotel Saint 
Paul, Saint Paul, Minn., are progressing nicely The fol 
lowing committees have been appointed 

General Arrangements Committe¢ | Ed. Friedman 
(chairman), Harry L. Short, Roy C. Clarke, and James T. 
Lacey 

Registration Committee Rov ( Clarke hairman), 
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now available—complete 


CORONA THREE 
only *24° 

















Over 600,000 were sold at $50—new low price and liberal 


discount to the dealer means added volume and profit 


Weight—Under seven pounds Right and left hand margin stops 


Automatic and Manual ribbon reverse Adjustable paper fingers 
Two-color ribbon—Back spacer Convenient self-spacing carriage return 
Single and double line spacing 


Ten inch carriage—takes a No. 10 envelope Carriage centering and escapement throw-out 
84 characters or 

Right and left hand shift keys Strong one-piece aluminum frame 

Writes both capitals and small letters 100°/, visibility of the writing line 

Right and left hand carriage release levers Paper table extension arms 

Right and left hand margin release Attractive carrying case included 


L C SMITH & CORONA TYPEWRITERS INC 


SYRACUSE NEW YORK 














ANAM A, 


TYPEWRITER RIBBONS 


THE LINE THAT CAN'T BE MATCHED 





You sign yourself “Cordially,” but does 


vour letter look cordial? “Very truly,” but 


does it tell the truth? 


\ slovenly-looking letter unintentionally 
vives the lie to your expressions of esteem 


and interest 


You cannot afford to risk this ever happen 
ing. You can afford Panama Harmonizing 


Ribbons which never let it happen 


MANIFOLD SUPPLIES CO. 
188 THIRD AVENUE 
BROOKLYN, N. Y. 








OFFICE APPLIANCES 
Fred C. Schaeffer, Harry H. Spurlock, Harry L. Short 
Ladies Entertainment Committec \l Nordstrom (chau 
man), Edward H. Cooper, William Braden and Herbert 
Morgan. 
Golf Committee: K. E. Chase (chairman), Robert Val 


Griebel and Glen Grendel 
ae 


Live Topics at Illinois Convention 
if the pro 


leau, Stanley 


\ preliminary announcement has been made « 


gram of the Illinois Booksellers and Stationers Associa 


tion, whose convention will be held at Hotel Pere Mat 
quette, Peoria, Ill, May 8-9 
Che subjects include: The Dealer's Code and Tax 


Problems of Today; The Manufacturer’s Kelation to the 
Dealer Under the Codes; The Book Publisher's Relation 
to the Dealer Under the Codes; The Wholesaler’s Relation 
Dealer Under the Codes; The NRA Looks at the 
Che National Consumer's Relation to the 
New Deal or 
Illinois Dealer 

\. Nichols, 


to the 
Individual Dealer; 
Where Is Our 
Problems of the 


Dealer; Industry Heading? 
Rejuvenation; The 
;,. W 


Urbana, is secretary of the association 


> 
Colorado and Wyoming Steel Office Furniture 
Dealers Cooperate 


discount available to con 


Sutton, Danville, is president, and E 


\ joint letter explaining the 


sumers under the NRA code for the Business Furniture, 


Storage Equipment and Filing Supply Industry was 


mailed to the customers of the steel othce furniture dealers 
of Colorado and Wyoming recently. The letter was signed 
concerns, all in Denver, Colo., except 


by the following 


where other locations are indicated: 
\arons Stationery Company, Centennial School Supply 
Company, Commercial Products 


Hoe c kel Blank 


Kendrick-Bellamy 


Company, Charpiot Safe 


Company, Denver Stationery Company, 
Book Company, Keith Safe 


Company, Kistler Stationery Company, Loger Desk & Fix 


Company, 


ture Company, Mutual Furniture & Fixture Company, Pat 
Equipment Company, Remington Rand In 
Printing & 
Rocky Mountain 


terson Office 
Stationery Company, 


tank Note Com 


corporated, Outwest 


Colorado Springs, Colo , 


pany, Pueblo, Colo., Schriver Book Store, Greely, Colo., 
Winfield’s, Grand Junction, Colo., and Wyoming Labor 
Journal Publishing Company, Cheyenne, Wye 
oe 
Bates Announces Discount Changes 
The Bates Manufacturing Company, 20 Vesey street, 


announces the following discounts effective 
\ and B stapler refills: 1 to 


shipment, 


New York City, 
as of March 1, 1934, on Model 
23 in one shipment, 40 per cent; 24 to 35 in one 


40 and 5 per cent; 36 to 299 in one shipment, 40 and 10 per 


cent, and for 300 in one shipment, 50 per cent 

lo encourage a stabilization of net quantity resale prices 
on Bates stapler refills, the company suggests the following 
Lots of 1 to 11 in one ship 


shipment, 90 cents each; 


minimum net resale prices: 


ment, $1.00 each; 12 to 23 in one 


24 to 35 in one shipment, 80 cents each; 36 to 47 in one 


shipment, 70 cents each; 48 to 59 in one shipment, 65 cents 


t 200 in one 


199 in one shipment, 60 cents eacl 


each; 60 ) 
s] pment, 55 cents each 


> 
Bigelow Catches Some Big Ones 


Leon G. Bigelow of the Quality Park Envelope Com 


pany was a recent visitor at the Chicago office en rout« 


to St. Paul after a semi-annual vacation in the sunshine 


of Fiorida \s 


successful, 


a deep sea fisherman this season, he has 


been quite having caught several swordfish 


averaging seventy-five pounds. It is said that he regards 
prepared for the opening of the 


Minnesota lakes 


himself as being well 


fishing season among the 
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@ From where we stand it certainly looks as if 
4. W. Faber has scored another Bull's Eye. America 
is Discovering Columbus . . . the New Five-Cent, 
American Made Pencil! * * Five popular degrees 


of the fameus A. W. Faber tead, encased in fine 


Southern red cedar .. . Hexagon rounded corners 
and hexagon ferrule ... Polished in yellow with 
red rubber tip . . . Packed in beautiful New litho- 
graphed cartons. . Poday, Columbus is the 


biggest nickel’s worth of pencil on the market! 
*® *® Send in your order now to obtain the colorful 
New Free Counter Display shown at the right. 
*« * A. W. Faber, Inc., Newark, N. J. 


The ideal Commercial Pencil ay 


I elias 






























CELLUGRAF 
SIGNALS 


A CELLULOID Signal 
for All Visible Records 


iD XECUTIVES, manu- 
y 


facturers of — visible 


SERIES 80 


equipment, dealers all 


say 


Tree “Signal 
Giving plete GRAF.” 
via ility aRAP. : — 

| CELLUGRAF signal- 


ling brings visible records 
to the peak of usefulness 





CELLU- 


with 











COLORS 


RED i 
BLUE and efficiency. No other 
YELLOW [Th ‘ « ’ p M 
GREEN signal can do the work sO 
PINK well as CELLUGRAF. A 
ORANGE ° 
demonstration and _ trial 
SERIES 90 will prove this to any 


prospect. 

No steel signal can take 
the place of CELLUGRAF 
no but Graffeo VIZ Sig- 
nals provide a complete 











Opaque line for those who for any 
Giving an added 
Writing Surface 


COLORS 


reason must use steel sig- 


nals. 


reg CELLUGRAF Signals are 
BLUE . 

VELLOW fully protected by patents. 
SREEN Write for samples. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. 


CAMBRIDGE MASS. 
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Richard H. Browne 


Early in the morning on March 27, Richard H. Browne, 
president of the Browne-Morse Company, Muskegon, 
Mich., died in the University hospital, Ann Arbor, Mich., 
after a long illness Mr. Browne, according to the Mus- 
kegon Chronicle for March 27, failed to recover from an 
emergency operatron \t the time of going to press the 
exact cause of death had not been determined 





BROWNE 


THE LATE RICHARD H 


Mr. Browne was born in Ontario, Canada, November 23, 
1872. He went to Muskegon at the age of fourteen and 
secured employment shoveling coal for the original Mus 
kegon Gas Company He remained with this company 
for fifteen years and was assistant manager when he re- 
signed lle was also affiliated with the J. J. Howden 


several vears 
Frank C. Morse 
purpose ot 


Plumbing 
In 1907 Mr 


Browne- Morse 


Company tor 


Browne and founded the 


Company for the manufactur 


ing office furniture, filing equipment and supplies. In 1912 


moved into its present building, which was 


Grand Rapids Desk Company 


the company 

vccupied by the 
Beside his Mr. 

the Muskegon Chamber of Commerce, 


Muskegon 


formerly 
was active in banking, 


and othe 


business, Browne 
commu- 
alderman for 
or. Until he 


First 


nity enterprises. He was a city 


four vears and in 1902 was candidate for mays 


he was a director of the 
Savings Bank of Muskegon Heights. He 
Hackley National 


his activities he included membership in the 


resigned several vears ago 


State was alsoa 


Bank \mong 


Elks lodge and 


director of the Union 


several Masonic orders 

Mr. Browne is survived by his widow; one son, William, 
of Lake Harbor, Mich.: and three brothers, Fred, Toronto, 
Canada: Alexander, Oshawa, Canada, and George, Brook- 


lin, Canada 


Funeral services were held in Ann Arbor and the body 
was taken to Detroit for cremation 
7 y 
% oe oh 


Bertrand Hopper 


Following a lingering illness, Bertrand Hopper, for more 
than forty years actively associated with the paper phas« 
of the commercial stationery industry died in St. Peters 


burg, Fla., on March 20, 1934. Mr. Hopper was a resident 


of Kalamazoo, Mich., for twenty-five 


community. 


years and was a civi 


leader in the 


Because of the breadth of his activity in the stationery 


rhe ld, Mr 


Hopper had a circle of friends embracing every 
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You Too Can Make Liberty Boxes 
One of Your Best Paying Lines 








This message is directed solely to a number of LIBERTY Box dis- 
tributors whose LIBERTY Box sales and profits might be greatly in- 
creased, that is, if they but realized the business is there and needs 
but a little persistent effort to develop it. The instance related in the 
following paragraph is authentic, and but one of many, although we 
are not free to give names and places. Similar results are possible in 
any section of the country. 


P UNTIL A YEAR AGO, a certain LIBERTY Box distributor 
ina city of approximately 40,000 made only occasional sales of 
LIBERTY Boxes. The head of the firm admitted the line was 
good. “LIBERTY Boxes,” he agreed, “offered the best 

solution of the storage filing problem”’—clean, quick, safe, low-cost, 
systematic storage. Moreover, what customers he had stuck and re- 

ordered as needed. At the year-end, however, the sales volume didn’t 
mean much in profits for him. Then one day something happened. 

One of his salesmen picked up an order for 700 LIBERTY Boxes. 
What brought the salesman to realize the possibilities of LIBERTY 
Box sales need not be related. Anyway the head of the firm, like the 

prophet of old, had seen a great light. Since that time, this firm has 

simply burnt up its whole territory. Where yearly sales totals used to 
run into a few hundred boxes, this year is running into high thousands. 

And repeat orders from the new customers are already reported as 

“more than satisfactory.” The point is that the business was there all 

the time. This distributor simply wakened to the fact it could be 

had by going after it aggressively. 








* * * 


Planning for In planning for larger LIBERTY Box sales, two 
Larger LIBERTY facts, of course, should be recognized. — First, 
Box Sales LIBERTY Boxes are in no sense an “over the 

counter” item, although sales are made that way. 
CORDS They are a specialty and as such need personal presentation and demon- 
stration. That is the secret that has brought so many LIBERTY Box 
3 distributors such satisfactory business. Second, the entire line needs 
emphasis—every month in the year—not simply one or two box sizes 
at transfer time. One might add that every possible prospect should be 
told the story of LIBERTY Boxes, that is, the whole territory should 
be covered. If you could only see the figures (sales totals), you would 
be amazed to discover that some LIBERTY Box distributors are de- 
veloping two, three, four, ten times as much business as others, in 


LIB ERTY BIN D E R S territories that are as much alike as can be. Why? 


Here is a special item that many 
LIBERTY dealers are finding “shot” 

it sells by hundreds and thousands to 
both banks and business organizations. 
We are just tipping you off. Write for 
samples, prices, discounts, helps for 


salesmen, and advertising helps to en 


\ close with your outgoing mail. ” § 
t 


BANKERS BOX CO., INC. 


536-538 S$. CLARK STREET, CHICAGO, ILL. 








We would like to make some special suggestions and to offer 
special sales cooperation to certain LIBERTY Box dis- 
tributors whose sales of LIBERTY Boxes and LIBERTY 
Binders are not satisfactory either to themselves or to us. 








WE 00 Ove PART 
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1934 Each new year is farther 


away from the old methods and the old 
products. Each year the old becomes of 
less value and the desirability of the new is 
more clearly recognized. 


Beginning this year, the forward looking 
office furniture dealer will concentrate on 
selling improved, up to date equipment. 
We recommend EDCO DESKS as the furni- 
ture equal to today's needs . . . including 
every modern feature ... and, being 


made of wood, naturally better. 


Have you our catalog? 


Evansville Desk Company 
INCORPORATED 1903 
EVANSVILLE, INDIANA 
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’ 


stat 


te in the union and in Canada His business careet 
began back in the early eighties, when at the ave of fifteen 
he left his father’s farm at Ridgewood, N. J., and secured 
employment as an othce boy with the Whiting Paper Com 
pany in New York City Four years later he was on the 
oad selling, representing J. Q. Prebble & Company Two 
vears later he became sales manager of the New York Pad 
& Paper Company and at the age of twenty-three he en 
tered into partnership with Roger Morgan under the name 
of Hopper-Morgan Company 

Later, when this firm dissolved, Mr. Hopper took ove 
he factory located at Benton Harbor, Mich., incorporating 
as the Hopper Stationery Company. In 1907, Mr. Hopper 
sold the factory in Benton Harbor and purchased the con 
trolling interest in the Kalamazoo Stationery Company 
For the next twenty years he was actively afhliated with 
a number of stationery manufacturers both in the United 
States and Canada. In the fall of 1927, Mr. Hopper was 
ne of the leading spirits who brought about the merger 
f a number of outstanding tablet manufacturers who 
formed the Western Tablet & Stationery Corporation. He 
was one of the principal stock holders in the latter organ 
ization until he sold his interest three or four years later 
Surviving Mr. Hopper are his widow, Mrs. Alta Hopper, 
three sons, Mortimer Hopper of St. Joseph, Mo., Robert 
Hopper, Richmond, Va., Bertrand H. Hopper, Jr., Taylor 
ville, Ill, and two daughters, Helen Hopper of New York 
City, and Mrs. Doublas Haldane of Glen Rock, N. J 


Y , * 
mo oe hoe 
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i i 
Robert F. Barie 
Robert Frederick Barie of Detroit, retired treasurer oj 
the Gregory, Mayer & Thom Company, passed away on 
Thursday, February 22, at the age of sixty-eight vears 
He was born in Detroit, where his tather was in the 
cery business \fter serving twenty-five vears with the 


Richmond & Backus Company, he resigned, and in 1899 


became treasurer of the then newly incorporated Gregory, 
Mayer & Thom Company He was also manager of the 
stationery department Ill health forced him to retire in 
1917, since which time he has traveled extensively abroad 
ind in the Sout! 

Mir. Barie was a member of the Detroit Boat Club, De 


troit Athletic Club, Detroit Golf Club, the Grosse Pointe 
Yacht Club and the Pine Lake Country Club 

His wife died eleven years ag He is survived by a 
daughter, Mrs. Maurice S. Marr; a son, Robert F., Jr.; a 


brother. William E.. and a sister, Millie ¢ Bari 


* , , 
me oe) me 
. s 


W. C. Fraze 
Phe Aiken-Lambert Company f 3 Dev street, New 
\ k, suffered bot s w and loss m the passing n 
March 7 of W. G. Frazer, for fourteen years the company’s 
manavet Mr. Frazer had been ill about four months 
\t the time of his deatl he was at the me of his 


daughter, Mrs. William M. Onley, Jr in Binghamton, 
N \ Nir ra eT resided at 666 East Phirty second strect, 


Brooklwn, N. Y lle was active in church work,:-being a 
leacon of the Central Presbyterian churcl He is survived 
by his widow, Nanny R. Frazer: tw sons, Harry M 
raze f Cedarhurst, | I, and Warren W. Frazer of 
Binghamton, and a daughter, Mrs. W. M. Onley, Jr., of 
Binghamton. N. \Y 
% mh bh 
William J. Blickensderfer 
The New York Herald Tribune of March 7 presented a 


report of the death on the night of March 6 of William J 


Blickensderfer, former treasuret t the Blickensderfer 
lypewriter Company, tounded at Stamford, Conn., in 1892. 
vy his br ther, the late George ( Blickensderfer 


William Blickensderfer died at his homge n Mill road, 
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ARE 
F u RST BY 
of Fey Fe cad De 


For years, Success calendars have been DEALERS: 


recognized as useful and distinguished Can the nts 2008 bet eb ee 
IEE i | 


Calenders before placing your order, 
and let us explain our plan of advertising 
cooperation. Samples will gladly be sent 
alendars a host of loyal friends. upon request. 


desk accessories. Exclusive features of 
design and a tradition of fine workman- 


ship in their manufacture have won these 


They are lithographed on a special grade 

f bond paper which has become famous 
for its attractive appearance and excellent 
writing surface. The new 1935 line is 
the most complete thet has ever 
been offered 


Uichell Sh 
la a 


A Stuuly 
One Piece 
Rea utif ul 
Yuunetal 


aIE€ 






WE also manufac- 
ture the Executives’ 4 in 1 
and 3 in 1 Calendars and 
the Tear Kleen Daily Date 
Wall Calendars. 


~ COLUMBIAN ART WORKS 


MILWAUKEE ("ec *"<" °" WISCONSIN 
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Business is ready to pay you 
UNEXPECTED PROFITS::-:-- 


FILING equipment has been so standardized in general 
form and operation that it is one of the last sources 
from which office appliance dealers would expect a 
revival of profits from its general replacement — yet 
GF has again done the unexpected. 

The new GF Super-Filer has revolutionized filing 
systems. It has eliminated “waste motion”— that rob- 
ber of time and kidnapper of profits. It makes avail- 
able to every business, regardless of size, new economies 
of space, new savings in maintenance and operating 
costs, new speed and efficiency. 

GF Super-Filer reduces eight time-killing opera- 
tions to just four effortless motions a ratio of two 
to one in saving of time and effort. The new swing-front 


makes records completely accessible, gives full visibility, 


provides maximum drawer capacity without over- 
crowding. There's nothing like the GF Super-Filer. 
Initial sales show which way the wind is blowing. With 
business men keen to adopt any new device that means 
a saving of time and money and increased office effi 
ciency, the GF Super-Filer will arouse enthusiasm be- 
cause it has already demonstrated its ability to reduce 
costs and—by its savings—pay for itself in three years. 

And that’s only part of the story. Get the full de- 
tails. Here is your opportunity to be the first in your 
territory to demonstrate and sell the GF Super-Filer. 
Write for illustrated folder, “Released — New Profits 
from an Unexpected Source.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown Ohio 


Ample working space is 
provided when a Super- 
Filer drawer is opened, 
making entire capacity 
effective for filing or 
finding. ... A light push 
and the drawer closes, 
the compressor throws 
the contents backward 
and the drawer glides 
into its case, safelv 


latched. 





THE MECHANIZED FILE 
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Stamford, passing away in his sleep. He was cighty years ¢070°70°G 70020207020 OF 0700 AC Ao 
old 


“Mr. Blickensderfer was associated with his brother tor 


A VARITYPER 


SAVES 


Paper Cost and Improves Copy in All 
Hectograph Processes 


many years in the manufacture of the Blickensderter type 
writer. Later the company brought out an electric type- 
writer. Soon after inventing the earlier machine George 
Blickensderfer adapted it to the use of Chinese characters, 
which so interested the Japanese government that it re- 
vised its written language for use on the typewriter key 
board . no 

“Mr. William Blickensderfer’s wife, the late Mrs. Cecilia When writing hectograph copy you can 
use 60 different sizes and styles of 
type all interchangeable with adjust- 
able horizontal and vertical spacing 


on one Varityper Composing Machine. 


Blickensderfer, was noted for her activity on behalf of 
homeless and friendless persons and several times shc 
aided women who were condemned to die in Connecticut. 


George Blickensderfer died in 1917. The only known sur- 


vivor is a nephew, Clark Blickensderfer, of Denver.” 


y y Y 
me m« me 
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Increases Capacity 67% to 1104 


James T. Thornton 
James Thomas Thornton of New York, N. Y., and Kan 


sas City, Mo., passed away on the morning of March 4 of Many reports or statements you would 
a heart ailment at the Hotel Majestic, Paris, France He like to print on your DITTO, VIVID 
Was SIXty-two vears of age Mr. Thornton had had a bril- > . : 
liant career with the Remington Typewriter Company. A STANDARD, SPEEDOGRAPH, GRAPHIC 


or ORMIG are too large, take two or 
more pages or musi be put through one 
Or more sets of carbon copies which 
is an expensive operation. 


native of Kansas City, he had lived in New York City be- 
fore he retired from business and came to Paris. He was 
formerly branch manager for the Remington Typewriter 
Company and later for Remington Rand In 

He joined the Remington organization as a salesman at 
Kansas City in 1901 He became manager there in 1904 
ind continued in this position until 1908. In 1909-10 he Condensed Statements 
was manager at Chicago and from 1911-12 he was manager 
of the metropolitan office in New York City In 1920 he 


Even ordinary reports you run could 


resigned and spent a year and a half in California. After- : , 
ward he spent several years abroad, returning to the Rem- be reduced toone half the size,easier 
ington organization in 1923 as domestic sales manager to handle and saves paper, binder and 


filing cost. 


He is survived by his wife, Mrs. Anne Connor Thornton, 


and a son 


y Y 
moe me 
rs 


William Williamson 
William Williamson, an employee of the Felt & Tarrant 
Manufacturing Company, Chicago, III, lost his life on the 


Uniform Results 
Then again Varityper's electro mechan- 
ical impression gives a uniform de- 
posit of ink which insures uniform 
readable copies. 


Fox River, at Fox River Grove, Ill, March 12. He crossed 


the river on the ice that day to do some shopping, and it 


was then safe. On returning home he used the ice cross- 
ing again, and broke through. Help came quickly, the res- Simpl icity of Oper ation 
cuers using a skiff which was handy Unfortunately the 


skiff capsized and Mr. Williamson and his rescuers were 


The Varityper is easy to operate as 
the keyboard arrangement is the same 
as that of the ordinary typewriter. 


plunged into the river All were brought to shore, but Mr 
Williamson was beyond aid Members of the Fox River 
Grove fire department worked over Mr. Williamson, but 
were unable to revive him, 


Y Y Y 
4 « hoe 
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Gaylord Booth 


On Sunday, February 25, Gaylord Booth, who had been 







This Ad was 
completely written 
on VARITYPER 


connected with the typewriter business for twenty-seven 
years, died at the age of fifty-five. Mr. Booth was pro 
prietor of the Oklahoma Typewriter Company, Oklahoma 
City, Okla., at the time of his death. He was buried in the 
Memorial Park Cemetery on February 28 

Mr. Booth settled in Oklahoma City in 1893 when his 
family homesteaded in Capitol Hill He was one of the 
first students at the University of Oklahoma and was at one 
time principal of the Capitol Hill School. His business will 


be continued by his wife, Mrs. Gaylord Booth 


Ralph C. Coxhead Corp. 
17 Park Place, N. Y. 


DEALERS 18 PRIMCIPAL CITIES OF THE WORLD 
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Frederick Engelbrecht 


F. Engelbrecht, specialist on colored lead pencils and 


VARITYPER oivision 
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crayons for the Joseph Dixon Crucible Company many 


years, passed away suddenly at his home in Jersey City, 


9009079590900 9079070909070 70040 o-oo OO OO 0 0 0 0 0 0 0 0 90 070 070 Oa oW0?0 


foe 


N. J., March 16. He had been with the company fifty vears 0707037070 OP 0 0 0 0 0 0 0 0 








JOHNSON 
POS-CHAIR 






The 
Original 


Form 


fidting 
Desk 


Chair 


. ] 
pos Fear 


Patented 





No. 1722W 


To a business world growing daily more 


conscious of working comfort and its re- 


lation to accomplishment, Johnson Pos- 
Chair provides the original form-fitting, 


comfortable chair for desk workers. 


Pos-Chair, with the patented hinged, 
flexible back, is adjustable to any figure in 


any sitting position. 


Patents covering these original Pos-Chair 
features give to Johnson Chair Company 
the sole right to manufacture Pos-Chair 
and fully protect both dealer and customer 


from infringing substitutes. 


Pos-Chair is built in styles to meet every 
Illustrated is No. 
1722W, particularly recommended for 


desk chair requirement. 


executives. 
Have you ordered your floor samples? 


Ask to see a Johnson Salesman. He will 
tell you all about Pos-Chair and the largest 
line of high grade office chairs in the U.S. A. 


JOHNSON CHAIR CO. 
44101 West North Avenue 
CHICAGO, ILLINOIS 


Canadian Representative 


Preston-Noelting, Lid., Stratford, Ontario, Canada 
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at the time ot his retirement January l 1932 He was 


seventy-eight vears old 


Officials of the Dixon company stated that Mr. Engel 
brecht was an authority on his specialty at the age of 
twenty-tour, when he joined the organization as superin- 


and crayons Following re 


served in an ady 


tendent ot the colored leads 
tirement, Mr. Engelbrecht 


Mr. Engelbrecht 


isory Capacity 


was born in Germany, and received his 


member of the 


early training in that country lle was a 
Jersey City lodge of the B. P. O. E., and formerly active 
in several German-American societies 

Surviving are his widow, Mrs. Elvira Engelbrecht: one 
daughter, Mrs. Henry Lieber: one son, Frederich Engel 
brecht: and several grandchildren 


y ¥ y 
coe) >; m« 


Senator Arthur A. Huebsch 
Arthur A. Huebsch, 
& Adding Machine 


Reliable 


Corporation, passed away 


Senator secretary of the 


Cypewritet 


at Chicago March 23. He had been a senator in the Illinois 
legislature more than seven years, and occupied an out- 
standing position among the republican legislators 

lle was in his fiftieth year; born at Buffalo City, Wis., 


October 11, 1884 His education included attendance at 
the Wisconsin Normal School at- Whitewater, Wis.:; a year 
in the law school of the University of Wisconsin: he com 


pleted his law education at Chicago-Kent College of Law 


He made his home at Brookfield, Ill, where he was villag: 
attorney, and also served as mavor in 1925 
Surviving are his widow, Mrs. Helen Moore Huebsch, 
and three children. 
Francis B. Fitzgerald 


Francis B. Fitzgerald, of the Office Supply Company, 


Proy, N. Y., passed away March 11 He was born at Troy, 
and spent his life in that city. The past thirty-two vears 
he was vice-president and general manager of the Office 
Supply Company. He was active in the Troy lodge, B 
P. O. Elks, and the Rensselaer County Republican club 


Patrick's church, and was a member of the 


that 


He attended St 


holy name society of church 


Mr. Fitzgerald was a lover of horses, and his entries in 
horse shows brought him many prized ribbons 

Surviving are his widow, Mrs. Mart T. O'Connor Fitz 
verald: three daughters—Misses Mary, Ann and Grace 
Fitzgerald: two sisters—Mrs. William Kornetzki and Mrs 
James Palmatier; three brothers—Edward D., James W 
and John J. Fitzgerald. 

oly rls rls 


Carroll Kieth Zilly 


Carroll Kieth Zilly, president of the Irwin-Hodson Com 


pany, Portlartd, Ore., passed away at Santa Monica, Calil 
several weeks ago. He was born at Boonesboro, lowa 
July 22, 1866, and received his primary education at Peters 


burg, Ill 


In succeeding years he located at several points 


in the northwest, including trips to the gold country In 

1900 Mr. Zilly located in Portland, and secured an interest 

in the Irwin-Hodson Company This connection contin 

ued until his passing. Mrs. Zilly survives her husband. 
rls ie) rls 


Mrs. Louisa Howman Comstock 


Mrs. Louisa Howman Comstock, mother of George 
Comstock, in charge of the adding machine division of the 
L. C. Smith & Corona Typewriters, Inc., Chicago, passed 


away March 11. Interment was at Warsaw, Ind., March 14 
Mrs. T. A. Steinmueller 

Friends of Theodore A. Steinmueller of Baltimore, Md., 

extend profound sympathy to him in the death of his wite, 

who passed away from a heart attack the latter part oft 


February 


PRIVATE 
ATTRACTIVE 
CONVENIENT 


DESIGNED TO SELL 


AT TWICE THE 
PRESENT 








We Are Putting this Big Profit Maker Squarely up to You ! 


The “Y and E” Record Chest in only10 months : «& 455 Jay St. Rochester, N. ¥ 





put many thousands of dollars of profit in Please send full particulars on the Y and BE” : 
: Record Chest. ; 
dealers’ pockets. Did you get your share? : Name — 


Firm — - a : 


If not, USE THE COUPON NOW. »» je ose pieieiiert:. 








OFFICE APPLIANCES 


Five a | A 


KEYS 


LETS Go! 










ET’S GO, fingers...just five of + it adds 
you...that’s enough. No grop- . — 

NaN ied x it multiplies 

ing for any key at any time. No 

— it subtracts 






hesitating. No faltering. No stop- 
ping to hunt and peck. Just tap 
your numerals out exactly as 
you'd write them with pen or 
pencil. Just add or subtract or 
multiply as your needs dictate 
.-.and at a speed that you 


never thought possible before. 


You can buy the Underwood 
Sundstrand on convenient terms, 
too, if you wish. See it at the 
nearest Underwood Elliott Fisher 
Branch or just telephone for a 


demonstration in your own office. 


idding Machine Division 


UNDERWOOD ELLIOTT ~ DF,. a 
FISHER COMPANY 


idding Machines...Typewriters 
Accounting Machines 








Listen to ‘ THE VOICE OF 
AMERICA” Thursday eve- 
nings, 8:30-9:00 E.S.T... 
Columbia Network ...Key 
Station WABC, New York. 


Carbon Papers, Ribbons and other Supplies 
, ~ Model 8140-5 


. » ; » ~ye WY 
342 Madison Ave., New York, N. Y. There's an Underwood Sundstrand Mode! for every 


Sales and Service Everywhere purpose...backed by Underwood Sundstrand Service. 


UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 


APRIL, 1934 


Winners in Wolf Award for Effective Packages 


Printers’ Ink reports the third award for the most ef- 
fective merchandising packages produced by American 
manufacturers. [wo manufacturers in this field were 
recognized by the jury 


Under the classification of “visible display packages,” the 
“Micrometric” carbon paper package of The F. S. Webster 
Mass., 


Supply 


was accorded honors 
New York, N. Y., re- 


classification of “set-up 


Company, Boston, 
The 


ceived the le 


Munson Company, 


ading rating in the 


Phe 


“Feathertouch” typewriter cushion keys 


packages.” item thus selected was the package for 


This competition is sponsored by the American Manage 


ment Association, and awards made by a jury comprising 
Prof. Ralph Alexander, School of Business, Columbia 
University; Richard F. Bach, Director of Industrial Rela- 


tions, Metropolitan Museum of Art; Alon Bement, director, 
National Alliance of Art and Industry; Fred G. Cooper, 
typographic artist; Katherine Fisher, Good Housekeeping 
Institute; Harry L. Gage, president, American Institute of 
Graphic Arts; W. Gordon Latham, president, Fort Orange 


Paper Company; Harriet Sartain, dean, Moore Institute of 
\rt 
Group; 


The 


Inc . 


Industry; Marion Taylor, president, The Fashion 


Walter 


packages of the Webster Manufacturing Company, 


and 


Dorwin Teague, products designer. 


and the Munson Supply Company were selected for 


mention as being outstanding in their classes. 


~~ 


j 4 4 } 
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“KEITH SAFE CO. 





NOVEL ENTRANCE TO THE STORE OF THE KEITH SAFE 
COMPANY, 1655 BLAKE STREET, DENVER, COLO.—An ac 
tual vault door forms the entrance to the with a giass 
paneled door inside The vault door remains open during the 


store, 


day—at night the combination is thrown to lock the premises 
The Keith Safe Company also carries a complete line of bank 
and office equipment. It is said that this plan of using vault 
doors is not duplicated anywhere in the United States 
=< 
Portland Stationer Teaches Bridge 
Che J. K. Gill Company has augmented its popularity by 
providing for the teaching of bridge. Mrs. C. L. Monson, 
an accredited Culbertson instructor, teaches classes at the 
store and puts on bridge tournaments, greatly to the satis- 


faction of bridge enthusiasts —CML 
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...and 


now 
CEN-TR=-KOTED 


** The Carbon Paper that combines 
every modern idea”’ 





@ @ @ made of the finest Imported tissue in the world 

@ @ @ inked with the finest ink we have produced in our 
entire 25 years of experience 

@ @ @- sizes 84x11, and 84x13; the extra \% inch 
forming a natural “tab” for removing carbons 
quickly 

@ @ @ ~ made with uncoated margins for greater cleanliness 
and to assure non-curling 

@ @ @ upper left and lower right corners are cut to facili- 
tate removing carbons from copies (both corners 
are cut to allow changing carbon around for in- 
creased wear ) 

e @ @ every box contains one of our new, perfected Back- 


ing Sheets and Alining Fold*, which has three per- 
forations near the bottom on both sides, to warn 
the typist that she is nearing the end of the letter- 
head. By using this sheet, all copies and carbons 
are easily and properly alined; “treeing” is elimi- 
nated; the platen of the typewriter is protected 
against pitting. 


*Also each 25 sheets is packed in one of 


these improved Backing Sheets and 
Alining Fold. 


Here is a carbon paper that will “Repeat” and 
“Repeat” and “REPEAT.” Samples will be sent 
you upon request. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif 


Chicago Office: New York Office: 
608 So. Dearborn St. 42 Exchange Place 
Boston Office: Los A Office: 
66 Franklin St. 406 So. Main St. 
Denver Office: Auanta Office: 
1030 15th St. 503 Volunteer Bidg 





Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. Y 











= ears 





Ash- 
Aw ay 


SMOKE 
STANDS 








Trophy $5.00 Empire $7.50 


Office executives are quick to perceive the many ad- 
vantages of these useful, attractive stands. A simple 
pressure on the key—the deposited ashes disappear 
into an airtight receptacle, cannot scatter nor blow 

Fumes, fire hazards, cigarette burns, etc., en- 
eliminated. All easily 


emptied in a few seconds, 


around. 
metal construction, 


Choice of several colors, 


tirely 


chromium trim. 














Victory $2.00 Ideal Stand $1.50 & $1.75 
and office furniture 
dealers are in position to add 
materially to their profits with 
these popular items. Try a few 
in your display and you'll be 
surprised at 
quickly they will be sold. Send 
or write for illus- 
descriptive and 


Stationers 


pleasantly how 


your order 





trated matter 


Ideal table 75c & $1.00 trade discounts. 


The Nagel-Chase M f2.Co. 


2813 N. Ashland Avenue Chicago, U.S. A. 




















OFFICE APPLIANCES 


A Real Book of Instructions on Visible Record 
Equipment 


Just from the hands of the color artist and printing 


finest selling manuals it has 


held of office 


craftsmen comes one of the 


been our privilege to see in the equipment 


Chis manual, finished after months of labor, was produced 


under the direction of the advertisement department of the 
Acme Card System of Chicago [The book is eight and 
one-half by eleven inches and contains forty-eight pages. 


Chere are four basic colors used in producing it, but there 


are something like fifteen tones and shades to be found in 


the blending of the original colors, from the soft blue of 
robin’s egg to the overpowering brilliance of a tropical 
sunset 

The several divisions of Acme products—ten in all—are 


listed, pictured and described with emphasis upon the uses 


of each division or sub-division covering the field of visible 


card indexing 

The 
not a catalogue, 
struction The features of 
that the salesman can use the book as a presentation man- 
book is as colortul 


book is 


and con- 


company insist with reason that this new 


but a manual of visible record us¢ 


each item are brought out s« 


ual As may be imagined, the as the 


product it describes and the glimpses of record keeping it 
It brings up from colored backgrounds wholly 


pleasing impressions of artistic treatment as applied to the 


pictures 


presentation of visible records. 


Pages sixteen to nineteen inclusive are devoted to actual 
signalling and charting methods showing the principles ot 
and 


visible index control by means of examples in colors 


clear, well considered text. 


ee 
Corona Three Now Retails at $24.50 
rhe L. C. Smith & Corona Typewriters Inc., Syracuse, 
N. Y., has announced that the Corona Three is now avail 
able to retail at $24.50. Over 600,000 of this model have 


been sold in the past for $50.00. 


with the | 


Corona Three is complete, following specifica- 


Weight—under three pounds; and manual 


automatic 


tions: 

ribbon reverse; two-color ribbon; back spacer; ten inch 
carriage which will take a No. 10 envelope; eighty-four 
characters; right and left hand shift keys; writes both 
capitals and small characters; right hand and left hand 
carriage levers; right and left hand margin release; right 
and left hand margin stops; adjustable paper fingers; con- 
venient self-spacing carriage return; single and double 
line spacing; carriage centering and escapement throw 


out lock; strong one-piece frame; 100 per cent visibility; 
paper table extension arms; attractive carrying case in 
cluded 

~—_ 


Atlanta Woman Member of Code Authority 

Miss Margaret Waite, proprietor of Waite’s Book Shop, 
Peachtree Arcade building, Atlanta, Ga., has been named a 
member of the Atlanta code authority by the national code 
authorities. She is the only woman on that body repre- 
Atlanta. 
\ssociation 
She served as vice-president of the or- 
JHR 

> 

H. A. Ink Eradicator Company to Re-Locate 
The H. A. Ink 1545 to 47 West 
New established in its 


1707 Zerega avenue, 


senting She was recently elected secretary of the 


Merchants composed of merchants in the 
Peachtree arcade. 
last 


ganization year 


Eradicator Company, 
York, N. Y., will be 
New York City, after 
building is a modern structure 


Farms Road, 
own building at 
May 1 The Zerega avenue 
conveniently located. It is but four blocks from the Zerega 
Pelham 


only one 


Bay extension of 


block 


avenue subway station of the 


the Lexington avenue line and from the 


rremont avenue trolley line 


20 YEARS 
Ot Keeping the Faith 


ISITORS at the Home Office of The Shaw- 
Leen Co. are always interested in viewing 
the first “‘Built Like a Skyscraper’’ steel filing 
cabinet. Manufactured more than 20 years ago, 
it is protected in no glass case, sits on no pedestal. 
Shoulder to shoulder with its mates of later model, 
it is performing easily and well its daily task. 

Like the newest Free-Coasting files, 52 inches 
high; like them, 27 inches deep, this patriarch of 





Five Complete Lines.... All 
‘“¢Built Like a Skyscraper”’ 





Shaw- Walker files typifies 20 years of keeping the 
faith with dealers and consumers alike. 

Change and improvement have gone on con- 
stantly to make the present Free-Coasting file, 
like its predecessors, the Standard of Comparison. 
Yet this file lines up in height and depth with all 
previous Shaw- Walker first-line files. 

In five full lines, Shaw-Walker has thus made 
standardization possible. 








No. 8070 
KING of 








4-drawer letter 
files—the free-coasting file 
with an unequaled record 
of performance. 


No. 2070 
The suspension-slide 
file on which the reputation 
of the maker was built. 


fine 





LARGEST EXCLUSIVE MAKERS OF 





GHAW-WALKER 


MUSKEGON, MICHIGAN 


Outstanding among suspen- 
sion slide files of utility 
grade. 


OFFICE FURNITURE AND FILING EQUIPMENT 









No. 4070 
A Super-File, combining Cer- 
tified Fire Protection with 
filing cabinet capacity and 
convenience. 


No. 2060 No. 3070 
For years the standard of 
comparison among  non- 


suspension slide files. 


IN THE WORLD 
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RUBBER CUSHION 
CHAIR SLIDES NOMAR FURNITURE 
RESTS 






DIAMOND ARROW 
CHAIR CASTERS 











NOMAR RUBBER 


DESK SHOES 
DIAMOND VELVET 


CHAIR CASTERS 





NOMAR “ATLASITE” 
DESK CUPS 


The Complete Quality Line of Caster and 
Floor Protection Products 


Concentrate on Bassick floor protec- Progressive office supply dealers are 
tion equipment. Bassick assures you daily building steady patronageon this 
a complete line—a line that moves dependable, popular-priced floor pro- 
— for customers know that Bassick tection equipment. Catalog and @8 
means quality and assured service. complete information on request. &™* 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 


CANADIAN FACTORY: STEWART-WARNER-ALEMITE CORP. OF CANADA, LTD., BELLEVILLE, ONT. Printed in U.S. A. 
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Corry-Jamestown Corporation Makes Appointments 


Edward V. Bogart, 1020 South Hull street, Montgom 
ery, Ala., has been appointed to represent the Corry 
Jamestown Manufacturing Corporation of Corry, Penna., 


Arkansas, Missis 
Nortl 


in the states of the Southeast, including 
\laban 


and South Carolina 


1a, Tennessee, Georgia, Florida, and 


The Benford Stationery Company, 127 South Kentucky 


avenue, Lakeland, Fla., has been appointed exclusive agent 


in Lakeland and its immediate trade area for the Corry- 


Jamestown Manufacturing Corporation Mr. Benford, 


owner and manager of the Benford Company, has been 


established in Lakeland for nearly a quarter of a century 


Starting in a small way, and serving the limited number of 


business houses in Lakeland at that time, the growth of 


the business has kept pace with the development of the 
city and its surroundings The office supplies department 
is in charge of E. E. Strickland, who is also assistant man- 
ager of the Benford Company. He has a fine record as a 


producer of steel office equipment business. 
mM. 3 Office 


Company of Miami, Fla., 


Burdin recently organized the Equipment 


and will specialize in office equip- 


ment (stock lines and special orders) in steel and wood 
rhe new company has been awarded the exclusive dealer 
contract for Miami and immediate vicinity by the Corry- 


Jamestown Corporation. Mr. Burdin is a man of expe- 


rience and reputation among the trade in 


Miami 


enyjovs a ne 


> 
Tearing ’em Down and Building ’em Up 


William L. Green, “Office Machines Service,” 1322 Main 
street, Sharpsburg, Penna., broke into his home newspaper 
some time ago because of a stunt he pulled on a bet. The 
foreman of the office machine shop in which he worked 


made a wager that Green could not 
different 


some years previous, 


dismantle and reassemble four typewriters of 
parts in a chip basket, including the 


make 


avain trom this huddk f parts. Mr 
, 


makes, putting all the 


screws. The stunt was to four standard typewriters 


Green was then only 


twenty-one years old. He completed the job of wrecking 
and re-assembling the four machines in little less than a 
day 

On another occasion Mr. Green performed the sam« 


stunt with four adding machines. In this instance there 
was no time limit set, but Mr. Green believes that it would 
be possible to do the job in about two days. The chop 


suey of adding machine parts which he rebuilt into operat 
ing condition included a visible model Burroughs, a Model 
45 Allen-Wales, a Model 20 Electric Wales, and a Victor 
Any other entries in this type of marathon known to 
readers of Office Appliances will be welcomed 
— 
Royal Enlarges Newark Facilities 


On account of the 
h, the 


Newark 


Typewriter Company, Inc., has mad 


increase in business at its 
bran Roval 
that office a district branch with facilities for credit, collec 
tions and billing, in addition to its other work. The new 


work was previously handled in New York City, but will 


now be handled from the Newark office and will be under 
the supervision of Gustave Murtz, who has been appointed 
Newark cashier Mr. Murtz has been associated with the 


Roval since 1926 and has given outstanding service in the 


New York Royal 


metropolitan cashier’s department of the 


thie 
~~ 
Seattle Typewriter House Robbed 
Recently two daring robbers broke a window in the store 
tthe Northwest Typewriter Company, 1008 Third avenue, 
Seattle, and carried off five typewriters. The theft was wit- 


} 


but the thieves 


CML 


nessed by a man who went to get the police, 


got away with their loot in a waiting automobile 





The New Harter 
Handistand., with its 10 
Special Features, Meets 


Today’s Demand 


Alert dealers, who are demonstrating the 
new Harter Handistand, are of the same 
opinion as the one quoted above. Today's 
conditions demand more in office efficiency 
and lower operating costs. The new Handi- 
stand was developed to meet these needs. 
The 
making this Harter unit the leader in its 
field. 


ters, the stand is brought to a stop where 


special features—ten of them—are 


Easily portable on hard rubber cas- 
desired. The lever button is then given a 
touch and twist of the foot, the casters 
are elevated and the sturdy tubular legs, 
bottomed with steel domes, take the load 
and the stand stays put. In standard 
finishes of brown, green or maroon—the 
Handistand is effectively used as a utility 
desk for typewriters, for office machines 


and for holding ledgers, files and charts. 


Write for complete details and facts about 
the demonstration plan and special dealer 
helps. 


HARTER CORPORATION 
Sturgis. Michigan 


THE 

















NOT EVEN 
THE LARGEST 


ean buy 


(Peerless 


TYPEWRITER KEYS 


except through you! 











\ E recently had 


an inquiry from one of the 
world’s largest manufacturers. Like all direct in- 
quiries it was turned over to a local dealer—result- 


ing in a fine order for that dealer. 

Not even the largest user can buy Peerless Products 
except from the dealer. That is why Peerless has 
the confidence of the trade—and that is how the 
Peerless policy of cooperation protects your busi- 
ness and insures your profits. 

The world’s business wants PEERLESS KEYS be- 
cause Peerless is known and recognized as the leader 
in quality, in individual features, in service. Hun- 
dreds of inquiries each year testify to the fame 
and popularity of Peerless. Sales are easier, profits 
are greater and your store gains in goodwill from 
known-Peerless-products. 

It pays to push Peerless Keys—with new and re- 
placement demand increasing as business gets better 
it will pay to push them more. Send the coupon 


and get started. 


PEERLESS KEY CO., Ine. 
Manufacturers of the only complete line of rubber 
keys sold through dealers 


176 Fulton Street New York City 











(PEERLESS KEY CO., Ine., ‘ 
176 Fulton St.. New York City 
s, how it will benefit me : f the new Peerless ——_ 
| el rity I cw ter Ke —_— 
—_a Semen 
Vame 
DN. tuo os JoUg es an eee le be Rebbe eh eeewas bee 
\ iddress eeeceeeseoeesseceeces i 








OFFIC} APPLIANCES 


Office Appliance Club Organized at Columbus 


The office appliance agencies and dealers at Columbus, 
Ohio, have associated themselves under the name Colum- 
bus Office Appliance Club and are meeting regularly on 
Mondays during the lunch hour. The first action taken was 
the naming of a committee on By Laws and Resolution 
with A. A. Bratton of the Ediphone Company, chairman, 
and the following members: J. K. Foster, Addressograph 
Sales Company; W. H. Tate, Todd Sales Company, and 
R. S. Bush, Marchant Calculating Machine Company. Of- 
ficers and directors will be elected as soon as the By Laws 
have been prepared and adopted 

It is the avowed purpose of the club to advance busi 
ness and code ethics and study methods that will insure 
customers of the members of the club receiving the best 
possible service Che memberhip of the club is to be non- 


competitive and restricted to direct representatives of the 
manufacturers in the office appliance field 
harter members of the new organization include the fol- 
lowing: J. K. Foster, Addressograph Sales Company; H 
QO. Nippert, Bostitch Sales Company; L. M. Tobin, Comp- 
tometer Company; M. F. Burkhart, Ditto Sales Company; 
\. A. Bratton, Ediphone Company; J. H. Duncan, Globe- 
Wernicke Sales Company; V. D. Mansfield, Hamilton 
Register Company; R. S. Bush, Marchant Calculating Ma- 
chine Company; P. P. Blackwell, Multigraph Sales Agency; 
W. E. Ellis, National Cash Register Company; R. L. Marer, 
Postage Meter Company; W. H. Tate, Todd Sales Com 
pany; C. J. Baily, Royal Typewriter Company; J. P. Dor- 
sey, Victor Adding Machine Agency, and S. C. Soule, 
Wolfe Envelope Company. 
~~ 
Holiday at Addressograph Plant 
The Chicago Journal of Commercs reported March 22 
that the plant of the Addressograph-Multigraph Company, 
leveland, Ohio, had been closed temporarily in order to 


protect workers in a strike of a minority of the employees 


Between 300 and 350 union employees voted to strike 
when demands for the recognition of the union were de 
nied. On suggestion of the employees’ advisory council, 
representing around 500 of the company’s employees, it 


was decided to close the plant for a holiday in order to 
protect workers against any possible disturbances 

Joseph E. Rogers, president of Addressograph-Multi 
graph Corporation, stated that the union workers were not 
asking for increased wages or change in hours, but merely 
for recognition of the union, and what would eventually 
amount to a closed shop 

iii 


Permanent Secretary for Coast Carbon Group 


John H. Griffith, 68 Post street, San Francisco, Calif., has 
been appointed permanent secretary of the Carbon and 
Ribbon Dealers Association of Northern California. Reg 
ular meetings of the association will be held the second 
Friday of each month in the assembly hall at 68 Post 
Street 

At the meeting of March 9, the following lution was 
passed: “Resolved—That it is the purpose of this associa 
tion to operate in accordance with the policies of the na- 
tional administration during this period of national emer- 
gency 

— 
Royal Reports Increase in Supplies Sales 

Che Royal Typewriter Company, Inc., of New York, re- 
ports all sales records broken for the month of January 
with the biggest supplies volume in the history of the or 
ganization At the time the figures were compiled Feb 
ruary reports were not in, but will probably exceed the 
January record. J. Schillinger, assistant sales manager in 
charge of service and supplies is naturally elated 











Sf ets 
Metal 


r NS 
Fabbed 





Pressboard 


Gsuides 


We improved our line of Metal Tabbed Pressboard Guides and Indexes; then came the 


radical change in boxing them—an improvement that has drawn many a commen- 


The Weis Manufacturing Co. 
Monroe. Michigan 


New York: 


Chicago: 
Boston: 


dation from a large number of our dealers. Today we offer the entire metal 


tabbed pressboard guide line as an equal to any, and superior to many. On 
the vertical guides the pressboard is the heavy 25 point kind, pear] 
gray in color. The metal tabs are 18", 2" and 4" wide, attached 


to the pressboard by the eyeletless, rivetting method. Your 


ff Cle 


Adams, 





Cushing & Foster, 


A.H. Denny, Inc., 356 Broadway 
Associated Stationers Supply Co. 
Inc. 





clerks and salesmen should have our Metal Tab Sample 
Sets—they show the pressboard, the three widths 
of tabs, the two colors—green and black—and 
complete information regarding all sizes 

of metal tabbed guides and indexes 

with prices. You can sell from 

these sample sets—no extra 

price list required. We have 

window display cards and 

handsome eight page circulars 

which tell the story of Weis 

Metal Tabbed Guides. All of 

which are free with your 


initial order—or anytime. 
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ry 
Duo-Top 





Vertical 
Filing 


5% 
Folders 








It’s surprising how a few samples of Duo-Top Fi’‘ng Folders, placed in the files of 
your customers, will convince them of the worth of a vertical filing folder that is 
double thick where the wear is greatest. Duo-Tops are the last word in 


reasonably priced filing folders embodying a feature which makes them 


wear longer and look better while in use. 
—they’re made in medium and heavy weight Supertex Manila and 
medium weight Kraft; straight cut or any tab; letter and cap 


Meet any filing requirement 


sizes. All Duo-Tops are triple scored at bottom to 


allow for expansion when folders are 


to hold large amount of correspondence. 


you do not now use our No. 
set in your store or with 
salesmen, expect a revelation 
in the demonstration of filing 
folders. This set contains 
samples of all grades of 
folders and information about 
sizes and tab arrangements or 
straight cuts. Yours for the 
asking, as well as handsome 


circulars and window displays. 


2 sample 


your 


required 
If 


Sf ite 


The Weis Manufacturing Co. 
Monroe, Michigan 


New York: A.H. Denny, Inc., 356 Broadway 
Chicago: Associated Stationers Supply Co. 
Boston: Adams, Cushing & Foster, Inc. 











ae \" ‘ 
¥ ue 
~o™ 
»V\ ye ay" aa war 
Ps and gow . # gore 
cney ort 
aA 


‘ Ny _ 
' . ' 
writ! end you o gt? your ¢ gore" wi 
gut nt a e vet ave 3, put aon * nee a 03308 : 
cine ney * x av nue {Oo ogni’ 5 eee gine: 
ond noe gor nem «s & yen pul re yc’ cne Me cout 
vr epat \det gor X gies che ome exriP” of et gn a ari? 
mes pe woe at ov me pire? vi ne 2 Ay) : oe on N os {0 
pert che \ave'* o "ior ,ois® xne © tb ed \pat and | yrs 
yne™ KO cne - \aet cave yat \ave) - yy ed av cine oY 30 cat yer 
yar ned pe govt ed overt and cack ed {oO ce at of «ne go\' ex Kav 
ev qnct asi® «ne (a ys st ne an gay seve eovor® Wire: 
ag\0™ opet™?: gree™ ai o\ae™ ot coore \ Wel® “ e see 
arte? q\ed ain® gor ge er? gine’ pve x ° eat 
ag\e*" <g\t™ gor el ett: 
»% -4 ree” 


y' 
cye™™ 
e; putt 
vse dhe 
“es putt for 
Bb fe 
NO AVe 








pa 





ee 


APRIL, 1934 





Tl 


A Ae 


POUNDS PRESSURE 
ON THE POINTS 





Re: 


t Ly 


B ; 























This Chart ¢ ertified by 


NEW YORK 


TESTING LABORATORIES 


¢ 4 
. Fo 





600 SCIENTIFIC TESTS 
made by the New York Testing Laboratories 
prove that the points of MIKADO pencils average: 


47.4% Stronger than pencil A 
41.0% Stronger than pencil B 
41.0% Stronger than pencil C 


38.7% Stronger than pencil D 


34.5% Stronger than pencil E 
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“CHEMI-SEALED 


MIhADO HAS 
AY 0 AD% 
UN Bed Po 


This extra strength — achieved by a process which also increases the satin smoothness of 
MIKADO'S lead — is the greatest improvement in generations of pencil making. 34% 
to 47% is a safety margin so great that you will mever break a MIKADO in normal use. 
It is your guarantee of uninterrupted, effortless writing and positive pencil economy. 


RARE WAXES 
for Smoothness -|- 


Hold a match flame to MIKADO’S point. The 
heat draws out-a shiny film—for MIKADO 
leads are impregnated with a special compound 
of rare waxes, which lubricate every particle of 
the lead for smoother writing. And in MIKADO 
waxed leads are fully practical, because the Eagle 
*Chemi-Sealed process deposits a coating on 
the leads which seals the wax in and gives a 
surface to which glue adheres perfectly. This 
solves at last the age-old problem of firmly 
gluing waxed leads in wood. 


5¢ each 








MIKADO 





*k CHEMI-SEALING 
for S trength 


You have to fry to break MIKADO because new 
patented processes first strengthen the wood, then 
weld lead and wood into one solid unit. By the 
*Chemi-Sealed process the wood fibres are locked 
with a resinous binder into a rigid, non-splitting 
sheath for the lead (U. S. Pat. No. 1,854,905). 
And there is chemically deposited on the waxed 
leads a coating which permits a perfect bond 
of lead to wood in the finished pencil (U. S. Pat. 
No. 1,892,508). Buy MIKADO for smooth- 
ness, longer wear and stronger points. 


6O¢ per dozen 





- 35 Miles for a Nickel . 


EAGLE PENCIL CO. 


LONDON « NEW YORK > m; 








SO OFFICE APPLIANCES 


EASY FOR DEALERS 
RAND MAK-UR-OWN CELLULOID INDEX TABS TO INCREASE SALES 


rat tT any 





7 With Mak-ur-own Index Tabs, no expensive or elab- 
¥TABS—f oe er eae ee orate sales effort is required to gain a substantial in- 
crease in sales and profits—Mak-ur-own practically 
ae oper sells itself. Here is a simple, easy method that will 
Alphabetical, Daily, Monthly, Numerica produce results: 


CARRY—have your salesmen carry a few 
strips of Mak-ur-own Index tabs with them 
wherever they go. 


DEMONSTRATE—the advantages, conveni- 
ence, economy and efficiency of Mak-ur-own 
Indexing to everyone you talk to. 





EVERYONE — every business, every 
home, every profession, every stu 
Jent, is a prospect for Mak-ur-own 
Index Tabs. Don't overlook any of 
these sales opportunities. 





POSITIVE SALES RESULTS 


We recommend the "Carry and Demonstrate’’ method without 
reservation. It requires little effort—yet it produces results 
sales, profits and new customers—try it. 


READ HOW THESE DEALERS INCREASED SALES AND 
PROFITS WITH MAK-UR-OWN INDEX TABS 


Our salesmen carried a six-inch strip of Mak-ur-own and 
showed it to every customer whom they called upon, for a 
period of several weeks. As a result our monthly sales of 
Mak-ur-own have more than doubled.” 


Indianapolis Office Supply Co. 
Indianapolis, Ind. 


lt was decided to carry a strip of Mak-ur-own and show it to 
every customer—before a month had passed we had increased 
sur ordering amount from 100 foot lots to 500 foot lots and 
till later, to 2500 foot lots." 
Ward's Stationers 
Boston, Mass. 


Thru having our salesmen carry a sample with them at all times 


RAND glee | toh alma lala 
MAK-UR-OWN Pinfold, Mass 
} & D E Xx TA BE Ss YOU CAN DO THE SAME WITH MAK-UR-OWN 


LR 
THE VICTOR SAFE & EQUIPMENT CO., INC., NORTH TONAWANDA, N. vy. 
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1000 INQUIRIES TO 
DEALERS MONTHLY 


Consistent advertising in National Magazines- Collier's, Liter 
ary Digest, News Week—is producing over |000 inquiries every 
month for Mak-ur-own Index Tabs. 


SENDING NEW USERS TO YOUR STORE 


Every inquiry receives a generous sample—every one is also 
referred to a dealer selling Mak-ur-own Index Tabs. Every 
Mak-ur-own advertisement reads ‘Buy Mak-ur-own from your 
stationer''—all of this advertising is concentrated on directing 
the customer to the dealer's store for his Mak-ur-own Index- 
ing requirements. 


DEALERS SAY “THIS ADVERTISING CREATES SALES" 


The national advertising that you have given Rand Mak-ur-own 
has certainly stimulated the sale of this product. We have 
been enjoying not only sales, but inquiries from accountants 
etc. 
Trick & Murray 
Seattle, Wash. 


There seems to be a 100% uniform opinion that the fine 
energetic advertising program which you have under way is 
responsible for the ever increasing popular demand for Mak- 
ur-own Index Tabs. 
Associated Stationers Supply Co. 
Chicago, Ill. 


Just a line to let you know that owing to your extensive ad- 
vertising and Mak-ur-own leads our sales have increased con 
siderably on Rand Mak-ur-own Tabs. 

Batlin & Horowitz 


New York City N.Y. 


GET ONE OF THESE EFFECTIVE DISPLAYS 


This attractive display 
card is handsomely litho 
graphed in colors — tells 
the whole story of Mak-ur 
own Better Indexing at a 
glance. 





Let your community know you are headquarters for Mak-ur-own 
Better Indexing. This display in your window will help you cash 
in on Mak-ur-own National Advertising. 


WRITE TODAY FOR COMPLETE INFORMATION 


rue VICTOR SAFE & EQUIPMENT CO., 














FREE SALES-DISPLAY CABINET—with an order for 
only 25 feet of Mak-ur-own Index Tabs. Shows how and 
where to use Mak-ur-own. Actual tabs displayed unde 
glass. All metal cabinet, lithographed in colors. Ask 
about this attractive introductory offer. 


RAND 
MAK-UR-OWN 
INDEX TABS 


INC., NORTH TONAWANDA, N._Y. 




















WE DO OUR PART 





No. 8500 “*Postur-Chair™ 





Profitably CONSERVANT 
OF IMPORTANT BUSI- 
NESS ESSENTIALS 


Energy—health—physical well being! Equip 
ment that keeps people fit is worth having and 
worth selling. UHL “Postur-Chairs,”’ thru a 
scientifically correct design of specially shaped 
seat and low back support, induce correct 
posture. The improvement in energy and re 
sulting output, and the economy in upkeep of 
furniture is proven over and over again as more 
and more of this furniture goes into service 


Dealers who are interested in equipment that 
produces general satisfaction in use, obtains the 
endorsement of their trade and results in in 
creased earnings, are invited to investigate 
‘“Postur-Chair” and other UHL items including 
“Little Dandy” stands for typewriters, calcu 
lators, large books, etc., UHL file stools and 
tables, vault trucks, the roll top typewriter desk, 
etc.; all standard quality in regular demand 
Catalog and details on request 


THE TOLEDO METAL 
FURNITURE COMPANY 


1548 Hastings St., Toledo, Ohio, U.S.A. 
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Jeffersons Stationers in Formal Opening 

Jeffersons Stationers, Inc., 311 South Fifth street, Spring- 
held, Ill., held its formal opening and business week March 
7-10, inclusive [The business week was a business show, 
displaying to the business men of Springtield a compre- 
hensive showing of office equipment and machines. Among 
the products explained to visitors were Shaw-Walker office 
furniture, B. L. Marble business chairs, Wilson-Jones loose 
leaf lines, Acco fasteners and binders, Silverglo office lamps, 
“Lincoln” desks, leather goods, social stationery, playing 
and greeting cards, party favors, gifts, engraving and wed 
ding stationery 


Chis new stationery business was organized by Harry 





rwo VIEWS IN THE NEW LOCATION OF JEFFERSON STATIONERS 
ING SPRINGFIELD, ILL At the top is a portion of the furniture de 
partment and below is a glimpse of the commercial stationery department 


W. Hanson, president, and Henry Fleeman, vice president 
and manager. The organization has behind it many years 
of experience in the stationery field and the ability to 
analyze the requirements of users of office equipment, from 
incidental purchases of office supplies to furnishing com- 
plete any size office in types and finishes suited to the busi 
ness. 

Since taking control of Jeffersons Stationers, Mr. Hanson 
and Mr. Fleeman have expanded the lines carried formerly 
and taken on additional items, as well as adding three full 
time assistants. It was the desire of the management to 
make the store the outstanding office equipment house in 
central Illinois The illustrations suggest how fully the 
owners have attained their goal 

The formal opening was publicized by newspaper adver 
tising, personal reminders and announcements 

: saiien . 
J. Anon Recovering from Accident 

J. Anon of The Goldpress Company, Bellaire, Ohio, 
slipped on an icy pavement recently, breaking his right arm 
and fracturing his skull. Since the accident Mr. Anon has 
been confined to his home. He is recovering as rapidly as 
could be expected and will probably be able to resume his 
business activities by the time this issue is in the mails 

> - 
Paul R. Woods Company Discontinued 

Paul R. Woods, who formerly conducted the Paul R. 
Woods Company in Medford, Ore., has discontinued the 
latter business and is now connected with the Capital Sta- 


tioners in Olympia, Wash 
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Another National Achievement! 
ALADDIN BI-LOCK LEDGER 


It Works 
Like Magic! 





AS A KEYLESS AS A KEYLOCK 


Your customers will be delighted with the convenience of the double-action Bi-Lock mechanism in 
the new Aladdin Ledger Binder. It has the double advantage of both a Keyless and Keylock binder 


in one. As illustrated a touch of the lever or turn of the key does the trick. 


Aladdin Ledger Outfits consisting of binder, sheets,and index are available in two sizes, two 
bindings and two capacities. 


ADDED FEATURE 


An added feature is the Green-white ““Eye-Ease’”’ Hammermill Ledger sheets used in the popular 
914” x 11%” size. These sheets ruled in restful brown and green are easy on the eyes. 


It costs no more for Aladdin advantages. Write for complete information. 


R. 
sje ne NATIONAL BLANK BOOK COMPANY d 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment WE D0 OUR Patt 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 
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ACCO 











is the “—” LINE 


Acco is the pioneer line of paper fastening and 
paper holding products. Today the ACCO dealer 
can eliminate overhead, make more money by concen- 
trating on the ACCO Line—the line with more PLUS 
features. 


WITH ACCO You HAVE THE Most COMPLETE LINE 


Known name and reputation 

Customer demand by name 

Quality that is recognized as the best 

Concentrated manufacturing of related 
products—and nothing else 

More group sales under one brand 

Full sales cooperation—vreferring inquiries to 
dealers—no direct selling—free sales helps 

Steady repeat business 

Faster turnover and protected, better profits 


++ ++ +4+4++4 


Send for a catalog and the Acco proposition—so that 
you, too, may concentrate on the ACCO Plus Line 


ACCcO PRODUCTS, INC., 24th St. and 39th Ave., Long Island City, N. Y. 


Canada: Acco Canadian Co., Ltd., Europe: Acco Co., Ltd., 18 Whitefriars St., 
154 King St., W., Toronto London, E. C. 4 

















Unlimited 
Capacity 








ACCOBIND FOLDERS 


ACCOPRESS BINDERS 
cco Speed PUNCHES 
Finger-tip Action 
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H & G Company Finds Business Good in “Green 
Pastures” of Kansas 
\ recent communication signed by Douglas M. Halk 


manager of The H & G Company, McPherson, Kansas 
reads in part as follows: “After thirty vears scouting in 
these green pastures of Central and Western Kansas, to 
gether with our sitting close at home here at McPherson, 
our old home town, we have reaped a neat harvest from 
the oil developments near our door, which has allowed 
us to shout from the house tops that we are not in the red, 
but are expanding and have a fine mechanic, and have in 


stalled the latest in equipment to give service supreme from 


here on out 
Mr. Hale is to be congratulated upon the circumstances 
and his ability to take profitable advantage of them 


TT 

FULL SIZE STEEL AGE 
FILING CABINET . .. 

a mT 
in fire COST 


yet constructed 
for lifetime service 


Handsome and Usefal 
STORAGE 
CUPBOARDS, 





EFFECTIVE BLOTTER SERIES SUPPLIED TO DEALERS BY 
CORRY-JAMESTOWN MANUFACTURING CORPORATION .—Color 
ful sets of these blotters were mailed to dealers together with an 
offer to send a reasonable quantity with the dealer’s imprint on 


them The response was immediate and exceeded expectations 
making it necessary for the manufacturer to order additional blot 
ters 
~_— 


Oregon House Celebrates Anniversary 
The Oregon Stationery & Printing Company, Inc., 623 
S. W. Oak street, Portland, Ore., celebrated its first anni- 
versary in February, 1934 The officers of the company 
include red Odlund, president and manager: Zecil Marks, 
vice-president; I. M. Downs, secretary and treasurer. 
fhe company carries a general stationery and office 
equipment line and does high-grade printing 
The company would like to have catalogues of the sev 


eral office equipment lines 


iii 
Huott Made Successful Western Trip 

ed. Hluott, vice-president of the Frank A. Weeks organi- 

ation, New York City, made a tour of the Pacific Coast 

and intervening western states early in the vear His trip 

was successful, and he looks forward to a much larger yvol- 


ume of business this vear than last 














should 


STATIONERS 


ALWAYS BE PREPARED to 
meet the demands of the con- 
sumer. Depleted stock is not 
good merchandising. Success- 
ful Dealers must maintain a 
representative supply of salable 
goods. 


QUALITY and VALUE 


The wide price range of the 
M&V line will assist you to 
meet the budget plans of your 
trade. Do not try to fool anyone 
by offering bargains. Furnish 
them typewriter ribbons and 
carbon papers that assure full 
value for every dollar. Our 
reputation for Quality and fair 
dealing is unchallenged and 
dates back to 1888. It is a rec- 
ognized fact that the integrity 
of the maker is always the best 
guarantee for the product. 


THE“M&V” Service Dept. 


is prepared to assist and protect 
the distributors of ‘*M&V”’ 
typewriter ribbons and carbon 
papers. WRITE for catalog, 
prices and complete informa- 
tion. 


MITTAG & VOLGER 
INC. 
Principal Office and Factories: 
PARK RIDGE, N. J. MR 


Agencies Throughout the World 























From Norway to * \ 
x ‘ 
Australia, the =) 


world’s mistakes 


eric 32! 
Rot “ 


are corrected with 
Weldon Roberts 
Erasers. ‘‘ The 


eut 
Weldon 


world’s quality 
standard” erasers 
are used every 


where. 

























Weldon Roberts special- 
izes in erasers and makes 
nothing else. Your cus- 
tomers know that Weldon 
Roberts quality insures 
quick, clean correcting of 
mistakes in any language. 





YOUR WAY 








To profit by the mistakes of others, sell 
Weldon Roberts Erasers—the fast moving 
line. No. 121 Elliptic is a popular, com- 
fortable-shape, gray rubber eraser for pen or 
pencil erasing. It’s a profitable item in the 
Weldon Roberts line to more profits. 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialists 


Newark New Jersey 
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“Bert” Paradise Enjoys Real Vacation 

While the Northern part of the world shivered and 
struggled in the throes of Old Man Winter, Bertrand 
Paradise, president of H. M. Storms Company of Brook- 
lyn, accompanied by Mrs. Paradise, enjoved the perfect 
serenity, sunshine and relaxation of a tropical cruis¢ 
aboard the R. M. S. Mauretania 

The Port-of-Spain with its native influences—LaGuaira, 
known as the gateway to the Andes—a trip up the moun- 
tains to Caracas, the capital of Venezuela—Willemstad, 
Curaco, a bit of true Holland in America Colon, Cristo- 
bal, the Gatun Locks in the Panama Canal and ancient 
Panama City—Nassau and the quaint native Bahamas vil- 
ages—these are places that spur the imagination and mak¢ 
impressions never to be forgotten, according to Mr. 
Paradise 

“With perfect weather and the congenial companionship 
of fellow voyagers, such a trip is ideal for real relaxation 
and restful divergence, of which Mrs. Paradise and myself 


obtained full measure,” says Mr. Paradis« 


eee 





BEAUTIFUL TROPHY WON BY ROYAL TYPEWRITER COM 

PANY AT TOURNAMENT OF ROSES IN PASADENA LAST NEW 

YEAR'S DAY The float, The Royal Barge im the Tales of 

the Seven Seas was composed of real flowers, and was awarded 

third prize in the Commercial Division The trophy was presented 

t Mr Faustmann and now reposes on the desk in the private 
iffice of the Royal’s Chief executive 


> 


Rich Showing of Sengbusch Items 


The Sengbusch Self-Closing Inkstand Company, Mil 
i 


waukee, Wis.. has issued the third edition of Catalogue No. 
22, a book of forty pages, many of them in colors, reveal- 
ing the artistry possible in the creation of desk utilities 
In this book are shown for the first time in a general cata- 
logue the “Dipaday” pens and sets, which attests to their 
popularity with both users and dealers. A page is devoted 
to “Dipaday” desk lamps which combine effective utility 
with graceful lines These have not been listed and illus 
trated in the catalogue heretofore The catalogue shows 
also the “Ideal” sanitary moistener and the “No-Over-Flo” 


sponge cup, which maintain their standing in the shipping 


om and on the fine office desk 
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must have the 


eC that man 
“Goods.” He must 


loop holes in his line, no flaws in his 


have no 


presentation, no gaps in his expe- 
rience. 

For 46 years Art Metal has been 
filling up these gaps, rounding out 
its sales strategy and accumulating 
valuable experience. This becomes 
an asset for the Art Metal Agent 
who aligns himself with our nation- 
wide organization. 

Today, no matter what the pros- 
pective customer's problem may be, 


NO 
TWO 
CUSTOMERS 
ALIKE 


The order goes to the man who best 


meets his customer's individual needs 


soe eeeeeeeeeeeeeeeee#ee#e#t#eeeeeeeee#ee 


Art Metal men have a practical and 
economical answer. On filing equip- 
ment alone they have a catalog of 
over 150 pages to present their com- 
plete line. 

Beginning with Art Metal Director 
Files at the top of the line every 
need can be fully met. In upright 
units Art Metal offers 3,600 combi- 
nations of cabinets and inserts to 
provide a filing system that exactly 
fits the record handling require- 
ments of each individual situation. 
In filing cabinets of counter height 


AGENCY DIVISION 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 


ee eoeceed @e'e every © ees 2S Se Se 
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there are approximately the same 
number and an even greater variety 
of possible combinations of hori- 
zontal sectional files. Then there are 
extra-height, five-drawer files for 
use where space is at a premiuni; 
files for use on the desk and in the 
desk; files for cuts, files for legal 
blanks; files for vertical filing of 
blue-prints and tracings; files for 
heavy bound books; files in safes 
and transfer files. 

Art Metal represents more than a 
complete line of steel office equip- 
ment with illustrated and descrip- 
tive catalogs. Through years of Art 
Metal experience a sound sales pro- 
motion program has been developed 
and operated in conjunction with 
Art Metal Agencies. If you are 
interested in the Art Metal fran- 
chise, write us. There are a few ter- 
ritories still open. 


rel Yetal = 
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GENERAL PENCIL COMPANY 


FRED W. GOUDY Launches into a 
_._| National Campaign 


y Oberbardt. e 





World Famous 

















Beginning in April, a new magazine advertising 


“KIMBERLY PENCILS campaign is being launched to increase SEMI-HEX 


a ee a ee and KIMBERLY business all over the country. 


The series of twelve ads for TIME magazine will 
inform every alert business man about the fine qual- 
ity of SEMI-HEX pencils for office and general use. 
. = It will tell of their smoothness, their good looks, their 
- 7 ay gilding guaranteed eraser and their durability. You will 
feel an increased demand after this series gets 
under way. Cash in on it by stocking up now: this 
is the kind of cooperation you have been looking for. 


Read what he says 





)"KIMBERLY”(©} 525 HB 


©) 











| | | Another completely different series will appear in 
R. GOUDY Is the most noted type designer : " , 
M re he is al professional magazines stressing the endorsements 


roday Beca ilso one of the most 

sincere a | c CCTc | men 1 his ield you Ca . ® 
Foe tigre acs a ah of famous pencil users who particularly prefer 
\ Penciis ac ne way 


counto it that 
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he says they do in his letter above KIMBERLY DRAWING PENCILS above all others. 
But there is really nothing surprising about 
KIMBERLYS' perfection: they are made to con- The time to push pencils is when the manufacturer 
form to the highest standards of performance *‘in ; : T 
tS a LO ERI A MY helps in a genuine way to push them for you. If you 
ness, cach of which is smooth, uniform and will are alert you will know what to do. 
never scratch. KIMBERLYS have great strength, 
requiring a minimum of sharpening and standing 
up under pressure when other pencils fail G E N E R A L P E N . I # C O M Pp A N y 
ou'll find too at when erased, or whe ‘ > 
Y “sie her r . or when JERSEY CITY NEW JERSEY 
drawings are pulled out from a pile of others they 
will not smud ge 
“ae ld wi ; GIVE YOUR 
n every field where drawing pencils are used 


SECRETARY , 






men at the top are using KIMBERLYS. And why 
not, when the cost is only ten cents and there 
isn't a better pencil to be had at any price! 


We also make KIMBERLY, thin lead, colored 
pencils for 1 iricty of uses 








ZENERAL PENCIL 





GENERAL PENCIL COMPANY 


JERSEY CITY NEW JERSEY 
Above is the first ad of series that is , 
to run in Architectural Forum, Pen These are three of a series of twelve 
cil Points, Advertising Arts and ads to appear in TIME magazine, a 
School Arts telling about KIM- publication with a circulation of 
nearly 500,000 that goes to business 


BERLY DRAWING PENCILS 
and KIMBERLY COLORED 
PENCILS exclusively. 


men throughout the U. S 
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Detroit Office Supply Firm Changes Name 


The Ellman & Bolus Office Supply Company has en 


larged its organization and scope of activity and has 
changed its name to M. A. Ellman & Company M. A 
Eliman, for many years associated with the office supply 


James W. Gar- 


onstruction Company, 


business, is the president of the company 


lick, formerly with the Art Metal ¢ 


has been appointed sales director \. E. Cummings is the 


business manager 


The company handles a variety of well known office 


supphes lines as well as office furniture and office machines 


In addition to new equipment, the company features re 


conditioned furniture and rebuilt machines 


In keeping with its program of expansion the company is 


searching for additional lines 





POSTER 


FANCY 
PAPERS 


: SCREEN 
CUTAWI PROCESS 
SUPPUES 


TINSELS % 
TEMPERA 


| CARTERS itéweass COLORS 


3RONZE 
POWDERS 





When The 
s color specialty man, Jack Donahue, wound up his 
Christmas trip to the east coast, his return to Los Angeles was observed 
by the welcome and reception committee pictured above J. L. MeLogan, 
one of the outstanding artists’ supply material houses on the coast and 
his entire staff, turned out to welcome Jack The Carter's Ink Company 
insists that the predominance of smiles in the picture cannot be entirely 
ittributed to Jack's return to the coast, but many of them are symbolic 


JACK DONAHUE GETS RECEPTION AT LOS ANGELES, 


Carter's Ink Company 


f the mood in which all concerns handling the new line of twenty-seven 
VelVet Tempera colors find themselves when looking forward to assure 
successes of 1934 
~~ 


“A Man and His Job” 
The Hanson-Weigh, issued by the 
pany, Chicago, LIL, and edited by J 
| 


featured “A Man and His Job.” \ 
shall learn out of the de 


Hanson Scale Com- 
Morley, 


salient thought was: 


K« nie ld 


“Perhaps the bnewest lesson we 


pression is the true sanctity of a job. Governments will 


learn that men must be kept at work if they are to remain 


od citizens Business will learn that men must work if 


markets are not to stagnate And workers will learn that 


there is a seriousness and sincerity about a job which 


makes it just about the biggest thing in a man’s life.” 


> 


Chicago Furniture Store Expands 
Spak & Natovich, 40 South Wells street, ( hicayo, Ill., 
have taken increased space. The additional faces 


West Monroe street 
plays on the Monrose 


spac¢ 
affording room for large window dis 


Street tront 


COLUMBIA 








Dealer 


Enthusiasm 


‘I feel very enthusiastic about taking on 
your line,’’ writes a dealer after receiving his 
first shipment of Columbia files. 


Why shouldn't this dealer be enthusiastic 
about becoming a Columbia distributor? He is 
prepared to give his customers the utmost in 
quality and service. 


The Columbia Standard line is widely known 
for its complete variety, all-around strength, 
fine workmanship, and attractive appearance. 
The Apex Commercial, Colonial Utility and 
Atlas Non-Suspension lines also are of remark- 
able quality, and include all the combinations 
permitted under the Code. 


The Columbia organization strives always to 
co-operate to the fullest possible extent with the 
dealer—selling him at Code prices, referring 
retail inquiries to him, filling orders promptly, 
maintaining a consistent policy, and giving him 
a square deal at all times. 


In the light of these facts the enthusiasm of 
Columbia dealers is easy to understand. Why 
not write today for the latest catalog and price 
list? 





wt bo ove Maat 


Columbia Steel Equipment Co. 
Office and Showroom 
Lineoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sits. 

P. 0. Box 2244 Philadelphia, Pa. 














“TRADE-MARK” 


identifies the quality of the products produced 
under it the policy of the house under which 
it operates and the character and integrity of 
its personnel, 


NEVA-CLOG trade-marks are recognized as 
representing fair trade practices, sound values 
and has the confidence of the trade and con- 
sumer. N-C is the banner that identifies 
NEVA-CLOG merchandise. It assures the dis- 
tributor that our trade policy plays ball with 
him, and he likes the game because there is 
assured profit in it. 


Doubt has been eliminated. You know what 
to expect from NEVA-CLOG and its products. 
You know that the NEV A-CLOG products you 
sell are guaranteed, and that you are assured 
of reasonable returns on your sales efforts. 


Our policy of “dealer help” carries this mes- 
sage—thru you—-to your consumer prospects 
and customers. Let us emphasize THRI 
YOU, for you are the channel of trade thru 
which we distribute. And you have helped 
us to mutually establish N-C as a “buy word” 
for stapling machines and staples. 


Write for displays or 


other sales helps 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 
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Henrotin Polyclinic Uses “G-F” Hospital Cases 


. Sa LaSalle 


The Henrotin Polyclinic hospital, \ 
_Jl.. has broken ground for a one hundred 
it signed by H vlabir 1 W IX ot witl Berlin 


ed spita 
& Swern as associated architects 

The hospital division of The General Firep ng Com 
pany, through its hospital equipment engineer, H. Wal 
lingford Wolcott, was awarded the contract equip this 
hospital with the latest and most modern built-in metal 
casework These cases will be built of steel with monel 
etal doors, and cove interiors. The installation will be in 
design and construction the last word in hospital equip 
ment 

The General Fireproofing Company was selected by the 
architects and building board of the hospital to build this 
casework be ius of its vast experienc 1 the hospital 
eld. The company has recently completed the largest in 
stallation of hospital equipment ever awarded, in the Los 


Angeles County Hospital; this is a 3,000 bed hospital of 
earthquake proof construction 


a 





STAFF OF THE RECENTLY ESTABLISHED UNDERWOOD ELLIOTT 
FISHER SALES AGENCY IN AUGUSTA, GA W. B. Black, the new 
sales agent, is the gentleman in the light gray suit Mr. Black has had 
many years experience in the typewriter and adding machine business and 
has set up a capable sales and service organization Others in the pic 
ture are, left to right, V. E. Fourcher, salesman; O. W. Kuehnel, junior 
salesman, Hubert Brown, service manager, Jack Fuller, mechanic 


a 


Tulsa Junior Commerce Chamber Honors 
Typewriter Man 

Noel B. Boulware, Boulware Typewriter Company, 323 
South Boston, Tulsa, Okla., has been voted an honorary 
life membership in the Tulsa Junior Chamber of Commerce. 
Mr. Boulware recently resigned his membership in the or- 
ganization because he had just passed its maximum age 
limit of 36 vears, after having been active in its affairs tor 
nine vears. He had been a director for seven years, a vice 
president, and president of the chamber, and was awarded 


its distinguished service medal in 1931 HDR 
> 


Striking Catalogue of Weber Costello Globes 


Weber Costello Company, Chicago Heights, Ill, has is 


sued a new catalogue of globes for the home, six, eight and 


twelve-inch, in a wide variety of mountings, finishes and 
lors. Copies are available to dealers, and will be mailed 
on request [The Weber Costello line includes globes 


ounted on floor stands, and also for desk uss 














Ebonized Pearl is SHEAFFER’S stunning 
innovation— introducing real pearl, inlaid 
by hand, to the pen-buying public for the 
first time. 


The striking beauty of this innovation 
combined with the BALANCE shape and 
FEATHERTOUCH point with platinum 
channel, exclusive SHEAFFER features, 
makes these new SHEAFFER pens and 
sets the logical graduation gifts. 


Stock, display and push this distinguished 
line—to achieve your most profitable 
graduation gift season in years. None 
but SHEAFFER dealers can offer Ebonized 


Pearl. 


FOLLOW THE 6-POINT EXTENSION PLAN 
WRITE FOR FREE BOOKLET, ‘‘RESULTS COUNT’’ 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKR 
SKRIP-GRIP PARA-LASTIK 


W. A. Sheaffer Pen Company, Fort Madison, Iowa, U.S. A. 
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1934— Oxford's 25th Anniversary 



































is back of this line of 


OXFORD FILING GUIDES 


for this year is the 25th anniversary of the Oxford 
Filing Supply Co. and its predecessor, the Record 
Card Co., founded in 1909. 25 years of experience 
not only in MAKING guides, but also in MWERCH- 
ANDISING them through dealers. 














Factory processes are important—quality of ma- 
terial and workmanship are essential—but it is the Ox- 
ford merchandising program which gives these guides 
and the whole Oxford line—their unusual sales appeal. 











The assortment of guides is complete—sizes from 
214 by 4 midget size to 12 by 12 ledger size, with all 
standard sizes in between. 











Alphabetic indexes from 25 division to 5,000 sub- 
division in card guides and vertical guides. \lonths, 


WO 
WW UU VA 7 


days, states—-whatever you need. 


It’s the specialized line—the Oxford line—the line 
that sells. Try it and see. 
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Carried in stock in Steel Tab Pressboard. 

Celluloid Tab Presshoard. Presshcard. 

Celluloid Tah Bristol Beard, Bristol 
Board, and Heavy Manila. 





FILING SUPPLY CO. 


310-A Morgan Avenue. Brooklyn, N. Y. 
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Southern Stationer Suffers Fire Loss 
In February the Zac Smith Stationery Company, Bir- 
suffered a ten-thousand-dollar fire loss to 
The greater part of the damage 


mingham, Ala., 
building and equipment 
was to the print shop on the second floor of the company’s 
3usiness was at once resumed and 


GHW 


four-story building. 
continued in the same location 


Citi cite . 
Friden Calculators in Production 


News concerning the new line of Friden calculators made 








by the Friden Calculating Machine Company, Inc., Oak- 
CARL M. FRIDEN 
land, Calif., appeared on page 48 of the March issue. Two 


models are now in production and will soon be ready tor 














FACTORY OF THE FRIDEN CALCULATING 
MACHINE COMPANY, INC 


the market. An exterior view of the modern plant in which 
the Friden machines are being produced accompanies this 


item 


— 
Milligan Receives Five-Year Service Pin from 
Sears, Roebuck 

James G. Milligan was recently awarded a five-year serv- 
ice pin as a regional manager of Sears, Roebuck & Com- 
pany in Boston for merit and ability in the office equipment 
service department 

Mr. Milligan received his early mechanical training at 
the local office of the Addressograph Company and since 
coming to Sears, Roebuck & Company has mastered several 
other types of machines. The company maintains a repair 
department to keep their equipment in first-class condition 
and to advise on replacing worn out machines. 

noses 
Cincinnati Firm Discontinues Business 

The Duplicating Machines Supply Company, formerly 
at 86 Electric building, Cincinnati, Ohio, has ceased oper- 
ating and its former proprietor, R. L. Pall, is now con- 
nected with the Cincinnati branch of the A. B. Dick Com- 


pany 
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“How ean you sell 





for so little?” 


Customers Ask Everywhere 











UST check over the features listed below and you'll realize 
why AUTOPOINTS are constantly amazing your cus- 
tomers with their value—and constantly astounding stationers 
with their fast sales. Every AUTOPOINT, from the 50 cent 
models up to the most expensive AUTOPOINTS made, has 
these features—many of which not even the most expensive 
of other makes can have! Just tell your customers and your 
“‘lookers” at the pencil counter about these 20 features— 
they’ll sell many a “cranky” customer and turn /many a 


“‘looker”’ into a buyer. 
20 REASONS 


Why Autopoints Sell Themselves 


1. Ornamental cap of exclusive design. 

2. Adjustable and replaceable eraser. 

3. Eraser is held in adjusted position by four 

grip-tite talons. 

Eraser socket is ribbed so cap will always fit. 

Trademark band gives barrel added strength. 

Wings on base of clip prevent sidewise 

movement. 

Clip is screwed to barrel and can be con- 

veniently replaced. 

8. Generous supply of spare leads. 

9. Smooth underside of clip-ball is easy on the 
pocket. 

10. Bakelite Molded barrel is properly cured for 
additional strength. 

11. Grooved bore operates plunger with minimum 
of friction. 

12. Grooves engage plunger head causing plunger 
to revolve with barrel. 

13. Plunger head moves into a safety zone when 
all of lead is expelled preventing damage to 
mechanism if rotation of barrel is continued. 

14. The long tip shank assures rigidity, and the 
spring pads or ears effect the proper frictional 
fit between barrel and tip. 

15. Bakelite Molded cone greatly contributes to 
writing comfort. 

16. Tooth projections insure engagement of 
plunger into spiral tube. 

17. Tip parts are permanently anchored, Bakelite 
cone is molded on. 

18. Design of plunger and spiral tube keeps 
plunger and lead in alignment. 

19. Metal tip has long lead grip 
the tip resiliency. 

20. Autopoint lead is of the finest quality and of 
standard size. 


Have You Your 1934 Autopoint Catalog ? 


If you haven't received it, and haven't seen the 
new eye-luring numbers in the AUTOPOINT 
and REALITE lines, just write us today and 
get your copy. You'll and many new profitable 
numbers listed here. 


ous 


~ 





slitted to give 


“The # Better Pencil 
THE AUTOPOINT COMPANY 
1801 Foster Ave., Dept. OA-4,Chicago, Il. 
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Only the BEST 


get by this test ! 
The DUROMETER 











The Durometer 
is @ precision in- 
strument used at 
the AWM Co. Fac- 
tory for determin- 
ing platen hardness 
The platen is placed 
on the platform of 
the Durometer 
which is raised to 
meet the needle of 
the gauae. and the 
reading is taken. 




















This is the hand Duro- 


meter, used to further 


check factory readings 
and insure the uniform 


Every Invincible Platen must 


quality of Invincibles. pass the Durometer test. 


It is this precision control of manu- 
facturing that makes Invincibles all 
that the name implies. 


Invincible platens are made in 
various degrees of hardness to meet 
specific requirements. They positively 
will not harden beyond the degree 
specified. They are precision ground 
to produce that velvet-smooth, non- 
blooming finish, and they do not 
“run out.” 


Every Invincible is unconditionally 


guaranteed. Write for details and 
prices. 


American Writing Machine Co., 


374 BROADWAY NEW YORK, N. Y. 
BRANCHES IN PRINCIPAL CITIES 
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Booklet Advocates Southern Pine for Paper Making 
\ booklet under the title “The Deserted Village’ 
without charge by The Cl 


hemical 
New York, N. \Y Phe 


work of a consulting chemist, Dr 


is being 
foundation, 
booklet deals 


distributed 
654 Madison ave nue, 


with the research Charles 


H. Herty, whose experiments have proved that newspaper 


successfully made from southern pine In 


booklet 


news and editorial, and an introductory 


hemical 


' 
Stock can be 


oft press comments, 


number 


cluded in the are a 


botl statement by 
Francis P Foundation, 


In Mr 


per cent ot the 


Garvan, president of the 


Garvan points out that approximately seventy 


annual consumption of newsprint in the 
Chis imported portion 


$170,000,000. — He 


United States is imported repre 


suggests 


an expenditure of about 


United States wood 


sents 


that the paper industry could and 


hould develop the production of paper from southern ping 


to supply that portion of newsprint that ts at present 


imported 
available on request from The 


Copies ol the booklet are 


Chemical Foundation 


_— 
Walter C. Lothrop Expands 

Walter C. Lothrop, who conducts an office machine busi 

ness at Chicago, has moved from 26 South Wells street, 

where this business had been several years, to 32 South 

Wells street. The change was made to secure additional 


of new portable 
At the 


to display his lines, and 


Lothrop carries a wide 
omes 


space. Mr 


rane 


typewriters, and rebuilt machines of all sorts 


new location he has ample space 
much better facilities for rebuilding and repairing machines. 
lwo skilled craftsmen handle the 
while Mr Lothrop does the 


Lothrop directs fhe office work 


mechanical end of the 


business, selling and buying 


Mrs 
The new basement, which is being 


location includes a 


arranged as a salesroom for used office furniture 
> 
Prompt Shipment on “Babe” Fasteners 
Phe Parrot Speed Fastener Corporation, 363 Broadway, 
New York, N. Y., is now 
dealers of the “Babe” 


that does the 


deliveries to 
“husky little 


immediate 
Chis 


fellow” 


making 
spec d Fastener 
junior work of a big is described as 
maker claims that 
“Babe” 


which retail at f 


handsome, durable and efticient Che 
it will not clog when used with genuine rustproof, 
admium plated speed staples, irty cents 
of 1,000; packed ten boxes to the 


The company has been manufacturing 


per box carton 
Various types of 


staplers for years, and takes pride in the care and precision 


with which every detail of its staplers and staples have 
been worked out. Dealers are invited to write for descrip 
tive literature and attractive trade discounts 


_— 
Broadway Association Presents Memorial Book to 
L. E. Waterman Company 
One of the interesting incidents in connection with the 
recent celebration of the fiftieth anniversary of the L. E. 
Waterman 
memorial book designed and written by J. E 
\ssociation 


Company was the presentation of an original 


Gratke, man- 
Che contents depicted 


Water 


committee of 


ager of the Broadway 


serious and amusing incidents in the career of Mr 


man and the presentation was made by a 


members of the Broadway Association in the 


body 


prominent 
name ot that 
_ 
New York “Squares” Dinner Dance in April 
Che Stationers Square Club of New York has issued an- 
held April 14 at 
K nite Fork 


\ swell assort- 


nouncements of its dinner-dance to be 
Hotel The Order ot 
will be exemplified at seven in the evening 
Leo Wertheimer, chair- 


Governor Clinton and 


ment of tickets is in the hands of 


man, 190 Park Row 
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finding ... . saves time, 
work, and money. Guides 


on three rods support as 


well 


the 


filing pocket provides 





ample working space BEAUTY can be efficient 
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Tri-Guard filing prin- 
e speeds up filing and 
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xe 
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ea" 
ae 


~ 
+4 
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<) 
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as index contents of 
file. A ‘““V” shaped 


; -_ 


and efficiency can be BEAUTIFUL, 


A New and Distinctive 
“Wood Filing Cabinet... 





rever needed. 













Drawers operate on new 


edge of woodworking, and fine craftsmanship gained by Globe- 
Wernicke during more than half a century. It proves that beauty 
can be efficient . . . and efficiency can be beautiful. The dignity and 
charm of fine furniture are combined with the latest and best mechanical 


| HIS attractive wood filing cabinet reflects the experience, knowl- 


cradle type progressive features desired in efficient filing equipment, including the patented 












stee 
ball 
insu 


ope 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 


Globe-Wernicke Tri-Guard filing principle. 


Genuine walnut or mahogany face veneer is used in the new file and 
hardware is of polished cast bronze. There is.also an improved type of 
res smooth, quiet, easy drawer suspension, with cradle type ball-bearing extension slides. 


| extension slides with 


-bearing rollers. This 


This cabinet fills a long-felt want, particularly in offices where the 
warmth and beauty of fine wood furniture are desired. Dealers are 
invited to write for prices and additional details. 


Globe-Wernicke 


ration. 





Cincinnati, Ohio 
hy 0 .@ on Gian ©) cit © DA ois. Gur 20101 000m 00 OF om, Oa oe Oe DD oe DD a Oe OO oe oe A On on 


Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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RIBBONS and CARBONS 


of outstanding merit 








Distributors of Carbon Papers and Typewriter Ribbons 
can always depend upon the COLUMBIA line to merit 


every requirement in the most satisfactory manner. 


COLUMBIA RIBBON & CARBON MBG. CO. Inc. 


Main Office and Factory Glen Cove, L. L, N. Y. 
NEW YORK PHILADELPHIA KANSASCITY PITTSBURGH CINCINNATI 
NASHVILLE NEW ORLEANS MINNEAPOLIS CHICAGO 


COLUMBIA 


TYPEWRITER RIBBONS 
AND CARBON PAPERS 



































for all purposes 
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Columbia Steel Broadens Distribution 
Che Columbia Steel Equipment Company, Philadelphia, 
Penna., has released news of the appointment of new ex 
clusive dealers in several important centers. These include 
Business Equipment Mart, 317 Erie street, Toledo, Ohio; 
kK. FF. Gove, 401 ¢ 


Southern Stamp & Stationery Company, 


hamber of Commerce building, Pitts 
burgh, Penna.; 
Richmond, Va. 

These dealers maintain representative stocks of Colum- 
hia products, and are prepared to give prompt and caretul 
service to store and office requirements for steel equip 
ment Additional Columbia distributorships will be an 


nN uunced trom time to time 


> 
New Office Equipment Business in Baltimore 
Morris Hl. Fine, 2803 Dennison street, 1s organizing a 
used office machine business in Baltimore Further par 


ticulars are expected for a later issue 





ENGAGEMENT S 





Engagement Announced 

The betrothal of Mrs. Jennie Marx Cohen of Buffalo, 
N. Y., and Louis Cohen, owner and operator of the Fort 
Smith Office Supply House, Fort Smith, Ark., was re- 
cently announced. The wedding will take place in May 

Che bride-elect is the widow of the late Benjamin L 
Cohen, brother of Louis Cohen. Mrs. Cohen has been a 
visitor in Fort Smith for several weeks and left a few 


weeks ago to return to her home in Buffalo, where the 


wedding will take plac 





N G S$ 


Balaban-Sutton 

Miss Eleanor Balaban, Windsor, Ontario, and Paul N 
Sutton, Chicago, were married by Judge Desort, of superior 
March 3 Mr. Sutton is a sales corre 
Adding Machine ¢ 


He became acquainted with his bride while attend- 


WEDODI 





court, Chicago, 


spondent for the Victor ompany, Chi 
Cane 
ing the University of Wisconsin Mr. Sutton was a re 
porter for the Wisconsin State Journal while attending 


college 





» @& & 7 tgcore 


Miss Barbara Ann Johnson 
Mr. and Mrs. Arthur M 
omed a little sprite to their home March 10. She told them 





Johnson, Princeton, IIL, wel 


to call her Barbara Ann, and forthwith was introduced t 
a vounge chap who was pleased to have her call him 
“Brother.” 
Dad Johnson operates the Johnson Typewriter Company 
at Princeton, and was active in the organization of the 


‘I-1” Central Typewriter Dealers’ Association 


iia 
Salter Sisters Have a New Brother 

Mr. and Mrs. D. E. Salter, New York, N. Y., have a baby 

son who arrived February 12. Mr. Salter is connected with 

the statistical department of the Underwood Elliott Fisher 

(Company Their two daughters are very proud of ther 


little brothet 


es 
Miss Joan Wolf 


Recently a third child came to grace the home of Morris 
Wolf, president of the Utility Supply Company, Chicago. 


rhe latest arrival is a girl named Joan 








TYPEWRITER 
PROSPERITY 


Are You Getting Your Share? 


Shipman-W ard’s sale of platens, all makes 
typewriter supplies and parts increased 


over 400% in the last twelve months. 


Shipman-Ward’s typewriter sales in- 
creased 200% over last year. 


American Telephone & Telegraph January 
net gain was 219.6% over that of the 


same month last year. 


Sears-Roebuck’s sales for January this 
year were 30.2% above those of Janu- 


ary, 1933. 


Montgomery Ward’s January, 1934, sales 


were TJO% above those of a year ago. 


Kresge, Woolworth, Grant, Simmons and 
sales during January showed 


13.1 % to 


Safeway 


increases varying from 


14.1%. 


604.137 cars of freight moved in week 
ending March 3; a gain of 24% over 


last year. 
WRITE TODAY FOR OUR 1934 CATALOG 


of all makes typewriter parts and supplies. The 


most complete ever issued. 


Shipman-Ward 


Manufacturing Co. 
4401 Ravenswood Ave. 
CHICAGO, ILLINOIS 














The Neimwich Guarantee 


VERY ribbon and sheet of carbon paper manu- 
r factured by us is guaranteed against defective 
material and workmanship, and to conform to the 
standard of their respective qualities. 

If any of our products are defective or not up to 
their standard, it will be considered a favor if such 


cases are brought to our attention immediately. 


Some Reasons Why 
We Can Make This Guarantee 


All of the products manufactured by the Neidich 
Process Company maintain a high standard of ex- 
cellence and uniformity. Good results are assured 
due to the careful selection of raw materials... 
continuous testing ... most up to-date manufacturing 
methods and modern equipment...a complete staff 
of skilled employees... complete facilities for large 
quantity production ...maintenance of specification 
service, the facilities of which are available to all 
dealers, without charge...and prompt shipment of 
orders made possible through our systematic control 
of finished product inventory. 

In addition to these reasons the Neidich line is popu- 
lar with dealers because it offers the utmost in quality 


...at a price that assures a good margin of profit. 


“The Line of Lowest Ultimate Cost” 


Carbon Paper Brands Ribbon Brands 
MONOGRAM SUPERBA DISTINCTIVE 
DISTINCTIVE THORO-BRED MONOGRAM 
FLEXO N. P. BRAND TYPE-TAPE 
MANI-FOLDO GENERAL SERVICE PROGRESS 

SPECIAL QUALITY DUR-O-PLEX 


We urge dealers to write for details of our profit- 


Lic 


NEIDICH 


PROCESS COMPANY 
Burlington, N. J. 


making Sales Plan. 
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Patented Help for Dealers 

Che Liberty Box Dimension Chart is the newest dealer 
help to be announced by the Bankers Box Company of 
Chicago 

Liberty boxes are made in exact sizes for filing and stor- 
ing standard office and factory forms. It is, however, not 
easy for the average customer to determine which size 
number is needed and when no ruler or measure is handy 
it is almost impossible to make selection. This applies 
especially to the unusual or odd size forms or records 

To meet this difficulty for both dealers’ salesmen and 
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REDUCED REPRODUCTION OF THE LIBERTY BOX 
DIMENSION CHART 

Liberty box customers, the chart shown was devised \ll 
that is necessary in using the chart is to lay the form or 
forms to be stored on the chart and the exact size of box 
needed is shown instantly. One chart is put in every 
package of Liberty boxes and copies are supplied to dealers 
for use by their salesmen 

An interesting situation arose after the chart had been 
designed Effort was made to get a patent, but investiga- 
tion showed that practically the same idea had already 
been patented for a somewhat similar purpose by an Eng- 
lishman. Search for the owner, from whom the patent was 


purchased, found him settled in Pernambuco, Brazil. 


-— 

Royal Portable Advertising Campaign in Process 

One of the largest campaigns in recent years advertising 
portable typewriters is now being conducted by the Royal 
lypewriter Company, In¢ In referring to the campaign 
W. A. Metzger, advertising manager of the company says, 
‘A forceful hard-hitting newspaper campaign covering a 
large number of cities with frequent insertions features our 
spring campaign.” 

Principal cities are being covered by frequent large ad 
vertisements in the magazine and rotogravure sections ot 
Sunday newspapers. The rotogravure advertisements ar 
appearing in eighteen cities via the “American Weekly” 
sections of all Hearst papers, as well as in other papers. In 
addition, forty-three smaller cities are being covered with 
black and white advertisements frequently inserted during 
the months of February, March, April and May \ similar 
series of advertisements are running in the newspapers of 
thirty-seven leading colleges, giving direct and concen 
trated coverage of the college market for portable typ: 
writers. 

The series of advertisements being run have been care 
fully designed to bring quick results in moving Royal port 
ables from dealers’ shelves. Of particular value to dealers 
is the system of including, wherever possible, a list of 
local dealers’ names in advertisements 

Magazine advertising includes insertions in Esquire, Pop 
ular Science, Scholastic and other general magazines. 
Leading educational and teachers’ magazines are also in- 


cluded in the program. 














APRIL, 1934 





QY 


10 


DIVISIONS 
COMPRISE 








ACME VISIBLE CARD CABINET 


ONE of the TEN Divisions 


One dealer writes: 


‘‘During first six months 
handling your products, we 
turned our sample and stock 
investment eleven times’’. 


P , 
1 orld s largest exclusive 





Wa) ACME 


Viste 
REC Cane 
PRODUCTS 


@ The result of an organization concentrating 
for 17 years, exclusively, on the idea of serving 
industry through Visible Records. Each division 
was developed to meet some definite need in the 
conduct of business. If even one were missing, 
the Acme line would not be complete. Every one 
is a factor in properly serving the Visible Record 
needs of commerce. 


The 10 divisions are all dramatically demon- 
strated in the new 48-page full color catalog just 
published; it is proclaimed the most complete 
manual on Visible Records ever produced. 


All dealers will receive a catalog on request, 
although the Acme line is available to but one 
in each section under an exclusive franchise 
arrangement. You are invited to make inquiry 
regarding your locality. 


ACME CARD SYSTEM CO. 


8 S. MICHIGAN AVE. «» CHICAGO, U.S.A. 


sessnsliasilias d Pest. { Oeiiiiidnl 
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THREE LEADING FLYERS 


OF THE 







































NOTH 
No front plates. 
No hinged doors. 
Your guarantee 
against james. 


MADE IN 
U. S. A. | ra 


The world recognized Imitated but never 
leader. By years of excellent o » equalled. 
service, the Ace has proven 
itself superior over all other makes 
of stapling machines on the market. Built 
to last a lifetime. 

Jam-proof. Fool-proof. Triple plated. Chrome 
finish. 

Loads 210 standard staples. Weight | lb. 4 oz 





Searing to unknown 


heights ~ 
WM. F. WEBER as 


BEN GRAYSON 





PRICE $1.00 











NOTE 
| No front plates. . 
. V » N 
i No hinged doors. 1ADET 
= : Your guarantee 2 > wo. B Aa. 
Vhese three flvers have ®#8inst jams. 
broken all records. Zi Through the severest tests 
af they have proven them- 


BILL SMITH 


selves victors. 


}. L. ABBOTT 


\ sturdy medium-sized 
, machine, built along the same 
_@ lines as the Ace. No castings. All 
steel construction, hardened to give long 
wear. 
DEALERS—This machine in its price range offers 
more value to your customers than any other competitive machine. 
Jam-proof. Fool-proof. Triple plated. Chrome finish. 


Loads 210 standard staples Weight 14 oz. 









Yes, and their records will NOTE Pier cg se ap 
stand for all time No front plates. PRICE 33.00 They have reached the 
JIM PRYOR No hinged doors. height of perfection. 
Your guarantee HY LINDEN 
against james. S MADE IN 
> U.S. A. 


~ 






Ora 
Neat and attractive 


construction. Details 


same as the Pilot. Designed 
especially for home use, students, 
salesmen and general office work. 


Built for compactness and light weight. 
Jam-proof. Fool-proof. Triple plated. Chrome finish. 


These prices apply - - 
East of the Rockies. Loads 105 standard staples. Weight 11 oz. 


DEALERS 
Write for 
samples and 
discounts. 





NO MORE SPECIAL STAPLES REQUIRED. ABOVE 
MACHINES ALL USE ONE SIZE STANDARD STAPLES. 


ACE FASTENER CORPORATION tite tor service — not to 


Their performance can- 
»© serviced. 


not be beaten. . - 
; : 3415 N. ASHLAND AVE. CHICAGO. ILL. W. G. PANKONIN 


RK. F. MORROW 

















APRIL, 1934 
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Theodore Schafer, Vice-President 
116 Nassau St., 
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4401 Ravenswood Ave., 
Chicago, Ill. 





W. F. Clausing, President 
231 W. Monroe St., 
Chicago, Ill. 


H. T. Shilling, Treasurer 
642 Liberty Ave., 
Pittsburgh, Penna. 





Board of Directors 


Typewriter Company, Peoria, Ill.; R. H. 
Preston, Preston Typewriter Company, 
Knoxville, Tenn.; Deane S. Reynolds 
The Office Appliance Company, Boston, 
Mass.; H. J. Williams, The lowa Supply 
Company, lowa City, la.; A. L. Young, 
The Fred Guy and Young Company, 
Odskland, California; C. D. Bills, Type- 
writer Sales and Service Company, 
Washington, D. C.; Charles Muenze, 
Muenze Typewriter Company, Passaic, 
N. J., R. E. Huffman, Huffman Type- 
writer Company Aberdeen S. D. 


H. M. Halverson, Halverson's Type- 
writer Sales and Service, Inc., Kalamazoo, 
Mich.; R. T. Armand, Canada Type- 
writer Exchange and Supply Company, 
Montreal, Can.; Elmer Young, American 
Typewriter Exchange, Chicago; Mrs. 
Jessie |. Taylor, Globe Typewriter Ex- 
change, New York, N. Y.; Walter 
(''Doc"') Hanson, Hanson Business 
Machines, Cleveland, O.; E. A. Glass- 
man, City Typewriter Exchange, 
Rochester, N. Y.; A. H. Kellstedt, Peoria 


Convention Date Is Set 


The ninth annual convention of the National Type 
writer and Office Machine Dealers Association will open 
in Los Angeles on Monday, June 25 

stints 
North Dakota Typewriter Men’s Association 

The typewriter and office machine dealers in North 
Dakota organized themselves as the North Dakota Type- 
writer Men’s Association late last year and the group is 
now working effectively. The officers of the association 
are as follows: George M. Olson, Underwood Typewriter 
Company, Fargo, president; Wm. P. Ridley, Office Spe 
cialties Company, Inc., Fargo, secretary and treasurer; 


Smith & 
Walter 


Inc » 


George Hegstrom, L. ¢ Corona Typewriters, 
McMahon, L. C. 
Bismarck, 


director 


Grand Forks, director; 
Smith & 
R. P. 
\ committe 
first 


Inc . 


Corona Typewriters, director; 


Greiner, Remington Rand Inc., Fargo, 


was appointed to draw up a code and at 


association established a set of rules 


the meeting the 


and regulations containing a schedule prices on rental 


rht sales, etc 
Minin 

Service Calls 

the official 

and Office Machine 

number of the first volume is 


March 1. It 


other 


rates, service charges, outrig 


of the 
Asso- 


a mimco- 


Service Calls is the name of bulletin 


cation 


Central Dealers 
hic 


edition 


Cypewritet 
first 
dated meetings 
to 


over- 


announces 


ot 


craphe d 


and reports them, and gives material interest 


minimum rentals, charges, 
, ex 

the February 
Island, 
the 
ms were discussed 


should 


any 


the trade including repair 


hauling, platens, cleaning 


the Fe 


twenty 


given of meeting at rt 


\ report is 


\rmstrong hotel, R« where about were 


St. 


ck 


resent Prices adopted by Louis, Minneapolis 
l ] . ] 


and Cleveland clatir and it was de- 
that the I. I. 


prices. It was 


ass‘ 


Central work out their own 


that 
rules by cutting prices will be 
be 
must attend three 


cided 


member who violates 
the 
to 
ur meetings or 
to do 


embarrassing 


resolved 


fined twice amount he 


suspended from thirty sixty days 
out of fi 


om his company. A 


cuts under and 


Every member 


send a representative f1 failure 


this will result in suspension with certain 


consequences 


Dues were decided on as follows: for dealers, $12.50 
per year, plus assessment if necessary, $10 to go to the 
National association and $2.50 to the I. I. Central 


\ grievance committee was appointed consisting of 
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T4Avears: 


EXPERIENCE 


stands behind this 
COPYING PENCIL! 


That’s why MEPHISTO wins 
in the critical test of world 
wide, year-round use! 





Since 1790, L. & C. Hardtmuth have produced 
pencils famous for fine quality. 


In developing the Mephisto Copying Pencil, 
these manufacturers have drawn on their long 
experience to overcome the disadvantages 
common to ordinary copying pencils. 


Mephisto Copying Pencils contain strong, 
smooth writing leads. They wear down 
slowly and are famous for their resistance to 
climatic changes, and especially for their 
ability to withstand hot, humid conditions. 
The Mephisto is preferred by Express Com- 
panies, Railroads, Steamship Offices, and 
Business Houses generally. 

Available in Medium, Hard and Extra Hard 


Purple lead, and 10 other bright fast colors. 
Retail $1.00 dozen. 


MEPHISTO 
CHALK CHECKING 
PENCILS 


Thin strong leads 






6 bright permanent 2 
colors—in half-doz- 
en assortments or 
half-gross color dis- 
plays. Retail 0c 
each. 
—_—m 








New York, N. Y. 


373 Fourth Avenue 











102 


FOR MAILING 
AND FILING 





To the Trade: 


e As general envelope manufacturers of every type 
of machine-made envelopes, we are members of 
The Bureau of Envelope Manufacturers of America, 
and operating under the N. R. A. code governing 
the industry. 


e Our lines of Flat and One-Piece Expanding 
Envelopes will be made under the Envelope In- 
dustry Code, so that our dealers will have the price 
protection which will enable them to compete with 
local and other consumer-direct envelope manu- 
facturers on this class of merchandise. 














Bankers Wide Flap 


| ES 


One Piece Expansion 























O. E. Legal Envelopes 





an 


Flat Envelopes 








e As in other lines, it will pay you to buy from the 
envelope factory direct. Our entire efforts are de- 
voted to the manufacture of envelopes—and 
filing containers. 


For Samples, Prices, etc., Address 


Quality Park Envelope Co. 
General Envelope Manufacturers 
11-116 Merchandise Mart 
CHICAGO 


PAUL, 





FACTORIES AT ST. MINN. 











OFFICE APPLIANCES 
Messrs. McClain of Clinton, Bloss of Davenport and 
Crawley of Ottawa, II 
The meeting of March 20 was held at Sterling, III. 


a 

Dallas, Tex., Typewriter Men Cooperate Effectively 
The 
regular sessions for nearly a year on the third Monday of 
of 


Dallas Typewriter Dealers have been meeting in 


each month, and have made some progress in the way 


cooperation and in the upbuilding of business in general 


in Dallas. 


They have elected J r. Boyee of the S. L. Ewing Com- 


pany, 1606 Commerce street, as chairman and A. W. Nelson, 


manager of the American Writing Machine Company, as 


vice-chairman 


They have effected several agreements as to repair prices, 


rentals, etc., and are now working on better regulations 


the 
mittee of five men working 


“hip pocket” mechanics. They have a com 


on a draft for a local code which 


covering 


or three weeks. 


the Ft. Worth 


will be completed within the next two 
They 


de ale rs. 


are also trying to organize with 


> 
March Meeting of Chicago Typewriter Dealers 


On the evening of March 13 the regular monthly meet 
ing of the Chicago Typewriter Dealers Association was 
held in the Grill room of the Medinah Michigan Avenuc 
Club, Chicago. After an appetizing dinner the meeting 
was called to order by President Arthur Froehlich, min 


utes of the previous meeting were read and committee re- 


ports heard. 
The 


up and discussed and on 


matter of paying a license to operate was brought 


a motion that was unanimously 


approved, a committee consisting of the officers of the as 


sociation was appointed to consider the matter carefully 


and take deemed necessary 


whatever action they 


The meeting adjourned at eight thirty 
i ae 
Boorum & Pease NoTear Forms Popular 
Word comes from the Boorum & Pease Company of 


New York City stating that the company has had so many 
NoTear business forms that they 
their F-200 line 
packed twenty-five 
The 


punchings 


now making 
that 
filler 
price 


calls for are 
the 


feature 


available with 
sheets to the 
and have both 
book This makes it 


possible for users to keep their records permanently and 


several forms of 
They 


fillers 


are 


five to the box sheets 


and memorandum book 


gives the stationery dealer another exclusive line 

The patent the latest development in 
the Boorum & line 
make the prices of this line of hand-boarded leather covers 
Indestructo 


flexible hinge is 


Pease Company and enables them to 


the as the lists of their regular 


line 


Same present 
> 
IBM Salesmen Strive for Free Trip to 1934 
World’s Fair 


The International Business Machines Corporation is con 


over the first seven 


United States and 


ducting a sales contest extending 


months of 1934 
Canada who attains 150 per cent of his individual quota 


Every salesman in the 


of new business by August first will be awarded a trip 
to the Century of Progress Exposition in Chicago, with 
all expenses paid. 

With sales in the initial month of 1934 in the United 
States and Canada at higher levels than in any previous 


the 


divisions 


history of the company, sales executives 


that a 


January in 


in all are confident large contingent of 


IBM 
the 


in Chicago in August to enjoy 
the 


of all nations in the 


salesmen will gather 


study massed exhibits depict- 


exposition and to 


ing the industrial progress past cen- 


tury. 
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10 MILLION PEOPLE SEE 


Remington 


PORTABLE TYPEWRITERS 


advertised 


IN LEADING MAGAZINES. 


NOTE TO REMINGTON DEALERS 


Just a word of appreciation for the en- 
thusiastic interest you are showing in 
Remington Portable Typewriters and 
Remtico Supplies. We are proud to be 
able to offer you products which are mak- 
ing selling history. 


TIL} 73 hovons 


General Manager 
TYPEWRITER DIVISION — REMINGTON RAND 
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rrade seerh Reg. U. 8. Pat. Of 


iS READY NOW 





GET BABE INTO STOCK NOW; we are in pro- 
duction and have shipped thousands. You need not 
wait to take advantage of the finest volume and 
profit opportunity yet offered in the field of pop- Light...Sturdy...Handsome 
ular-priced junior staplers. Re-orders pouring in! 4 modern business machine gun 
Dealers and customers delighted! The old “jam- that never jams when used with 
jinx” gone forever! Send along your order for BABE rust-proof cadmium-coated 
BABE, and don't forget, he does his best work staples. 

when you feed him BABE rust-proof cadmium- @ 

coated staples. 


WE DO OUR PART 


' Write or Wire Us At Once 
‘) PARROT SPEED BASTENB ORD. ——— EE yw 


363 Broadway New York, N. Y. [BABE Speed Staples, 40¢ per 1000 retail, 
(1000 to a box, 10 boxes to a carton) 








— 





















As pioneer desk makers of New No. 800 Series Chairs 


Jasper, Indiana, we can offer sn Solid American Walnut: 
you the best in high quality 


desks, time tried and quality 
tested for fifty-two years. Deep, Rich, Durable Finish. 


The JASPER _ , The JASPER 
DESK CO. ** CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 


A Pleasing Design, with a 








. “AIT A TIV F Desk Co., L H. Farber, 7610 Phillips Ave. (Phone Saginaw 5027) 
CHICAGO REPRESENTA TIVES: Foe aoner Chair Co., Willtem: H. Brown, 4504 S. Wells St. (Phone Boulevard 7957) 
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A. M. Turney Manages Smith-Corona Office at 


Calgary 
Phe L. C. Smith & Corona Typewriters Ltd., has opened 
a branch office at Calgary, Canada, in charge of A. M 
lurney Hle has had many years’ experience in the type 
writer field in various parts of the United States he 


Smith-Corona Company has purchased the business of the 
Standard Typewriter Company, Ltd., 606 Centre street, 
Calgary, where the offices of the new branch are located 
Che Calgary Smith-Corona branch will have charge of the 
sale of products in the provinces of Saskatchewan, Alberta, 
British Columbia and Manitoba. These items include L. ¢ 
Smith office typewriters, Corona portable typewriters and 
supplies, “Vivid” gelatin duplicating machines and supplies, 
and Corona adding machines 
ss 
Illinois Stationer Outlines His Policy 
“T have had many arguments with manufacturers’ repre 


sentatives over our way of doing business and the wisdom 


of our policy, and sometimes I think we may be wrong,” 


says a prominent down-state stationer of Illinois. “But,” 
he continued, “the way we have held up and got along the 
last two or three years just about convinces me that for our 
store our way is best. Other types of stores in other com 


munities must work out their problems in their own way 

“Our policy is this: We sell only the smaller office supply 
items and books. We carry a sample four-drawer vertical 
file on the floor, but no line of such items. We have no 
outside men. I make some ‘good will’ tours now and then 
but do not press business a great deal unless the customer 
Starts it 

“We try to carry a rather complete line of good merchan- 
dise of the items we do go into. We get a good mark-up 
on what we sell, and try to justify our price by the quality 
of the goods and the service we give our customers by 
having what they want when they want it, and supplying 
that want with quality merchandise which we back up to 
the limit 

“We feel that keeping off the street helps us to avoid 
price competition quite a bit. We could no doubt increase 
our volume by putting a salesman on the street, but we 
doubt if the increased expense would be offset by the in 
creased business largely written at competitive prices.” 

The gentleman who expressed the above opinions lives 


in the east-central portion of Illinois and is prominent in 


state association affairs. His house carries wall paper and 
paints as well as stationery, books and fancy goods, and 
does a wholesale and retail business 
<> 
Roehm Director of Electric Line 

Theodore G. Roehm, vice-president and gencral manager 
i the Miller-Bryant-Pierce Company, ribbon and carbon 
manufacturers, recently was elected a director of the Chi 
cago, Aurora & Elgin Railroad Company Mr. Roehm is 
well known through his activities in directing one of 
\urora’s leading industries. This new office is in recogni 
tion of his business ability 

The Chicago, Aurora & Elgin is an electric railroad 
sometimes referred to as the third rail because of the 
means by which power is transmitted to the motors. It 
extends directly west from Chicago to Wheaton, at which 
point it branches out to reach the Fox river cities of 


\urora, Batavia, Geneva, St. Charles and Elgin 


a 
Fulton Specialty Company Improves Sales Coverage 
Increasing sales volume and a desire to cooperate more 


as influenced the 


closely with wholesalers and retailers | 
Fulton Specialty Company, manufacturers of daters, stamp 
pads, rubber type printing sets and rubber stamp toys, to 
make some extensions in its sales coverage 

On March 15, Charles Underwood, who hitherto covered 
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IMPERIAL 
RIBBONS AND CARBONS 


are O of 
meant your 
for O trade 





paar ssi as much as 20% of your customers want 
quality typewriter ribbons and carbon papers regard- 
less of price. The other 80% want quality—but demand 
it at a moderate price. 
If you are selling only a high priced line you are getting 
excessive sales resistance from too many customers—and 
you are losing a lot of competitive business you ought to 
have. 
Imperial “Empress” Ribbons and Imperial “Silkarbon” 
are distinctly quality products. But they are made for 
today’s business needs and priced according to today’s 
production costs. The result is that Imperial Ribbons and 
Carbons appeal to 80% or more of your trade. They get 
the business you've been missing, they hold the customers 
you want, they help you sell more and they insure you 
the greatest profit. 
You can prove these Imperial facts by sending the coupon 
write for samples and test their quality, get the prices 


and compare. 


IMPERIAL MANUFACTURING CO. 
101 Mulberry St. Newark, N. J. 


IMPERIAL MANUFACTURING CO., 

401 Mulberry St., Newark, N. 4. 

Send me a free sample Imperial Silkarbon Paper and Imperial 
“Empress” Typewriter Ribbon, your best “buy” prices and full 
details of your proposition, 


Name 
Firm 


Address . 
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world’s most efficient and economical pencil 


40,000,000 
Scripto Pencils 





have passed through our shipping room on their way 
to millions of pencil users in offices, schools and 
homes. Laid end to end they would more than span 
the continent from the Atlantic to the Pacific. The 
specialized experience gained in making forty million 
mechanical pencils of one type (the low priced, long 
lead pencil) is a major reason why Scripto is now 
the standard mechanical pencil with millions of 
writers. The stationer selling Scripto Long Lead 
Pencils and Scripto Smooth Writing Long Leads 
always sells the recognized leader He never 















gambles with his prestige 


No. 4 Pocket Model 
Retail Price l0c 
Holds a 4-inch lead. 
Round and hexagon 
Oxilite barrel in six 
colors. 





Remember 


SCRIPTO SMOOTH WRITING LONG 
LEADS are made especially for the Scripto 
pencil. No other leads will give your customers 
as good results. Both the 4-inch and S-inch 
Scripto leads are available in 10 degrees of 
black and 15 colors 


Manufacturing Co. 
Atlanta , Ga. 
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the Middlewest territory from the factory at Elizabeth, 
N. J., established headquarters in Chicago. His territory 
extends from the Mississippi as far west as Denver and 
as far south as Cincinnati. 

Charles Small (“Uncle Charley” to his many friends in 
the trade) now covers the Southeast territory, from the 
\tlantic coast to the Mississippi, and from Washington, 
D. C., southwards 

Ray R. Fritz, well known metropolitan New York repre- 
sentative has been assigned New York, New England and 
Pennsylvania. The other sales representatives of the com- 
pany continue in their usual assignments. The sales direc- 
tion of the company, as formerly, is under the supervision 
of Louis Tavernier, with headquarters in the Fifth Avenue 
Building, 200 Fifth Ave., New York City 

= 
Royal Gives Prizes to Inside Organization 

Non-selling members of the Royal Typewriter Com- 
pany, Inc., received prize awards recently for their assist- 
ance in selling Royal typewriters. This is a regular part 
of the Royal program, every employe who has given such 
assistance being made a member of the Royal Tip Club, 
the honorary association of non-selling employes. Prizes 
are awarded at four-months’ intervals to those whose leads 
have resulted in the greatest number of machines sold 

In Division A, composed of the larger branch offices, first 
prize of $30 was awarded to Miss J. Cowhig of Boston. 
Miss H. Johnson of Boston and H. F. Klemm of Pitts- 
burgh were tied for the second prize of $20, and both were 
given full amount. Third prize of $10 went to V. L. Burke 
of New York. Fourth prizes of $1 each went to E. Appel, 
saltimore; L. A. McCaffrey, Detroit; L. A. Fowler, De- 
troit; H. G. Becker, Buffalo, and J. C. Cochrane, Chicago 
In Division B, R. A. Holm of Minneapolis won first prize 
of $25, while J. J. Dalton of Newark took second prize 
money of $15. Third prizes of $1 each, were awarded to 
J. W. Zeller, Louisville; E. R. Blue, Milwaukee; H. Ferman, 
Cincinnati, and Miss M. Mathews, Dallas 

Division C prize winners were headed by E. Osier, St 
Paul, with first prize of $20. $10 for second prize went to 
Miss H. Rodgers, Charlotte, and third prizes of $1 each 
were given to H. H. Bullis, Des Moines: C. A. Macher, 
Dayton; V. J. Anderson, Bridgeport; Miss M. Gumm, Den 
ver, and H. M. Korner, Springfield, Mass. In Division D, 
first prize of $20 was won by Mrs. J. A. Parks of Chicago, 
and second prize of $10 was awarded to Miss W. Peek of 
Kansas City. In Division E, composed of home office em 
ployes, first prize of $15 was taken by J. C. Hussey of the 
foreign department; while due to a tie for second prize of 
$5, $5 each was awarded to Miss Baehr of the comptroller’s 
department, W. H. Beckwith of the advertising department 
and R. E. Jacoby of the foreign department 

————— 
“Aico” Desk Pad Lines in Catalogue 

G. J. Aigner & Company, 503 South Jefferson street, 
Chicago, Ill, has issued a loose leaf style catalogue of 
ico” desk pads and other office specialties The desk 
pad line is made in both flexible and stiff styles, in a com 
prehensive range of sizes and finishes. “Home Style” desk 
pads afford the dealer opportunity to sell to women. Other 
items listed are linoleum desk pads and linoleum desk tops, 
work distributors, and chair mats One page shows 


swatches of some of the various materials employed in cov- 


ering the company’s products 
——— 
Acme Card System Representation in Central 
Wisconsin 


Blied Office Supplies, 114 East Washington avenue, 
Madison, Wis., has been appointed exclusive representa 
tive of the Acme Card System Company, covering five 


counties 
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STEN lex 











.....for better copies 












.....for cleaner, sharper, more uniform 





copies of anything you desire. And, max- 


STENTEX 


DRY STENCILS 
& & aan 


imum quantities of them—all accurate, 








attractive, attention-commanding fac- 
similes that reflect the dignity of the 
press-printed page. Copies that are cer- 
tain to satisfy the requirements of your 
most critical customers. Copies that 
bring results! . . . Of course, it takes a 
better stencil to give better reproductions. 
And, Stentex is in possession of the supe- 
rior quality differences which make such 
duplication possible. This is evidenced in 
the wide and fast-growing acceptance of 
Stentex by dealers and users everywhere. 
If coverage from coast to coast means 
anything, it must mean that Stentex is 


the better stencil for better copies. .. . 










You may try a sample to convince 
yourself—and without obliga- 


tion. Just clip the coupon 


AMERICAN 


STEN TEX 


CORPORATION 
PITTSBURGH, PA., U.S. A. 


and mail it today. 


enna 
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LOCKING the BARN DOOR 


after the 


HORSE is STOLEN 


is no more foolish than switching brands after poor quality platens and 
parts have destroyed your reputation for good work. 


Don’t wait! Don’t take chances! Use only the highest quality platens, 
parts and supplies—those that will help your reputation. 


AMESCO DEPENDABLE QUALITY PLATENS AND PARTS are as fine as can 
be made. They have a reputation for quality that will help you. Prompt 
service too. 
Largest stock of all makes of typewriter 
platens and parts in the world. 


AMES SUPPLY COMPANY 


564 W. Randolph St., Chicago, Illinois 
37 Murray Street, New York, N. Y. 583 Market Street, San Francisco, Calif. 


Ames Mil eans Excellent Service 

















Stationers—ATTENTION 


Ribbon and Carbon Dealers 
PROTECTION FOR YOU 


©) sales policy is EXCLUSIVELY WHOLESALE— 
always has been. Our line is STRICTLY A DEALER’S 
LINE—lInked ribbons—Carbon papers—Roll carbons—Honest 
Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


<3 000 Successful dealers throughout the world give us their confidence and 
Neconos ever”! patronage. They KNOW our STRICTLY WHOLESALE policy 
. merits their confidence and have found it insures their PROTEC- 


“The Complete Line” TION. 


Stationers and Specialists in Ribbons and Carbons, deal with Storms. 
The best insurance for your independence. 





RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 





WE OO OVP PaRT 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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March Quota Month for Royal 
March as Month 


organization promises to bring 


establishment of National Quota 


Phe 


for the Royal Typewriter 


new sales records for a majority of branches throughout 
the country Phe Quota Month was announced at the be- 
vinning with a series of letters to salesmen, dealers and 
employees and on the desks of every member of the or 
vanization were placed cards bearing the slogan, March 
is Quota Mont! It is stated that General Sales Manager 
Miller’s desk was snowed under with airmail letters and 
telegrams from branches pledging cooperation. Mr. Miller 
said that he had never before seen such a number of 


optimistic predictions for success. He predicted that not 
less than seventy-five per cent of the individual members 
of the organization would make quota in March and that 
lifty per cent of the branches will establish new high 
records 

In announcing the March drive, the general sales man- 
ager said that the February business reached an extremely 
high level 

_ 
News Notes from Far Northwest 

Expansion of activities of The J. K. Gill Company, Port 
land, Ore., in the Seattle district is indicated in the recent 
incorporation of The J. K. Gill Company of Washington. 


The incorporators are George F. Kachlein, Jr., George T 
Nickell and Warren Brown, Jr 
> * 

Trick & Murray, pioneer stationers and printers, Seattle, 
have moved into more compact quarters at 115 Seneca 
street. The Second avenue store has been discontinued. 
The Seneca street store is “around the corner.” 

* 

‘rank E. Jeffries, president of the Tacoma Paper & Sta- 
tionery Company, Tacoma, Wash., was selected by the 
Chamber of Commerce as one of a small group of business 
leaders accomplishing the “most worthy and important 
civic work” during the past year This distinguished sta- 
tioner was honored at a large dinner of the chamber for his 
outstanding contributions during the trying year, 1933 


Hlis accomplishment was a service which could in no man 


ner have resulted in any material advantage to himself or 
family 

The Pioneer Fruit Wrapper & Printing Company, 
Seattle, Wash., has changed its name to the Paper Spe 
cialties Company This concern converts paper for the 


big fruit industry of the Northwest 


Walter and Mrs. Lave have opened a new photographic 
store at 711 Southwest Broadway, Portland, Ore. Paper 
and paper products are offered in addition to allied mer- 
chandise in the photographic field. Mr. and Mrs. Lave 
had been in charge of the photographic department of 
Lipman, Wolfe & Company 

‘ 

A number of retailers at Seattle are issuing “merit cou 
pons” with sales. The objective is to provide a luxury 
liner tour for some resident Among the merchants pat 
ticipating are the Utility Office Supply & Pen Shop, and the 
Seattle Rubber Stamp Company. 

* * 
The Bennett Sales Book Company, Portland, Ore., has 


purchased the Pioneer Silk building, 6049 North Interstate 


avenue G. R. Bennett, the owner, is expanding his or 
ganization, and installing additional equipment for the 
manufacture of sales books. He opened his plant at Port- 
land three years ago on a modest scale. He broadened 
his field gradually until the company serves a wide area 
in the west. Twenty-five employees are required. Mr 
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A SURE BET FOR 


EVERY DAY QUICK SALES— 
SATISFIED CUSTOMERS — RAPID 

REPEATS :: : because the writing 
public approves and selects 
Sengbusch Dipaday Pens and 
Desk Sets for efficiency in 


Gak Ge. i a et 
vr wv WwW 


STAINLESS 
STEEL 
DIPADAY 
PENS... 


Price Complete 


50 


Cents 








STAINLESS STEEL 
WEOGE 










HARO RUBBER FEED 


<a) 


S. 8S. Nibs, 35 cents per duz. May be 
had in Fine, Extra Fine, Medium, Stub, 
Fine Oval and Medium Oval points 
Holders are made of hard rubber 
and are equipped with a quick 
removable feed which makes 
changing of points an easy and 
simple operation. 


vvv 
SOCKETOP INKWELL 


Efficiency, speed and satis- 
faction obtained at low cost 
with Socketop Inkwell and 
Dipaday Pens. 


WORKS TWO 
WAYS! 


If properly filled pen point 
rests in ink and is ready 
for instant use. 

— OR — 
If ink is low the sliding 
socket top permits easy ac- 
cess to ink. 


Price $1.00 — with Stainless Steel Dipaday Pen, $1.50 
Vv wv WwW 


A GREAT DESK SET 
VALUE 


Suitable for the office or home. Practical for 
standardization. Bakelite base with pencil 
groove and pin or clip tray. Black, all hard 
rubber Sengbusch Self-Closing Inkstand—air- 
tight, dust proof and non-evaporating. Al- 
ways supplies clean, fresh ink to the pen. 


$4.50 single set 


Complete with One Stainiess Stee! 
Pen, One Socket and One Ink- 
stand 

No. 171—Black Finish. 
No. 173—Mahogany Finish. 
No. 174—Walnut Finish. 


With one 14-K, 
Point Dipaday Pen......... 













Vw 


We HelpYou Build Sales 


with blotters, mailing circulars, show case and window cards 





SENGBUSCH SELF-CLOSING INKSTAND CO. 
515 Sengbusch Bldg. Milwaukee, Wis. 


also of the Self-Closing Inkstand, Ideal 
Moisteners, No-Over-Flo Sponge 





Dipaday Desk Sets, Sanitary 


Cups and Kleradesk 


Makers 




















JASPER CHAIR CO.’S - 
NEW LEATHER LINE 


The Jasper Chair Company adds another attractive and graceful 
line in which expert upholstering predominates. Fine workman- 
ship, superior finish, correct balance, thorough comfort, pleasing 
outlines, these chairs are of a highly attractive and inviting ap- 
pearance, at a very special price. 

Besides the chairs illustrated, four other new numbers, side chairs 
for banks and business offices, have also been added, which will 
satisfy a growing demand for chairs of this type. 


The Right Chair at the Right Price 


JASPER CHAIR COMPANY 


Jasper, Indiana 









Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S&S. 
Wells St., phone 
Boulevard 7957 
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Bennett had been formerly with the Pacific Sales Book 
Company, Emeryville, Calif 
‘ 

Earl W. Roop, who came to Seattle from Kekaha, 
Hawaii, has opened a typewriter and stationery business 
at 4204 University way, in the university district Che 
Roop family is making its home in the collegiate center, 
not far from the university campus. Mr. Roop is a 
graduate of Western Maryland college, with post-graduate 
work at the University of Washington. Until recently he 
had been principal of a school at Kekaha. He has had con 
siderable experience in typewriter construction, and is ta 


miliar with business machines.—CML 


~~ 
Shrine Pews Ordered from Globe-Wernicke 


Thousands of pilgrims from all over the world, accord 
ing to the Cincinnati Inquirer of March 17, will journey 
to Roval Oak, Mich., to see the new Shrine of the Littl 
Flower when it has been completed They will go to se 
and hear the colorful pastor, Rev. Charles E. Coughlin, 
whose Sunday discourses have aroused nation-wide in 
terest among Catholics and non-Catholics 

These visitors will be seated in pews manufactured by 
The Globe-Wernicke Company, Cincinnati, which has re 
ceived the order for 300 pews—600 sections—of a select 
stock of oak Che company is working on the order, which 
is to be completed by September, according to J. S. Sprott, 
general manager 

Che church ts expe cted to be completed in the fall, and 
the pews will be among the last furnishings to go into the 


edifice. Capacity of the church will be about 1,500 persons 


—— 
Business Schools Use Many Office Machines 


The Kinman Business University of Spokane recently 
purchased $12,000 worth of Burroughs, Sundstrand, Elhott 
Fisher, Monroe and Comptometer machines, which will 
be used regularly for instruction purposes in specialized 
courses that include machine accountancy, business man 
agement and other subjects CMI 


=<—Q>- 
Clark’s Book Store Takes Royal Typewriter 

Clark’s Book Store, owned and operated at Walla Walla, 
Wash., bv Pal Clark, one of the most efficient and earnest 
association workers in the Northwest, has recently been 
made distributor for the Royal Typewriter Company 
With his characteristic energy, Mr. Clark is preparing for 
bigger and better distribution of his new machine acquisi 


tion.—_CML 


~> 
Marchant Chicago Offices Move 

Che Chicago office of the Marchant Calculating Machine 
Company has been moved to a light and attractive location 
in the Old Colony building, 407 South Dearborn street. 

Harry Shifflette, the manager, was unfortunate enoug! 
to become ill shortly before moving day When he was 
in a position to get back on the job, everything was going 


smoothly in the new location 


_— 
Two New Wahl Appointments 
J. F. Crawley, formerly in charge of Eastern sales for 
The Wahl Company of Chicago, has been appointed 
assistant sales manager, with headquarters in Chicago 
S. B. Bradley, formerly sales manager for the F. O 
Pierce Company, has been appointed Eastern sales man 


ager for Wahl, with headquarters in New York City 


> 
S. E. & M. Vernon Buy Former Automobile Plant 
The New York Herald Tribune of March 6 reported a 
deal involving the sale of the former Deusenberg factory 
to the S. E. & M. Vernon Company of Brooklyn, manufac 
turers of loose leaf books, business forms, stationery items, 
et Che plant is at Elizabeth, N. J 
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1827-1934 


Under Coke 291, N.R.A,, 








Pencil Sales Department 
JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City, N. J. 


























@K0ZR5 MODERN’ ZIPP’ FOLIO 


Si 72 Sil 
YOUR WAY 


* 
iZ 
TO 


GREATER PROFITS 


[EW days bring new demands. That which served 
the purposes of yesterday becomes inadequate 


| | OLD FASHION BRIEFGASE 


Lacks S Style, Prestige 


and Convenience 


ine 


= s 





today. How clearly this is brought out in the above 
scenes. At the left, the new Stebco zipper portfolio. 
What remarkable improvement over cumbersome, 


and it’s 


time-consuming straps and buckles! Zipp! 
neatly 


open; compactness, convenience, everything 
arranged and easily found. 


And yet there are countless thousands of strap-and- 
buckle briefcases in use today, ready to be replaced 


by zipper Stebcos. Meet this pressing demand—and 
all other leather container requirements—with the 


Stebco line of zipper briefcases, portfolios, envelopes, 
ring binders, etc.—all faultless in quality and made 
in original, practical designs that anticipate the needs 
of users. 
For the past three years Stein Brothers Manufactur- 
ing Company has pioneered these modern style 
STEBCO portfolios and has the best selection in 
the most reasonable 


exclusive styles and designs at 


prices. 


new Stein-Way Leather Goods Catalog 
No. 16 is just off the press. Here’s liberal 
education on zipper containers, showing 
large, clear-cut illustrations of the com- 
plete Stebco line. This catalog unfolds 
sales opportunities that will result in sub- 
stantial profit to you. We will gladly send 
you a copy —send for it at once. 


The 


Stein Brothers Mfg. Co., Ine. 
564 W. Chi 


1@Ll@ hie Mie lie le eMeMetete meme ten et Den) 


cago, Ill. 


Adams Street 


otletememe: 
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**Perfection 
DAILY 
REMINDER” 


* Avan ABLE in three han- 
ds sizes; 4. x 634",5 x8 
44” x 10", and finished in 
Black, Olive Green or Ma- 

hogany Enamel; also Statu- 
ary Bronze or Brushed Brass 

Plate. Steel Bases with rub- 
ber plugs at corners to pre- 


Pads litho- 


nterchangeabk 
wi th 


other standard 


brands of this type. The vent scratching. 

PERFECTION DAILY ore ; r > 
REMINDER cen hes ppaaies on high grade 16 lb. 
ised as an advertising rvOnC aper, with past res- 
medium by imprinting - ps F *?P 


the plate ent and coming month at top. 


“The House of Service” 


'| DEFIANCE SALES CORPORATION 


72 SPRING STREET NEW YORK 
| 














presents 
The IDEAL File 


with SESAMEE combination LOCK 


Here's a popular item with genuine sales 
The attractively nickeled Sesamee 
combination lock—the handsome, durable 
construction and finish—the handy equip- 
ment and appointments present an efficient 
and ever-lasting file for personal needs. 


If you show them, you'llsell them. Get a 


stock now! 


ART STEEL CO., Inc. 
300 E. 145th St., NEW YORK CITY 


Equipped with 15 division alphabetical folder index and eight blank 
name folders and twenty gummed labels for headings. Made in either 
letter or legal sizes in green, mahogany or walnut finish. 
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Tangora Receives Newspaper Compliment 


Albert Tangora, one of the world’s speediest typewriter 
perators, now and f a number of years connected with 
the Underwood Typewriter Company, was complimented 
recently in a Cleveland newspaper, when he demonstrated 
his typing speed at the N. E. A. convention in a public 
hall Che item relates that when Albert’s father put him 
in a business college at the age of about thirteen to keep 


him off the streets, he little dreamed that his son would 


ever hold the typewriting championship Phe reporter 
states that Mr. Tangora is thirty, suave, soft spoken and 
possesses a Valentino manner He was sent to Cleveland 


by the Underwood organization to encourage children in 


clementary schools to include typing in their curriculum. 
Mr. Tangora’s character and achievements admirably fit 
him to teach the advantages of clean living and determined 
concentration upon a worthy object He says, “to keep 
the necessary coordination between the eyes and fingers, 


one must be in perfect physical trim.” 
—_<— 
Spokane Concern Enters New Fields 


Che Shaw & Borden Company of Spokane, Wash., have 
recently branched into new fields. Eight specialized de 
partments now represent the expanded business hese 


include stationery and office supplies, typewriters, office 
furniture and filing equipment, Kodak supplies and film 
finishing service, architects and engineers equipment, print 
ing, engraving, bookbinding and blank book making.—CML 





VIEW OF THE PRESENT STORE OF THE MODERN STATIONERY AND 

PRINTING COMPANY, BALTIMORE, MD.—In 1918, Russell H. Schmidt 

started this business in a small shop in Baltimore. Today the company’s 

business extends along the entire Atlantic Coast by way of mail order and 

xperienced salesmen trained for specialty work. Mr. Schmidt is still the 
active head of the company 


> - 
New Firm Established in Charlotte, N. C. 


Under the name Carolina Office Supply & Accounting 
Service, Inc., a new organization handling office equip- 
ment and supplies of all kinds has been established at 203 
South Tryon street, Charlotte, N. C. R. C. Birmingham, 
president and treasurer of the new concern, is a certified 
public accountant who is well known in Charlotte and its 
environs It is the intention of the company to cover a 


territory within a radius of about 300 miles from Charlotte. 
_ 
Some Recent A. W. Faber Appointments 


R. V. Maneval, who has been calling on the commercial 
stationery trade in New England, has been transferred to 
the Chicago office, which is located in the Merchandise 
Mart He is now contacting dealers in the middle west 
territory Mr. Maneval’s successor in the eastern section 
is L. M. Young, better known as Mark Young to his many 
friends 
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TEMPO 
STENCILS 


Patented in United States 


Sell TEMPO—Your customers will 
come back for more, for TEMPO is 
always the same high quality and 
the most satisfactory all around 
stencil. TEMPO stands up—excel- 
lent for typing and drawing—can 
be filed and used many times—guar- 
anteed. 

The TEMPO Duplicating Line is complete. 
TEMPOGRAPH Duplicating Machines, 
TEMPO Interleaving Trays (Slipsheeters) for 
all makes of Duplicating Machines, TEMPO 
Stencils, Inks and Supplies. 


Write at Once for Full Particulars 


MILO HARDING CO., Ltd. 


1362 So. Hill St., Los Angeles, Calif. 
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e (New Machines and Devices—Continued from page 37) 
Only genuine PRESSBOARD Swivel Chair of Continental Linc 

The New Indiana Chair Company, Jasper, Ind., includes 
Clivt STAND Up among the items of its “Continental” line the No. C-301 
swivel chair, one of a number of attractive pieces shown in 

i AND TAKE IT 

Fs We 
\ a r +) 


e company’s new Catalogue No. 2. The company prides 








NO. C-301 CONTINENTAL” CHAIR 





itself on the pleasing designs of its products, in which high 
— gerade material expresses the craftsmanship of the designer 
This is no ten round bout! It's a ten year Saag gipp : 
and woodworker The company’s central location, modern 
bout—or fifteen—or even longer. production machinery and resourceful designers, make this 
line attractive to dealers, 
' . 
You don't buy file guides and folders for — 
temporary usefulness. You expect them A Duplicating Stencil with a Cellophane Cover 
Sheet 
to last as long as the files themselves are : i : | 
Cell-O-Kote” is the name given to a new stencil for 
used. duplicating machines made by Bullfrog Brands, Inc., 300 


But did you ever stop to think of all the 
punishment those guides and folders have 
to take? It's just a wonder that anything 
can be made to stand it. 





Case Brothers Genuine Pressboard is the 
one product that has been used ever 
since vertical filing began. Today Gen- 
uine Pressboard is without an equal be- 
cause it has the guts to stand up and take 
it year after year. 


Don't let anybody tell you that Imitation 
Pressboard is "just as good."" Specify 
Case Brothers Genuine Pressboard and 
know that you are getting the quality that 
will last. 





. . — ” THE CELL-O-KOTE STENCIL (A) Cellophane pro 
Compare CASE Quality tector sheet. (B) Stencil. (C) Backing sheet 
wt oo ova maT . " 
West Adams street, Chicago, Ill The name of the new 
Cc ASE BROTHERS ING stencil is indicative of its construction, a cellophane pro- 
4 Ls 4 4 Ls . “@ tectineg sheet being mounted so that it covers the stencil 
sheet Because of the cellophane cover, which is not re- 


Highland Park. Connecticut 
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THE 


Everybody who comes into 
your store knows the 


UNDERWOOD! 


=—amad the 


MASTER GRADE 


is readily recognized as 
the finest rebuilt UNDER- 
woop. What a sales oppor- 
tunity for every dealer! 





FACTORY and GENERAL OFFICES—155 SIXTH AVENUE, NEW YORK, U. S. A. 
CABLE: SALETYPE, NEW YORK 








WHOLESALE TYPEWRITER COMPANY 














NO! we are not the LARGEST in we WORLD.... 
jute LARGE cnough to take core of your requtre- 
ments ond OMALL cncesh w take on INTEREST 
in every order YOU send to us. 


It is the little extra things like PERSONAL attention 
to your requests—profound APPRECIATION for the 
small as well as the large order—prompt service and 
HUMAN relationship—you receive from us. STEEL 
AGE exclusive agents have found these extra things of 
special benefit—-may we talk to you about our exclusive 
plan. You are invited to write 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Penna. 


EXPORT DEPT.: 5713 EUCLID AVE., CLEVELAND, OHIO CABLE ADDRESS CORJAM 
Branches in Principal Cities 

















(Corry- AMESTOWN 


STEEL FURNITURE 
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ee we ‘| Repeat Orders! 
Ye ETAL fore " That’s Why 
| CTEM eS RELIANCE 





= TERCIL ERUN TING CIAGINE 


PENCILS 
PAY! 





HE profit comes from re- 
peat business—items that 
have given satisfaction all 
around. And it’s because 
RELIANCE PENCILS get 
the repeat business that more 
and more stationers are con- 
centrating on the Reliance brand. 
React You can rely on Reliance—for satisfaction 
to your customers, for profit to yourself. 






Yelk ; ; 
Finn You can rely on Reliance for cooperation 
with and service—national advertising, dealer 
Red Rubber helps, no direct selling. You can rely on 


Reliance to build for you a bigger and better 
pencil business. 


JETTER 
— Headed by TEMPLAR, “the aristocrat of 
pencils”, there’s a complete line of Reliance 
Pencils awaiting your approval. Write for 
samples and details of the Reliance propo- 





“The duplicating machine of today ition. 
is becoming as much a part of modern 
business practice as the typewriter 

” RELIANCE PENCIL CORPORATION 


and the adding machine. 


810 Broadway, New York, N. Y. 

















The new STENCILPRESS is designed to 
meet the ever increasing demand for A 
REALLY GOOD LOW PRICED du- 
plicator. A machine that will do good 
work — quickly, easily and economically. 





Built along new lines, the new Stencil- 
press embodies features of mechanical 
control to provide exact positioning of 
the print on the page. 





Well made, durable and dependable. > 
Beautifully finished, in art black enamel A proposition that will add 
.. , . sales and earnings for spe- 
and polished nickel. Comes complete, cialty salesmen 
with a handsome textile leather carrying 
ease and initial supplies. 





And priced to be within the reach of RIBBONS & c ARBONS 


the great mass of smaller business houses 


Typewriter ribbons and carbon paper are of most regular demand, sold 


a tremendous field anew business all the year ‘round. They are particularly excellent merchandise for the 


bank stationery salesman, the filing supplies man with an_ established 


opportunity for the dealer. 
business, the mechanic-salesman with regular service contacts, or for other 
The quality of CROWN 


sales representatives who have a developed trade 


W R ITE F¢ R TRI 4 L OFFER ribbons and carbons and the wide variety of the line, furnishing the 
exact grade and weight for any modern office requirement, makes it ideal 
for the salesman whose trade values his counsel and service Men have 


come into almost instantaneous success with CROWN because of the 


standing they had with their trade and the very superior service CROWN 


STENCILPRESS COMPANY, Inc. offered We recommended CROWN Ribbons and Carbons and will be 
in detail, on request 


| pleased to go into the proposition in 


CHESTER AT 1ith ST. c Ribb & Carb Me c 
row nh on & arbponm . g- o. 
CLEVELAND, OHIO 782-790 St. Paul St., Rechester, N. Y. 


Making Good Impressions for More than a Quarter Century 
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moved until the stencil is fixed in position on the duplicat- 
ing machine, the manufacturer points out that the follow 
ing features result: 

“Type does not fill up and loop characters are not cut 
out. Stylusing is easy and rapid because pressure can be 
exerted in making the design Che transparency of the 
cellophane improves visibility for proof-reading after sten- 
cil cutting. With the backing sheet on one side and the 
cellophane cover sheet on the other, handling the stencil 
becomes a cleaner process. Because the stencil sheet can- 
not come into direct contact with the rubber feed rollers 
on a typewriter, swelling of rollers by chemical reaction 
is prevented.” 

The manufacturer states the “Cell-O-Kote” and other 


standard Bullfrog stencils do not contain cellulose ester. 





THE MODEL B FRIDEN CALCULATING MACHINE.—-A detailed 
description of this new machine appeared in the March issue of 
Office Appliances on page 39 


> 


Illinois Seating Corp. Announces Striking 
Steel Chair 
The Lllinois Seating Corporation, 2138 North Racine ave 
nue, Chicago, IIl., offers its No. 1934 chair as an advance 


ment in design and construction It embodies strength, 

















NO. 1934 CHAIR 


pleasing lines and encourages correct posture Weeks of 
experimenting were spent to bring this device to its final 
perfection. It is representative of the ideals of the de- 
signer to produce an office chair of pleasing lines and 











396 Broadway 





DEALERS! 


Universal’s New 
Co-operative Service 
Means MORE BUSINESS 

to DEALERS who 
CANNOT SUPPLY 
IMMEDIATE DEMAND 


Increasing activity in used office 
equipment lines is putting — 
a great many dealers “‘on the spot.” 
GF In order to help you serve 
your customers promptly and effi- 
ciently with high Fe) grade, thor- 
oughly serviceable equipment, at 
short et, notice, we are making 
available to you our enormous 
stock of office machinery ee and 


appliances. 


WRITE IN AT ONCE... 


Tell us exactly what you need RIGHT 
NOW. Or, if you prefer, send for our 
list and keep it ready for instant use. 


EXPORT inquiries solicited. Write or 
cable your needs for prompt quotation. 


Addressing Equipment Adding Machines 


Duplicatin achines Visible Equipment and Vis- 
Dictating Equipment ible Systems of the best 
Multigraphs Standard types 


Comptometers Billing Machines 
Calculating Machines and other Office Equipment 


UNIVERSAL 


Office Equipment Co., Ine. 
New York City 
Cable Address “ Uniquip New York” 





Subsidiary Branch Offices 
General Business Equipment 
Corp. 


120 S. Dearborn St. Chicago, UL 





DIRECT SERVICE CO. 
119 Cox Bldg. Rochester, N. Y. 
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Patent No. 1,946,516 














TRANSFILE 


STEEL REINFORCED 
TRANSFER CASES 





N the file room—the laboratory of 
daily use—here’s where you will find 


out why TRANSFILE is preferred. 


Quick, easy amazing 
strength, adaptability and utility 
orderly and pleasing appearance 
effortless drawer operation in either 


assembly 


single units or batteries——true econ- 
omy —these are the reasons why users 
insist on TRANSFILE. 


Then add to all these—steel roller 
bearing drawer suspension, an ex- 
clusive feature of SUPER-TEST 
TRANSFILE, the crowning achieve- 
ment in storage case construction. 


\ free 


sample awaits your inquiry. Write at 


Prove these things yourself. 


’ 
once, 


TRANSFILES ARE MADE IN TWO STYLES 
SUPER-TEST and REGULAR 


GUIDE SYSTEM & SUPPLY Co. 
335 CANAL STREET 
NEW YORK CITY 
* 
Manufacturers of GUSSCO— the complete 
line of filing supplies—Filing Folders for 
every system Index Cards Index 
Cuides—-Pressboard Guides— Metal Tip 
Cuides—Celluloid Tip Guides. 
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comfort [he chair is amply braced to withstand rough 
usage; all braces are hand riveted. 

The seat is saddle shaped, 16” x 14%” x 14” deep; 
1%” thick. The top back slat is 154%” x6"; bottom back 
slat, 1434” x 2”. The steel framework is finished in olive 
green or brown All woodwork is finished in walnut, 
mahogany or natural—other finishes can be supplied 

Additional information and prices can be secured from 
the company 

~~ 


Typewriter Man a Veteran Coach 


Peter L. Waters, formerly in charge of the training of 
typewriter speed operators for the Remington, has recent 
ly become full-time coach. This occurred when the Man- 
hattan College, Christian brothers’ school, carried off the 
I. C. 4A title early last month, dethroning Yale and defeat- 
ing N. Y. U. 28% to 24! 
Mr. Waters’ principal ambition. An enthusiastic throng of 
15,000 people gave Madison Square Garden its fourth track 


This has been for many years 


sellout of the winter. 

Manhattan, the winning champion in its first serious bid 
for team laurels, is of the new guard in I. C. 4A circles, 
but Pete Waters himself is of the old guard \ quarter 
of a century ago he was a member of the famous Company 
E of the thirteenth regiment and among his fellow-national 
guardsmen were several men who later became dis 
tinguished as coaches and athletes. Originally Waters was 
a football and baseball player, later becoming interested in 
track athletics, in which fields he is well known 

Pete’s son, Peter, Jr., is at Manhattan Prep, and is re 
ported to prefer baseball and basket ball to track 

Years ago, Pete, Sr. was in the advertising and news 
paper business. Mr. Waters is famous for bringing out 


competent athletes and contestants in other fields. 


le 


Useful Catalogue of “Zipper” Leather Goods 


Bound in mottled red covers bearing silver ornamental 
panels, catalogue number and firm name, and with per 
forations to correspond with the rings or prongs in stand 


ard catalogue binders, comes the most recent cataloguc 


No. 16—of Stein Brothers Manufacturing Company, In« 
564-570 West Adams street, Chicago. This new catalogue 
is entitled, “Stein-Way Leather Goods”. It is eight and 


a half inches wide by eleven inches in the other dimension, 
and contains eight richly illustrated pages which show an 
interesting variety of leather goods equipped with the 
popular zipper system of opening and closing. The cata- 
logue leads this writer to the conclusion that there 1s a 
zipper container for every sort of document which comes 
into or goes out from an office. There are zipp envelopes 
of different types and sizes, a neat family of zipp folios, 
some zipper brief cases, portfolios of several types; zipper 
ring binders and ring books, three-in-one zippbinders, brief 
bags, sachelette s, executive cases, etc 

\ll the articles mentioned in the catalogue are of the 
best materials and are quick-action products—for the 
dealer and for the user 

_ 
Braille Typewriters Made at Smith-Corona Plant 


Braille typewriters for the blind are being built at the 
plant of the Smith & Corona Typewriters Inc., Syracuse, 
N. Y.. for the American Foundation for the Blind. The 
new model was developed by the Foundation after years of 
experience in the manufacture of the Hall Braille machine, 
and following a careful study of all writing machines for 
the blind manufactured in other countries 

Arrangements have been made for the servicing of the 
new model Braille machine through the branches of the 


Smith-Corona organization 
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The 
sales appeal, 
resumption. 


New Indiana Chair Company 
products may be shipped in 
pool cars with these fine desks 


NDIANA DESK CO. 


JASPER, INDIANA 


master craft 
in the desk 
walnut with 
hardware. 


request. 











. an effective sales maker for 
office furniture dealers 


INDIANA DESK 
showroom and properly displayed, will give you a powerful 


picture gives you only a halftone idea of the symmetry and 


phone cabinet, etc., to match. 


UIS XVI 











shown above, installed in your 
especially advantageous at this time of business 


Any executive would be proud of it. The 


smanship which are so colorful and impressive 
itself. The exterior is genuine American black 
borders of Burma rosewood and antique English 
Sold singly or with tables, chairs, costumer, 
Latest catalog and details on 





WE DO OUR PART 

















EQUIPMENT 







Constant advances in cash protection 
equipment have kept far in advance of 
organized banditry. To associate your 
organization with DIEBOLD is to identify 
yourself as protection headquarters in your 
locality. 


In like manner, you have in the Diebold 
line of record equipment a constant source 
of profit and a wedge into the inner con- 
fidence of those you sell, for sales in associ- 
ated lines. Selling record protection does 
that. Ask about our franchise. 


WE Do OvP PaRT 


DIEBOLD 


SAFE & LOCK CO.. Canton, Ohio 


of Protection 





Seventy-five Years Service 


QUALITY + BEAUTY - 
SALES! 
i 








| 
ie 










Orders may be pooled with 
shipments from Indiana Desk 
Company; carload lots require 
less handling, arrive in first- 
class condition, with lower 


freight rate than l.c.l. ship- 


ments. 


No. 501 
Bank of England 
Design 


Made by office chair specialists in a new, modern factory. 
Complete line with range of styles and prices to meet every 


requirement. Send for catalog. 


NEW INDIANA CHAIR CO. 
JASPER, INDIANA 
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Your Customers Will 





Appreciate Calling Their 
Attention to the NEW 


MICROFINE —— UP | 


To Retail | 


ae OTHELLO your proritrs—witH | 
~~ | MADE IN THEU.s.a.) WAGE-MAKERS | 


FILING SUPPLIES A complete quality line with 
a something to talk about. The only plain angle tab, 
the best angle insertable tab. Genuine pressboard 
; re and super quality folders. 
Build up additional sales by fea- | DESKS Redesigned and priced for today’s market. 
turing the new OTHELLO micro- | The famous “10 Point’ construction. Interchange- 
fine, a five cent pencil of which | able, never-stick, full length suspension drawers. Per- 
fect filing facilities for all sizes. 
NEO-LEUM Desk Tops sell themselves and repeat 
indefinitely—place them on approval at our risk. 


FILE-FITTING TRAYS Cross File Card Trays. 


























} 
you may be very proud. It meets | 
every requirement and guarantees | 
repeat sales. 


OTHELLO microfine is a master- 
piece of quality as well as in | GRAND 








finishing and packing. The deep | RAPIDS ne 
black lead is graduated in four : 
‘ a um All that the Name Implies 
exact degrees—1, 2, 24 and 3. The 
American cedar wood is easy cut- : 


ting and economical. > 
The OTHELLO microfine is being Resp 1T a tor 
used by commercial houses, en- CHAIR CUSHION | 


gineers, architects, students — in : 
Complete Comfort and Relaxation | 





fact every one who appreciates a 


quality pencil. 


OTHELLO microfine is readily 
recognized by its exceptional light 
green edges, the protected char- 
acteristic of Swan OTHELLO 
pencils, 


We will be pleased 
to send you samples 


of the NEW Othello 







Patent 





























Pending 
e We could fill several pages with remarks and claims concern 
ing Respirator Cushions, but instead we copy one paragraph 
from a letter sent us by one of our dealers, which we believe 
vou will find interesting 
’ P Cc | “This cushion is not only a money-maker, but it has 
- r7 T ya g* made many new friends and new accounts for our 
W AN ENCIL A. nc. business We consider it one of the very best items 
in our store.”’ 
P . ~ We are positive your report will be the same 
221 4th Ave. New York City Manufactured By 
yr 
L. M. BICKETT COMPANY 
WATERTOWN, WISCONSIN a 



































APRITI 1934 


Whence the Pound? 


By Roy D. Mock, Sales Manager, Pelouze Manufacturing 
Company, Chicago 


OU receive a shipment of goods The railroad 
charges you freight based upon its weight in pounds 


You place an envelope upon your scale Che seale indi 
cates how much postage you must pay, based upon the 
weight of the letter in ounces, Whence the pound: 
Whence the ounce? Where did they come trom. 


\lthough primitive man bargained for goods by the heap 


or pile, there quickly developed the need for a standard 
Naturally enough, the standards of weight used by primi 
tive people were varied and used only locally. As com 


need for universal standards 


merce broadened, the more 
hecame pressing. But standardization, even when under- 
taken by government action, was haphazard 

Here is an example of the manner in which standards 


were arrived at in early days. Henry | of England ofh 
cially defined the vard as the distance from his nose to his 
thumb. With the passing of Henry, doubt at once aross 
as to how long a vard was 

Nothing in Nature is a standard pound or ounce 
Standards of weight are entirely man-mad« 

The Romans made a noble attempt to legalize weights 
heir standard was the talent. They divided it into 16 equal 


parts called uncia, whence our word ouncs Che uncta was 
approximately the weight of our present ounce. Their 
falent was consequently nearly the same as our pound 
When the Romans weighed their talents they used a bal 


Many 


Balance 


still 


counterpots¢ 


ance in the form of a steelyard peopl refer 


Phi 


ence comes our word pound 


to a steelyard as a Roman 
was called a pondus, wl 


Che Romans carried their pondus far afield, as is shown 


by the words used in various languages. Here are some of 
them 

Pund, used in Norway, Sweden, Denmark 

Pfund, used in Austria, Germany, Switzerland 

unt, used in Poland 

ond, used in Holland 

Pound, used in English speaking countries 

lt was not until 1844 that the British government did 
anything official about it In that vear the Imperial 
Standard Pound was made. This is a cylinder of pure 


platinum about 1.35 inches high and 1.15 inches in dia 


meter, with a groove near the top for convenience in lift 
ing it with the tines of a special fork. It bears the mark, 
“P. S. 1844 1-lb.”) The “P. S.” stands for Parliamentary 


Standard This is the othcial pound of England Phe 


yrain is one seven-thousandth part of this weight 
In America, the legal or standard pound is quite young 


In 1856, to encourage uniformity 


among the states, a com 
plete set of weights and measures was sent to each gover 
nor Prior to that date, each state had its own standards, 
to the great confusion of business men Che Imperial 


Standard Pound is essentially our American standard 


\ modest mare called tolerances 


ol error 1s permitted 


by law to makers of scales and balances It is recognized 
as impossible to make two balances or weights so identical 
that between them some difference may not be detected 


even if plated witl 


slightly 


gold or platinum, weights frequently 
vain Lacquered weights vary with the humidity. 


remperature changes vary the 


length of levers, thus alter 


ing the weight registered 
The 


derives its 


Troy Pound does ne 


the 


1t come from ancient Troy. It 


name from French city of Troyes, where 


it was originated and legalized. 


The word Avoirdupois is derived from two French words 


meaning Average and Pois« \verage is used in the sense 


of usual. Poise is the weight. When anvone says an article 
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SERVICE| | 


Rendered 


cheerfully, promptly and efficiently 








is as 
inevitably a feature 
of VAIL practice 
as 
Quality of Material 
Careful Workmanship 
Attractive Packaging 
and 
Fair Price 
+ 
Write Us Today for 
DEALERS’ PRICE LIST 3134B 


Embracing Our Complete Line of 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 


AND 


THUMB TACKS 





Vail Manufacturing Company 


1752-58 East 75th Street 


CHICAGO, ILL. 




















= {T'S NEW! = 
= DIFFERENT! == 
and a Sensational Profit Maker 


TUT Laan TL LL LLL 


eeqrere 





THE KARDEX COLORGRAPH 


Watch your profits mount when you introduce 





this splendid aid to business management to 
your customers. Executives everywhere need 
the simplicity, speed and convenience of 
Kardex Colorgraph. A “one call item” that 
practically sells itself. And the repeat busi- 


ness will exceed your fondest expectations. 


Think what it means to an executive to be able 
to get his management facts without depend- 


ing on wasteful, time-consuming hand graphs. 


In only a fraction of the time required by the 
old pen and pencil method he can have the 
information he desires. A unique arrange- 
ment of colored signals graphically pictures 
the facts, swiftly, accurately and with unmis- 


takable clearness. 


Cash in now on this sensational profit maker! 
Profit for you and a real service to your cus- 
tomers! Write today for attractive prices and 


particulars. 


KARDEX INTERNATIONAL LTD. INC. 


BUFFALO, NEW YORK U.S. A. 








affiliated with the 
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weighs ten pounds avoirdupois, he means literally that it 
weighs ten pounds according to the usual standard of 


weignt 


al 


Friendly Receivership for Jamestown Desk Co. 

\ friendly receivership in equity has been authorized 
by the United States District Court at Buffalo, N. Y., 
for the Jamestown Metal Desk Company, Inc., Jamestown, 
N. \ [he business will be continued as usual, and all 
contracts will be carried out in full. Judge John Knight 


appointed the following receivers: E. D. Jones, J. E. Nash 


and F. G. Riehl The court granted authority to borrow 


funds to meet payroll and other necessary expenses. This 
act makes it possible to keep the plant in production, with 
about 250 employees. 

Much of the business on the books of the company is 
Federal government contracts, as the company’s products 
will be used in current construction projects of the United 
States Navy 

> 


Claude Conger in New Connection 

Claude Conger, a member of the old Irving-Pitt organi 
zation and later with Wilson-Jones Company, has becom« 
[russell Manufacturing Company, 
Poughkeepsie, N. \ Mr. Conger worked under the late 
James B. Irving and, after Mr. Irving’s untimely passing, 
succeeded to the presidency of the Irving-Pitt Manufac 
turing Company. After the merger of Irving-Pitt with 
the Wilson-Jones organization, he became a vice-president 
of the latter concern 

> 
Hausman Reports Good Business Prospects 

W. J. Hausman, general manager of the Varityper divi 
sion of the Ralph C. Coxhead Corporation of New York 
City, returned recently from an extended trip and spoke 
with enthusiasm concerning the business prospects and 


generally acceptable conditions he encountered in the tet 


ritory through which he traveled. He said that the 1m- 
mediate opportunities ot his company are promising 
an 


Burroughs Man Heads Evansville Commerce 
Chamber 
George F. Boehne, formerly manager for the Burroughs 
\dding Machine Company, at Evansville, Ind., was elected 
president of the Evansville Chamber of Commerce, Evans 
ville. Ind., at a meeting of the board of directors, March 19 
He also served as state and district manager prior to his 


retirement from business five vears ago 


> 
Leo Adler Recovering from Painful Injury 
Leo Adler, Cleveland, known in the Comptometer and 


typewriter fields and a member of the board of directors ot 
the National Association, has been hobbling around on 


crutches for some time past due to a broken bone in his 


foot caused through a fall This handicap, however, has 
not prevented his being on the job every day and he hopes 
to be soon walking again unaided AED 

o_ 


Austrian Office Machine Dealers Issue Stock Lists 
The Austrian Office Machine Dealers Association now 
allows anv member to advertise his stocks in second-hand 
machines in the fortnightly-appearing publication of the 
association. The advertiser pays a small fee to cover ex 
penses. This, by the way, does not include typewriters, 
but takes in all other traded-in machines in order that the 
dealers mav find easier buyers for them through other 
members of the association. Prices are not published 


ERB 
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¢eSPOTSEALD 


ADDING MACHINE ROLLS 


at 


\ 









@ SPOTSEALD e 


Pa 
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Easy Opening— No Waste 
A DISTINCTIVE FEATURE 


Firmly wound—free from breaks and lint. 
Grades for every need—all standard sizes. 
WRITE FOR SAMPLE ROLL AND QUANTITY PRICES. 


Rockwell-Barnes Company 
1511 West 38th Street Chicago 





JUST TO REMIND You— 


— 





There’s No Substitute for 
GENUINE,GUARANTEED QUALITY 
HOTCHKISS WIRE STAPLES 


QELL HOTCHKISS Staples and be sure of your 
i) customers’ satisfaction. Hotchkiss Staples are 
made by special process, are more flexible and uni- 
form. They must be used to support the guarantee 
on Hotchkiss Machines. They are identified by the 
Red “HH” on the box. 


No. 1A Wire Staples come in strips of 210 frozen together 
by a special process and are packed 5000 in a yellow box 
Staples for the 2A Machine are in strips of 105, packed 
5000 in a green box. 


If your stock is low 


MAIL YOUR ORDER NOW 
THE HOTCHKISS SALES CO. 


Norwalk Connecticut 

















WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 


cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 









Airmail No. 1—Capacity 1 Ib. x 4% oz. with computing chart. 
Airmail No. 4—Capacity 4 Ib. x % oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x 4 oz. without computing chart. 


Computing chart shows all mail and parcels post rates up to full capacity 
Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Illinois 

















BULLFROG 
Cell-O-Kote Super-Steneils 


For All Duplicating Machines 














6 Superior Features: 
] . No filling of type. 


2 No more swollen ty pewriter 
* rolls. 


3 No cutting out of loop 
“+ characters. 


1 Stylusing easier, safer 
* and more rapid. 


- 
2. Greater visibility. 


6 Cleaner and eas- 
* ier to handle. 


We invite live- 
wire dealers to 
write for our 
very attractive 
proposition (A) Cellophane 
Protector 
(B) Stencil 
(C) Backing 
Sheet 


Because Bullfrog carbon papers and 
inked ribbons have won and held the 
respect and patronage of dealers every 
where through more than twenty years 

of unvarying high quality and depend 

able service, you can place full reliance 

on the new Bullfrog product—the 

“Cell-O-Kote” Super-Stencil. Note its Bullfrog Brands, Inc. 
six special advantages, made possible 

by the use of the cellophane protecting 300 W. Adams St., Chicago, Ill. 
sheet mounted directly above the 

stencil. Easily cut Excellent repro Cell-O-Kote and Standard Dupli 
ductions. And Bullfrog Super-Stencils cating Stencils, Carbon Papers and 
do not contain cellulous ester. Typewriter Ribbons. 
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You can't go wrong on 


| PARK BRAND supplies. 
| 





The 60-inch Desk 
from No. 2100 
Walnut Series 









| 
They combine high quality | 
and low price to a remark- | 
| 
| 


HERE'S SPRING ... WITH 
NEW OPPORTUNITIES 


It’s house-cleaning time .. . and office-cleaning | 


able degree. 


IRA, time, too. | Hundreds of dealers have | 

| Cnoniaineain be - switched toPARK BRAND. | 

ume today, they are ready to replace their shabby i} 
old office furniture. Today. they are in a better iI} ‘ 

financial Saiae = ~ for oes Thawed styling, ew Write for samples and quo- | 





materials, enduring construction. Today, more than 
ever before, they are demanding Imperial’s outstanding | 
values at Imperial’s reasonable prices. 

Now~——-find out about the Imperial franchise. Learn how 
it ean bring you immediate volume this Spring . . . and 
substantial profits in the years to come. Write today to 


IMPERIAL DESK COMPANY 


| 
| 
| 
Evansville, Indiana | 
l 


| tation. 





| 
IMPERIAL METHODS CO. | 
Forest Park -:- Illinois : 

















PRONTO | copymasrer 


COLLAPSIBLE STORAGE FILES | tiocoutnis Dependable ttuave Reads 
' — idaptable to Great Variety and Excep- 
tionally Economical on runs of 200 or less 











STEEL oe ae 
REINFORCED 
CASE AND 
DRAWER 


OLIVE GREEN 
STEEL FRONT 

















DRAWER ; ee ; 
SLIDES COPY MASTER makes up to 200 copies 


SMOOTHLY and up to four colors at a time. It is 
THE duplicator to recommend for the 
many who require first class impres- 
sions al minimum cost, and it retails 
at only 


ft. _ 
L | S 20 
AUNCHED late in 1933, now 1934's greatest storage file success. . 





Front-office appearance, accessibility and ; : 

26 durability, at storage-room prices—that's DEALERS let us send you our profitable offer! 
why PRONTO Files are in steady demand— 
STOCK that's why PRONTO dealers are busy and 


SIZES happy. 


Write for prices and trade discount. 


PRONTO FILE CORP., 636 Broadway, NEW YORK 


176 N. La Salle Street 
CHICAGO, ILLINOIS 
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L. H. Olson Embowered 
L. H. Olson, manager at Chicago for the L. C. 
& Corona 


March 12, his staff celebrating the 


[Typewriters Inc., received a floral 


versary of his connection with the organization 





L. H. OLSON 
(Photo by Wallinger) 


ice during the world war, Mr. Olson has served a singk 
manufacturer. That is an unusual record, even in a field 
which encourages continuity of service He started with 
the predecessor company at St Minn., March 12, 
1912. Subsequently he served at Cleveland, New York and 


finally Chicago. 


Paul, 


iliinomneibs 
Oklahoma Firm Dissolves Partnership 

The firm of Bryan & Doyle of Oklahoma City, Okla., 
dissolved partnership early in the year. Michael Bryan 
now occupies the entire north wing of the Key building in- 
cluding 6000 square feet where he carries a complete line of 
office supplies consisting of new nationally advertised mer- 
chandise. He wishes price lists and catalogues from manu- 
facturers of office equipment, 

Mr. Bryan is a member of the Oklahoma City Station- 
ers Association \ typewriter service department is also 
available to his customers. 

\ssociated with Mr. Bryan are Jack Needham, Eugene 
Grant, Frank Crowder, Ruth Pennington, Lora Page and 
Carl Cockerham 

> 
Seattle Store in New Location 

The Archway Book & Stationery Store, a landmark in 
Seattle for thirty-seven years, moved some months ago to 
fine new quarters at 1527 Third avenue, where it maintains 
greater stocks of stationery than heretofore 

Frank B. Vermont to Seattle, 


founded the first Archway in 1897. Just before he passed 


Wilson, coming from 
away in 1926, he left instructions to carry on. Carl K. 
CML 

New Firm in St. Louis Changes Name 
In the March issue of Office Appliances on page 86 ref- 


Wilson is now manager 


crence was made to the establishment of Copycraft Incor- 
porated in St. Louis, Mo. Subsequently the name of the 
organization was changed to Ultra-Copia Products Corpo- 
ration, because of the discovery that the name Copycraft 
conflicted with the trade name and corporate title of an 
irk City. 

— 


Miller Moves Multigraph Offices in San Francisco 


E. D. Miller, manager of the Multigraph Sales Agency, 


organization in New Y¢ 


recently moved the San Francisco office to half of an en- 
tire floor at 45 Second street, increasing space to 5000 
square feet. The expansion called for additions to the sales 


rorce 


Smith 
surprise 
twenty-second anni- 
With the 


exception of two and one-half years spent in overseas serv- 
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 We'renot goingtotry 
to sell youa pencil... 





/ Woy, wi 
“lly " ‘ \\ 


WE WANT TO HELP YOU 
TO BUY ONE! 


Every argument has been used to sell you pencils. The 
ideal pencil for you to buy is the one that will completely 
satisfy the majority of your customers. 


1. Customers prefer certain pencils primarily 
because they “write well’’—which means LEAD. 
The lead in STAEDTLER TRIBUNE is the 


finest in the world at the price. 


2. Customers select pencils with wood that sharp- 
ens easily, holds the lead firm against breaking and 
does not splinter. American Red Cedar wood is 
the finest for this purpose and the best grade of this 
wood is used to encase STAEDTLER TRIBUNE 
leads, creating a long-wearing, smooth-writing 
pencil. 


3. Customers like pencils because of their ‘‘feel”’ 
and balance. TRIBUNE Pencils have rounded 
corners—they are easy to hold and invite im- 
mediate confidence and satisfaction. 

i. Customers buy by name when they have 
already tried that brand and will have no other 
because these pencils really gratify them. This 
is why TRIBUNE Pencils have been bought by 
name in increasing quantities each year, regard- 
less of business conditions. 


Why not buy your pencils this way? Let your customers 
know that you have their pencil requirements uppermost 
in mind, and they will try the pencil that you recommend. 
After that, the pencil you have sold them will “repeat” 
on its own merits. 


Try a small ‘lest order”? of TRIBUNES on your 


customers. Write for samples and prices now. 


5 «te 
53-55 Worth Street, 


Tribune 
PENCILS 
by Staedtler 


STAEDTLER, Ine. 
New York City 











I f you were to appraise 
the qualifications of an automobile on a 
percentage basis, how would you rate each 
requirement? 
@ Would you say, safety 50%—comfort 
20%—dependability 20% and economy 
10%? Regardless of how you assign the 
percentages, automobile makers assume 
the responsibility of making each qualifi- 
cation LO0O%. And so with Champion 
Daily Mail Bond. 
@ Some bond paper users feel that their 
most important requirement of bond 
paper is strength and would place a 50% 
value on that point—others may rate 
erasability at high point—another user, 
whose business requires multiple copies, 
would ask that carbon copying ability be 
made the most important consideration— 
but no matter in what order you place your 
appraisal of bond paper requirements, 
Champion has made Daily Mail Bond an 
outstanding bond paper value by approach- 
ing as closely as is physically possible the 
100% mark on every requirement. 
@ Let us send you sample sheets—let us 
prove our points—and there’s a wide range 


of colors, devised to meet all office systems. 


THE CHAMPION COATED PAPER CO. 
Hamilton, Ohio 
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New German Keyboard Proposed 
Pursuant to the intention to create a special German 
typewriter for Gothic letters and to add some of the spe 


cial Gothic characters peculiar to German, permitting them 


to be written with one stroke, the committee on standard 
ration has issued instructions to complete this new Ger 
man keyboard for typewriters It is stated that type 


manufacturers are already offering different types of 
Gothic letters, but it appears that these types do not answer 
the full requirements in typewriting Che sub-committec 
if standardization of typewriting has accordingly issued a 
new German keyboard which has forty-four and forty-five 
keys. It was agreed to keep the old universal keyboard 
and add the new characters at the right hand thereof 
Other differences are that L will begin with the first left 


hand upper key as the L in Gothic letters is different from 


the roman L and an O will follow after nine In the main, 
the unversal keyboard remains. This is so as not to cause 
too great complications for typists in using the new Ger 
man keyboard ERB 





i | 
Mr. C. Stevenson, Export Msnager, 
Underwood Eliiott Fisher Company, 

342 Madicon Avenve, 
: New York, N. Y., U. S. A. 
— 


MR. STEVENSON’S LETTER FROM HELL 

Visual evidence that Export Manager C. Stever 
son of the Underwood Elliott Fisher Company 
corresponds with somebody in Hell is presented 
ibove Hell, in this instance is a railroad sta 
tion in Norway, and the letter was sent to Mr 
Stevenson by Dag Bentzen, Underwood Elliott 

Fisher representative at Oslo, Norway 


a 
Percentage of Sales of Different Priced Fountain 
Pens 
At the direction of C. L. Mitchell, secretary and sales 


manager ot Crane & Company, Topeka, the ofhce force has 


worked up the following statement of the fountain pens 


ld during 1933 and the percentage of sales of pens of 
different prices. Following are the figures 

Percent of Percent of 

Price Sales 1933 Price Sales 1933 
< 75 O56 7.00 OSD 
too ORD 7.50 o19 
»- oo revi O3N8 
0 13 R00 Oo6 
oo o19 B.D oon 
00 141 8.50 123 
> > oo R.75 Ooo 
Ho.00 O3S oO0 ood 
6.50 oon O50 ol 
LO.O0 Ooo 

> 


New Dictaphone Representatives at Flint 
and Toledo 


Everett C. Cripps, who has been the Dictaphone repre 


sentative at Lansing, Mich., for the past six years, has been 
appointed representative at Flint, Mich., in charge of the 
newly opened Flint office. Mr. Cripps succeeds W. B. Tay 
| former traveling representative in the Flint territory, 


t} 


who has been transferred to the Toledo it 


ice as MmManaLel 


f Toledo and Northwestern Ohio 


—- 
Business Improves in Cleveland 

The Hanson Business Machines, Inc., of which Walter 
“Doc’) Hanson is president, secured an order for nine 
Varitypers from a Cleveland corporation the latter part of 
March. Business on Varitypers is picking up, “Doc” re- 
ports, and so is business on office machines in general 
\ED 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: S.& D. Loose Leaf Co., 427 N.. San 
Pedro St., Los Angeles, Calif. 
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FULTON 5 
FAULTLESS 
INKS 
lf you have neglected to 
feature vartous-use stamp 
pad inks, you are over- 

looking a good bet 

FULTON STAMP 

PAD INK 
The ideal ink for standard 
bads. 

DRL-KWIK INK 
Made particularly for 
Fulton Dri-Kwik Pads 
but ideal on any similar 
type pad 
FULTON SIGN AND 
PRICE-MARKER INK 

OPAQUE INK 
INDELIBLE RUBBER 

STAMP INK 
\ll Fulton Inks are made 


in a comprehensive range 















of colors 
~~ 





NOW! 


Get your share of the GREATER 
VOLUME in stamp pads that is 
being created by increasing business 
activity and the necessary replace 
ment of thousands of worn out pads 
Fulton Stamp Pads Give 
Gratifying Profits 

Widely known—Popular priced 
n excellent value 





DRI-KWIK 
STAMP PAD 


A positive necessity 
where the rapid use of 
rubber stamps is re- 
quired. Impressions dryquick 
ly without smudging. No of 
fensive odor. Will not injure 
rubber stamps 


FULTON SELF-INKING 
STAMP PAD 


Both 
numbers in 
5 convenient 

sizes. 


The standard utility 
stamp pad contain- 
ing pure glycerine 
ink, unsurpassed in 
purity and strength 
of color 


Send for Special Folder on Stamp 
Pads, Ink and Rubber Type 
Printing Outfits 


FULTON SPECIALTY CO, 


ELIZABETH - - N.J. 
Sales Office: 
200 Fifth Ave., New York 











A Profitable New 


(opyholder 


@ The new Burns “*AUTO- 
LINER” has a lever in the 
base to control the guide 
down the copy—a feature 
heretofore found only in 
copyholders selling at 
three times its $6.75 retail 
price. 


@ Display this new copy- 
holder now! It’s a quick- 
moving, clean-handling 
item commanding a full- 
mark-up and a good 
profit. Circulars for your 
customers furnished 
without charge. Write for 
discounts. 





@ Made by American Electric Company, 
the makers of Burns Telephone Brackets 

the in-and-out, up-and-down adjust- 
able telephone arms which have been a 
staple line for stationers for more than 
thirty years. 


General Sales Agents 
American Automatic 
Electric Sales Company 


1033 W. Van Buren Street, - - - Chicago 











?pD0 YOU? 
Sell Typewriter Keys 


If you do, be sure to see a package of 


INTERNATIONAL 


CG0G6000060609 


If you don't handle typewriter cush- 
ion keys, send now for full informa- 


tion about this very profitable item. 





~ s 











MUNSON SUPPLY CO. 4 
348 Hudson Street, New York City 

I want to know more about MUNSON 
Typewriter Keys. 
Name 


Address 


City 
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A New DEAL 
in SHEAR SALES 


. . . the 1934 Sales Plan de- 
veloped for the Henry T. 
Seymour line is a winner. 


it sells shears 


You should know about it. 
Just a line will bring you 
complete information. Write 


today. 


THE 
SCHAAF & GOOD CO. 
FREMONT, OHIO 


Exclusive 


Vanufacturers 


Quality Since 1857 













“5-in-1” 
MODEL 


RETAILS FOR 
$°750 


5 wheels 


gic, 
» eS 
SBan 


oe 


Fits Every 
Business Need 


American Numbering Machine Co. 


BROOKLYN, N. Y. CHICAGO LONDON PARIS 

















Dependable Protection 
Schwab reputation has 


yes e+ been built on depend- 


ability. But a factor equal in importance to 
their superior construction features is that 
You can sell Schwab Safes! 

With a complete line of safes to choose 

from, your office furniture department will 

be in a better position to capitalize the re- 

newed buying impulse of industry. 

Exclusive agencies lo aggressive dealers 
The Schwab Safe Company 

Lafayette, Indiana 
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The Wrenn 
Showblott 
Cabinet 
makes sales 





Desk blotters are among the stationery items 
not always effectively displayed. Giving 
them the right kind of a showing in the store 
layout almost invariably proves what a 
profitable item is there. The Wrenn Show 
blott Cabinet keeps your stock of blotters 








clean and fresh; its plate glass front permits 
an unobstructed view. Time after time as 
Showblott is installed, its effectiveness in 
connection with the sale of Wrenn blotters, 
has been proven. Your inquiry will bring 
full details of the Wrenn balanced assortment 
of blotters and our introductory offer ol 
the Showblott cabinet. 


The Wrenn Paper Company 
MIDDLETOWN, OHIO 
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Perilous Smash-Up Fails to Put Corona Adder Out 


Last month the painful automobile-train accident that 


happened to B. B. Boylan, a salesman for the Typewriter 


Exchange of Salem, Ore., was reported. Among the inci 


dents of the accident the Salem Capital-Journal relates that 
when Mr 
machine was thrown out and rolled down the track. 


Boylan’s car was hit by the train a Corona adding 
When 
picked up it was found that the case was badly dented and 
the crank doubled over, but nothing was broken and after 
straightening out the bent and dented parts the machine 
worked perfectly 

Che Typewriter Exchange is a dealer for the L. C. Smith 


& Corona Typewriters, Inc 


> 
Jersey City Man Takes Pacific Coast Trip 


Charles Ramsay of the Eveready Manufacturing Com- 


pany, Jersey City, N. J., made a trip up the coast in Jan 
uary from Los Angeles, where he was the guest of Bert M 


Morris, who 


( oast 


he Eveready calendar line on the 


represents t 
Pacific \lr. Ramsay was well satisfied over the 


outlook 








MARKING DEVICE 'S 


Chicago, I11._-The March meeting of the Chicago Stamp Manufacturers’ 
Club, Ine was held at the Bismarck hotel Routine business occupied 
the sessior 

Chicago, Itll.—-Charles Underwood has established sales headquarters 
here, for the Fulton Specialty Company, covering the territory from the 
Mississippi River as far west as Denver, and south to Cincinnati 

Jacksonville, Fla._-The Southern Stationery & Stamp Company has been 
chartered to manufacture rubber stamps; capital stock, fifty shares no 
incorporators—J. O. Perkins, L. S. Walters and O. F. Perkins 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 








The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wanted Here at Horne 


Traveler Seeks Added Lines.—-Mick Malone, 537 East Jefferson avenue, 
Dallas, Texas., wishes to hear from manufacturers who desire sales repre 
sentation He travels through to the Pacific coast, spending considerable 
time there 

Catalogues on Loose Leaf, Visible and Blank Books... The T. J. Cardoza 
Company, 511-13 Howard street, San Francisco, Calif., wishes to receive 
from manufacturers latest catalogues on loose leaf and visible systems, 
ind blank books 

Catalogues for Charlotte Concern.—-The Carolina Office Supply & Ac 
counting Service, Inc 203 South Tryon street, Charlotte, N. C., has been 
established by R. C. Birmingham, C. P. A., to handle office equipment and 
upplies of all kinds It is the intention of the management to cover a 
territory of 300 mile radius Catalogues and detailed information are 
requested 

Catalogues for Office Supply Outlet._-The Leet Typewriter & Equipment 
Company, 425 Walnut street, Louisville, Ky., wishes to receive catalogues 
ind prices from manufacturers of business machines and office supplies 
It has a downtown locatior Mr. Leet was president, several years ago, 
of the Louisville Typewriter & Supply Company, and later sold out. He 
is now back in the harness 

Catalogues and Prices on Office Supplies._-_The Ressler Office Supply 
House, 2449 West Euclid avenue, Detroit, Mich., wishes catalogues and 
prices on office supply items. It reports encouraging prospects for quantity 
business 

Experienced Salesman Wants Lines for Central West._-A salesman now 
covering Ullinois, Indiana, Wisconsin, Michigan, Iowa and Ohio for desk 
and chair manufacturers, wishes to add to his lines desk pads, chair pads, 
waste baskets, filing cabinets, security boxes, ete He is experienced both 
iS a manufacturer and a sales representative Address Sem. 57, care of 
(ftice Appliances, 417 South Dearborn street, Chicago, Il 

Office Utilities for Chicago Territory... salesman well acquainted with 
the trade wishes to add lines of waste baskets, desk trays and pads, bond 
boxes, filing cabinets, ete He now handles well known desk and chair 
lines Address Sen ot ‘are of Office Appliances, 417 South Dearborn 
treet, Chicago, Il. 

Pittsburgh Retailer Wants Furniture.--W. F. Coates & Son, Law and 
Insurance building, Pittsburg! Penna., Wishes to hear from manufac 
turers of office furniture This is a new concern 


. ° 
New Enterprises 
Following are new ncerns reported in further detail elsewhere in this 
ue They offer possibilities of additional outlets for 
manufacturers in this field 
Coates & Son, a new 
wishes to hear from 


Office Furniture Concern at Pittsburgh._-W. F 
firm, Law and Finance building, Pittsburgh, Penna., 
manufacturers of business furniture 

Office Supply and Accounting Concern.-. The Carolina Office Supply & 
Accounting Service Inc., 203 Tryon street, Charlotte, N. C., is a new 
concern, handling office supplies and supplies, and rendering an account 
ing service R. C. Birmingham, C. P. A., is the owner He wishes to 
receive catalogues from manufacturers The business plans covering a 
radius of 300 miles 
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Specials! 


Some manufacturers tolerate 
them as necessary evils 
but we are organized to 


Specialize 
in Specials 








Whether you look to us for 
your regular stock Filing Sup- 
plies or not we want you to 
know that we welcome orders 
for specials, large or small, and 
give them careful and prompt 
attention regardless of size or 
origin. Prices, too, have the 
same consideration. Tables in 
our price list enable you to 
determine cost in advance in 
many instances. 


Nothing as Convincing as a Trial 


Che Wabash Cabinet Co. 


Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send Complete Information about your line, with price list, 
terms, etc. No obligation. 


Name 


Address ___ 
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CUSTOM 
BUILT 
PENCIL 


y Mohican 


Dealers who are interested 
in pencil profits and pencil 
satisfaction should write 
for information without 


dela vy. 





Reg. U.S pat off 


Mohican Pencil Company 


(Formerly United States Pencil Co.) MANUFACTURERS 


PHILADELPHIA PENNSYLVANIA 














FOR MORE BUSINESS 
USE LIVE RECORDS 


Going it “blind” will never get vou anvwhere. 
Your sales records contain a world of informa- 
tion Signal customers who haven’t bought 
in some time for special follow-up. Cook’s 
Stainless Steel Signals are designated for ver 
tical or visible records. Write for samples of 


the various stvles in twelve bright colors. 


ao Prospectwe 
Limit Customers 


Credit 


Payments p aW= 


Due | Z 





ANDRES : Shipment 
_— — Promised | 





THE H. C. COOK COMPANY 


14 Beaver Street, Ansonia, Connecticut 








STATION ER Y 


Altoona, Penna The stationery business of H. C. Dunmire was dam 
aged in a $100,000 fire March 13 The stationery store occupied the 


ground floor 

Bell, Calif..-The Gasio Stationery Store was opened the first of the 
month at 4118 East Gage avenue by Mr. & Mrs. James Gasio, featuring 
t full stationery line 

Charlotte, N. C.--The Carolina Office Supply and Accounting Service 
has been chartered capital stock, $50,000 incorporators—-Melton 8S 
Birmingham, William S. Birmingham and R. C. Birminghar 


Chicago, t11.—The Marshall-Jackson Company has organized a circulat 
ing library department 


Chicago, il Schiller & Schmidt 223 West Jacksor Boulevard, will 
move in April to the sixteenth floor, 309 West Jackson. The new location 
will afford increased space, and special access to the fre ight elevator 








Chicago, t.--The Curtis-Vack Company has moved from 339 South Wa 
bash avenue to 415 South Wabash avenue The building in which this 
business was located has been wrecked, the site being devoted to an auto 
mobile parking space. 

Chicago, til.—-Ben C. Handler, Inc., 2923 Diversey avenue, has been 
chartered to conduct a general printing and stationery business; capital 
stock, 200 shares non par value; incorporators—-Ben (¢ Handler, Rose 
Handler and Wilhelmina Fross 

Chicago, tll The Menze Seale Company, 120 North LaSalle street, has 
been chartered to manufacture and deal in scales and furniture; capital 
stock, 100 shares; incorporators—Henry Seidel, Holland W. Windre and 
William Fallen Helmer O. Ekberg, charter representative, 120 North 
LaSalle street 

Chicago, Il.—-The Riddle & Wunderle Company has discontinued its 
tore at 62 West Washington street and has moved to the bank floor of 
the Reaper building, 72 West Washington street. Prevailing business con 
ditions made it advisable to cease catering to store trade, and to con 
centrate sales and service on established commercial houses which have 
been customers many years. The outside sales staff has been increased, 
and is backed by a complete line of commercial stationery, office and filing 
equipment, legal blanks, et 


Chicago, tl!.--The J. B. Ford Company, formerly at 100 North LaSalle 


street, is now located at 330 South Wells street, Suite 602 Mr. Ford 
had an extended experience with the Wilson-Jones Company before strik 
ing out for himself This included twelve years in the advertising de 


partment 
Chicago, Il... James B. Lynch & Company has discontinued its retail 


store at 67 East Van Buren street This business will be continued on 
the second floor of the Buckingham building. in which the retail store 
had been located Analysis of the sales of the retail store showed that 


it contributed but a small proportion to the total volume of business Ry 
eliminating the retail store the company expects to be in a much better 
position to serve its trade 

Chicago, I11...Modern Appliances, Inc., 333 North Michigan avenue, has 
been chartered to manufacture, buy, sell and deal in cigar and cigarette 
lighters, cigarette package openers, glass, cardboard, wood and metal 
boxes; to manufacture, buy and sell and deal in advertising novelties 
household and office utilities; to manufacture, export, import, buy, deal 
and sell generally goods, wares, merchandise and property of every de 
scription; capital stock, twenty shares par value common incorporators 

Carl I. Sachs, Maurice Silverman and Anna Volgovy 

Elizabeth, N. J..-S. E. & M. Vernon Company, Brooklyn, N. Y., has 
purchased the plant here operated formerly by the Duesenberg Motors 
Company This property will be remodeled for its new occupant 

Hanford, Calif Branch & Chambers is the trade style of a new firm 
at 209 North Irwin street. The proprietors are Ken Branch and Charles 
Chambers Ken Branch was recently in the stationery business at Napa 
Calif Chambers has been employed in a stationery store at Visalia 
Calif They opened the fifth of March with a full stationery line, well 
displayed and arranged in newly decorated quarters, a full line of office 
and student supplies being included 

Huntington Park, Calif._.The Pickens Office Supply Company has moved 
to 2554 East Slauson avenue; the former location was at 2519 East Slau 
son avenue 

Jersey City, N. J..-The Main Stationers, Inc 15 Exchange place, has 
been chartered: capital stock, 100 shares no par value; incorporators 
Bernard Glick, Sylvia Marguelies and Louis Struhl 

Medford, Ore..-The Paul R. Woods Company has been discontinued 


Mr. Woods is now connected with the Capital Stationers, at Olympia 
Wash 

Mensaha, Wis The Mensaha Fibre Products, Inc., has been chartered 
to deal in paper products and supplies, ete capital stock, thirty shares 


@ $100; incorporators—-K. F. Lauson, K. Jean Boone, F. I. MacDonald 


New York, N. Y Barre H. Brown, school supplies, has leased space 
in the Building Loan building 

New York, N. Y The California Ink Company of New York has leased 
the upper floor of the building at 205 West Nineteenth street 

Los Angeles, Calif.—J. L. Atkinson, who was formerly with the H. S 
Crocker company, and later with the Industrial Stationery & Printing 
Company of Huntington Park, has opened at Los Angele the Vernon 
Printing and Stationery Company, 2818 Santa Fe avenue 

Oakland, Calif.__E. Sommers has opened a new stationery department 

the Kahn Department store, at the corner of Sixteenth and Broadway 

Sacramento, Calif.—The McArthur Stationery Company, 1010 “J"’ street 
has been purchased by C. W. Smith, formerly of Modesto 

San Francisco, Calif.—l’. E. Herril has been placed in charge of the 
Schwabacher-Frey Stationery Company commercial stationery department 
at 735 Market street He is planning some impressive store and window 
displays to acquaint the public with the completeness of the stock Mr 
Herril was years ago with the Schwabacher-Frey people He was later 
with the H. S. Crocker Company in Sacramento Then for six years he 
was floor manager of the Edgar H. Barber Company of Oakland 

Seattle, Wash The Reliable Printing & Stationery Company has opened 
i new and modern store and plant at 114 Seneca street, in which office 


supplies are being specially featured The firm was originally founded 


in 1914 by E. J. Moyes Arthur E. Harling is now president and general 
manager; W. E. Carpenter is production manager 




















APRIL, 1934 


131 








MONOCHROME 


{ Moderate Cost Fountain 
Pen with new features and 
better quality 


DEALERS WILL SELL IT 
AND PEOPLE WILL BUY IT 











Because 


Large ink supply, visible 

reminds you to refill when 
required. Leak proof—no 
inky fingers or stained 
clothing. Self cleaning, 
no rubber sac, no lev- 
ers a most nearly 

foolproof pen 


See 
this new 
Monochrome 


BUILT TO 
A HIGH 
STANDARD OF 
QUALITY 
Retails 


=51f 


MONOCHROME 
PEN COMPANY 


961 Montana St., CHICAGO 











ONCE UPON A TIME 


During the Depression Era a Stationer said “I can’t 
sell the better grades of merchandise, everybody 
wants things that are cheap.” 

It was perfectly true . . . . but, today, we are again 
getting our courage back. 

So, why not feature APSCO famous Automatic 
Feed Sharpeners, The DANDY and the PRE- 
MIER? They are truly economical .. . . they 
prevent Broken Points . . . . they do away with 
Uneven Sharpening . . . . they save all Pencil 
Waste . ... they cut 20% off Pencil Expense 

and 


THEY MAKE YOU A GOOD PROFIT 


Automatic Pencil Sharpener Co. 
CHICAGO, ILL. 




















| SALES LETTERS 


| Need the Support of 
| SALES LETTERHEADS 


Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it 
ought to be on a par with your best 
dressed salesman. 


n context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 


Buffalo, N. Y. 


35 N. Division St. 
































Because the Vul-Cot sales policy 
Because 


Vul-Cot 


for good profit! 
assures good stationers a good profit on every sale! . 
Vul-Cot is standard in 87 per cent of business offices in America 


Because Vul-Cot is the only nationally known fwastebasket 
Because Vul-Cot is guaranteed for five years 
Vul-Cot—in olive green, maroon, oak, walnut, mahogany 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware Offices in Principal Citie: 








SECTIONAL BOOKCASES 





Combination No. 300 


Finished: Walnut or Mahogany 


Quartered Oak 
‘ im 


naar 


ALMA DESK CO. 


HIGH POINT, N. C. 
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PROTEX 
STICKONS 


bring you extra profits 


Every time you sell loose leaf sheets you can 
make extra profits in Warshaw Protex 
Stickons—-the better gummed linen rein- 
forcements. Loose leaf users know their 
value. A suggestion makes the sale. 


Protex Stickons made by full automatic 
machinery are always of uniform high 


quality. 


The quality excellent! 


The price is right! 
Order a supply now! 


Your profit assured! 


co. 


Brooklyn, N. Y. 


WARSHAW MFC. 


One Main Street 


i” PROTEX aml 
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Wewill print your imprint free in orders of 10,000 lots. 








CLIP-ON 


EVER-FAST FASTENERS 


THE ALL PURPOSE PAPER CLIP 


The high degree of convenience that zipper gives to leather 
goods. suede jackets, overshoes, etc... ix furnished by CLIP-ONS 
Three sizes provide for various uses: 





for paper fastening 
small for related file copies, mail enclosures. candy bags and 
various light weight uses, medium for reports. surveys. briefs 
and general office use, and large for long mimeographed lists. 
samples of paper, cloth, fibre and bulky records. 
There are many, many uses for which 
CLIP-ONS are among the best for the 
Your customer will be glad 
you suggest them and their 
will “oe ond sour 


preer prone. 
to have 
pleasing appearance 
sugges tian 

Samples and prices promptly on 
request 


Clip-On Corporation 
OSWEGO, N. Y. 
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LOOSE Cesco LEAF 


EQUIPMENT 





Identified always with quality products the 
Cesco Line offers a range of Binders and 
Forms supreme in its field. 

Not only does it offer a complete assortment 
of the standard staple items, but it also in- 
cludes many distinctive numbers. 

Binders with life-lasting hard covers, Visible 

Record Books, Permanent Transfer Systems 
—these are only a few outstanding items 
with an unusual sales appeal. 

The Cesco Catalog should be in the hands 
of every dealer—if your copy is not on file 
send for it today. 

EXCLUSIVE AGENCIES AVAILABLE 
To established dealers we have a most attrac- 
tive proposition—full territory protection 
and extremely liberal discounts. Send for 
details. 


THE C. E. SHEPPARD CO. 


eS 


Long Island City 
New York 


4401-4429 
Twenty-First Street 
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Chicago, tl.—The Ames Supply Company has been appointed distrib 
utor for the mid western and central states by the Martens Type Cleaner 
Company, New York, N. ¥ 

Chicago, Ill.--Clyde Jungbluth, of the portable division of the Under 
wood Typewriter Company, visited the Chicago branch in March Fred 


Schuelke, the Underwood division, re 


ported business good in 


Chicago, tll.--Home 


assistant manager at Chicago for 


March 


office visitors in March at branch of the 


he local 


L. C. Smith & Corona Typewriters Inc., included the following J. B 
McCormick, branch sales anager—on his way back to the home office 
ifter having made an extended trip to the West coast, from Los Angeles 
to Puget Sound; V. V. Ayer, in charge of the exchange machine depart 
ment 

Chicago, t.—-The Advance Typewriter Company, 239 South Wells street, 
has moved to 166 West Jackson boulevard. This location was occupied 
before the company took space at 239 South Wells street. The building 
ut the latter address is to be remodeled, cutting off the top stories and 
making a two-story structure rhe structure was occupied years ago by 
Medinah Temple ; later the Shrine moved to a new building on the North 
side The remodeling of the building at Jackson and Wells was under 


taken to reduce the taxes, as the building lacked tenants to justify operat 


ing it as a skyscrapet 


Danville, t.—R. L. Castle, owner of the Standard Typewriter Com 
pany, has been appointed local sales agent by the Indianapolis branch 
of the Underwood Elliott Fisher Company 


Honolulu, H. 1.—-E. RK. Jenkins has joined Alexander Brothers, Ltd., as 


Elliott-Fisher and Sundstrand man He had been with the Pocatello, Idaho, 
branch of the Underwood Elliott Fisher Company since 1927 

Huntington Park, Calif.__The R. A. Tiernan Typewriter Company, 6615 
Pacific boulevard, is reported to have been taken over by C. F. Sanders 

indianapolis, Ind T. F. Mee, of the accounting machine division of the 
Underwood Elliott Fisher Company, has been transferred to Australia 

indianapolis, Ind H. C. Weaver, of the typewriter division of the Un 
derwood Elliott Fisher Company, has been transferred to the accounting 
machine division 

Philadelphia, Penna rhe Bonitini Typewriter Exchange, 3940 Lan 
caster avenue, has been registered as a commercial title in the common 
pleas court by Giacomo Bonifini, 4940 Lancaster avenue 

St. Louis, Mo The National Typewriter Company has leased the store 
at 609 Pine street 

San Francisco, Calif 1. B. MeCormick, sales manager for branches for 


the Smith-Corona orgat ition spent some time on the coast during the 
latter part of February 

San Francisco, Calif. rhe Woodstock Typewriter Company has added 
to the sales force Bob Ahrens, formerly with the organization, at New 
York City, and W. R. Cooke, formerly of Stockton ‘alif 

San Francisco, Calif. E. F. Russ, nancy of the Royal type 
writer branch, reports fine activities. The March quota was filled by the 
tenth of the month At the close of business March 15 they had con 
siderabiy exceeded the sales of the first six months of 1933 

San Francisco, Calif... H. Bilkington, in charge of the Smith-Corona 
office, 115 Post street reports that the Corona No. 3 at $24.50 has been 
getting a fine run on the Pacific coast The new ‘“‘Vivid’’ gelatin du 
plicators are also filling a real want of the trade, as proven by the heavy 
sale Mr. Bi'lkineton has had the basement floor fitted up for the entire 
repair and workshop, with electric ventilator and condenser installed 
Efficiency of operation has been considerably improved He reports busi- 
ness running a third better than during the same period of last year; 
and this is but a continuance of an equally good increase during the lat 
ter half of 1933. 

Seattle, Wash.—Earl W. Roop has opened a typewriter and business 
machine store at 4204 University way 

Tulsa, Okla.—-Noel B. Boulware, Boulware Typewriter Company, has been 
voted an honorary life member of the Tulsa Junior Chamber of Com 
merce. He had passed the age limit for the junior chamber 











ADDING MACHINES 


Chicago, Ill 





Charles Metzger, in charge of the Corona portable adding 


machine division, L. C. Smith & Corona Typewriters Inc., Syracuse, N. Y 
visited the Chicago branch the latter part of February 

Chicago, Wl.-The local branch of the Marchant Calculating Machine 
Company has been moved from 330 South Wells street to Room 540, 407 
South Dearborn street 

Chicago. Ill.._A. B. Froehlich, of the Reliable Typewriter & Adding 
Machine Corporation, made a business trip east by airplane in March 
He found the situation as to used machines the same as at Chicago. Rail 


and highway traffic in the east was much disrupted because of snow and 
slush 

Oakland, Calif.‘ H. Dietze has joined the local sub-branch of the 
Underwood Elliott Fisher Company as adding machine salesman 

Oakland, Calif...Near two hundred stockholders attended the an 
nual meeting of the Marchant Calculating Machine Company in March, 
and gave the new management a vote of confidence It was the largest 
meeting of stockholders in the history of the company, and was inspired 
largely because of adverse criticisms that had been made by minority 


The following were reelected For president, Edgar B. Jessup; 
for president, Harrinson S. Robison; board of directors—Joseph R 
Knowland and Ralph W. Finney New directors are Crellin Fitzgerald, as 
representative of the holdings of the Fitzgerald family, J. W. Maso, and 
J. H. King President Jessup reported that the company’s business has 
heen running the highest for three years, the payroll the largest in four 
years, that cash holdings are the highest in three years, and that operat 
ing expenses have been reduced thirty-five percent 


interests 








OTHER MACHINES 





Baltimore, Md. Morris H. Fine, 2803 Dennison street, is organizing a 
used office machine business 

Chicago, t!.—-The Rapid Duplic Stencil Corp., Room 1727, 188 West Ran 
dolph street, has been chartered to manufacture, produce, purchase, sell 


deal in stenciling and duplicating machines and devices, 
and devices of every kind and nature ; capital stock, 
incorporators——Maurice B. Brank, David Zwick and 


and otherwise 
and office machinery 
200 shares par value 
Alice Hordecky 


(Continued on page 134) 


IGGINS’ 


Blue-WBla 


Writing Ink 


“Just CANnotuer’... 
BUT YOU’LL WANT ITE 


In scope, the new Higgins’ Blue-Black Writing” 
Ink is the same os other Bive-Blocks now bas 
the market. 
In manufacture, it is a perfect iron gallo-te 
ink,—made according to the same ex 
ally high stondards of quality that have 
acterized the Higgins’ Line for half a ¢ t 
In quality, it cannot be surpossed. Writes Gn” 
unusually vivid blue, turning grodvally to 4 
deep, permonent blue-black. Exceptional 
rity, brilliancy ond freedom 
sediment. For use in ink sf 
steel pens and gold pens. 






















It Speaks for Itself! 


The following letter is one of the many unsolicited 
communications we have received, relative to the na- 
tionwide change to CEL-U-DEX TRANSPARENT TABS. 


Cel-U-Dex Corp. 
Empire State Bldg. 
New York City 
Gentlemen: 

As soon as you have a Milwaukee dealer 
will you please drop me a line and give 
me his name. 

This agency has been using... . 
index tabs, but the curling of the 6-inch 
strips is objectionable, at least when pur- 
chased in quantity for continual use. 


, Wisconsin 


Very truly yours, 


The original letter on file in our office 


CEL-U- DEX 


C OO 8:4 OC 2 eae 
Empire State Building 
NEW YORK 

















WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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ment! Now inquiries are c« ng from all directions. But 
we are ready with men and machines to prove that this New 
Miami Register is a sensation. New in design—color 
atments; butYsafeguarded for lifetime wear by a 
mechanical principle proved by fifteen years of fine satis- 
faction. It's fool proof and will not jam, clog or slip like 
cheap, makeshift machines. No service required. 
Don’t buy any register without thoroly investigating the 
New Miami. The Miami Register is now sold through de- 
pendable stationers at attractive discounts. It insures 
regular repeat orders for stationery refills at a good profit. 
Write right now for prices and complete information. 


THE MIAMI SYSTEMS CORPORATION 


Cincinnati, Ohio 
Manufacturers of Continuous Stationery for Auto- 
graphic Registers and all makes of Billing Machines 
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RIBBONS AND CARBONS 


Chicago, IIl._-The Crown Office Supply Company, Inc., has amended its 
corporate charter, changing the capital stock from $7,500, to 200 shares 
par value, and changed the number of directors, who are R. V. Arvey, 
S. M. Zenner, Gladys Arvey and Jeanette Zenner 

Chicago, I1l.—F. S. Cooper, of the Codo Manufacturing Corporation, 
made an extended trip in March He visited the plant at Coraopolis, 
Penna., and other eastern points, and then swung through the South as 
far as New Orleans 

Chicago, It!._-Bullfrog Brands, Inc., 300 West Adams street, has been 
chartered to manufacture and deal in typewriter ribbons, carbon paper, 
duplicating stencils, ete capital stock, forty shares common; incor 
porators-——Clyde E. Padden, Howard W. Rotherick and John B. Fruchtel 

Rochester, N. Y.—Paul Richard has joined the Phillips Process Com- 
pany as general manager He has had an extended connection with the 
ribbon and carbon fleld 

San Francisco, Calif.__W. G. Huston, coast manager for Mittag & 
Volger, Inec., covered the Pacific coast field in March 


a 





(Other Machines..-Continued from page 134) 

Columbus, Ohio.— The local branch of the Elliott Addressing Machine 
Company has been moved from 22 South Third street to 122 East Broad 
way Richard Jones is manager 

Indianapolis, Ind..-The International Business Machines Corporation of 
New York has been admitted to do business in Indiana: object—to rent 
tabulating and time recording equipment 

San Francisco, Calif.__A. L. Jones, of A. L. Jones, Inc., Rialto building, 
starts the first of April on his trip over the Rocky Mountain territory 
Among other lines he carries the items of the Hotchkiss Sales Company, 
and the lines of Binney & Smith 








PENS AND PENCILS 


Chicago, tl._-The Hagar Vacuum Pen Company has changed its name 
to the Monochrome Pen Company 

Chicago, tl!._-Hamilton Kendrick, of the American Lead Pencil Com 
pany. made his usual trip to St. Louis in March Later he went to 
Hoboken, N. J., to visit the home office and factory 

Chicago, II!1.J. F. Crawley, who had been in charge of sales at New 
York for The Wah! Company, has been appointed assistant sales manager, 
with headquarters here. 8S. B. Bradley has been appointed Eastern sales 
manager. He had been formerly with the F. O. Pierce Company 

Los Angeles, Calif..-W. A. Sheaffer, head of the Sheaffer Pen Com 
pany, has been taking his annual rest in Southern California He reports 
great business improvement over the country since his last visit 

San Francisco, Calif..-_Some of his old friends were quite pleased to 
meet again Thomas Emerson, sales manager of The Conklin Pen Company 
But in a characteristic way Tom was decidedly on the move, so that a 
lot of them did not get to meet him 

San Francisco, Calif.__Donald McLeod, executive of the Spencerian 
Pen Company, is calling on the trade in the larger cities of the Pacific 
coast, including British Columbia He is accompanied by Bert M 
Morris, Pacific coast representative, making headquarters in Los Angeles 

Springfield, Mass.—The Eugene LeBoeuf Company has been organized 
by Eugene LeBoeuf and Gerald Sloan, to manufacture fountain pens and 
mechanical pencils. Mr. LeBoeuf was one of three brothers who oper- 
ated the LeBoeuf Fountain Pen Company 











FURNITURE 


Chicago, Jtl.—-The Central Desk Manufacturing Corporation has ex 
pended the duration of the corporation's life 

Chicago, tll.-.The Superior Locker Company has leased space in the 
Hunter building, 337 West Madison street 

Chicago, Ill.--Spak & Natovich, 40 South Wells street, have increased 
the space occupied by extending the store in an “L’’ to Monroe street 
This gives two large display windows, and affords space for displaying 
more furniture 

Chicago, t.--Walter Lothrop, 32 South Wells street, has taken on used 
office furniture, in addition to his established business in typewriters, add 
ing and calculating machines, and other office appliances 

Chicago, Itl._-Employees of Stevens, Maloney & Company and a num 
ber of traveling salesmen gathered at the home of Walter J. Hansen, West 
Chicago, Ill., a few weeks ago and enlivened an evening of good fellow 
ship Mr. Hansen Is gaining strength after suffering a broken leg, and 
is now mastering the technique of walking with crutches His recovery 
is remarkable, as Mr. Hansen is seventy-four years old 

Detroit, Mich.-M. A. Elliman & Company has succeeded the Elman 
& Bolus Office Supply Company. The scope and organization of the old 
company has been enlarged. In addition to office furniture, this business 
handles well known office supply lines 

Madison, Wis.—The Acme Card System Company, Chicago, Ill., has 
appointed Blied Office Supplies, 114 East Washington avenue, exclusive 
representation in five counties 

Miami, Fla.—The Office Equipment Company, conducted by H. L. Bur 
din, has the exclusive dealership for the Corry-Jamestown Manufacturing 
Company in this vicinity. 

Montgomery, Ala.-Edward V. Bogart has undertaken representation 
of the Corry-Jamestown Manufacturing Company in Arkansas, Mississippi, 
Alabama, Tennessee, Georgia, Florida and North and South Carolina 

Philadelphia, Penna.—-The Active Safe Company, 315 North Second 
street, buying, selling and repairing safes, has been registered in the 
common pleas court as a commercial title by C. Walsh, 506 Woodcliffe 
road, Upper Darby, Penna 

New York, N. Y...The Dutch Show Room & Office Furniture Company 
has leased the store and basement at 105 West Twenty-seventh street 

Pittsburgh, Penna.._R. F. Gove, 401 Chamber of Commerce building, 
has secured the exclusive distribution for the Columbia Steel Equipment 
Company 

Richmond, Va.—-The Southern Stamp & Stationery Company has exclu 
sive distribution here for the Columbia Steel Equipment Company 

Toledo, Ohio.—-The Business Equipment Mart, 317 Erie street, has been 
appointed exclusive distributor for the Columbia Steel Equipment Com- 
pany 
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The dials show the exact amount of postage, in 
cents, required on all mail matter. Warranted ac 
curate. Beautifully finished in Green “Duotone” or 
Gold Bronze. 

Made in several styles. Intended for individual 
desk, library, office or shipping room. 

Dealers supplied tarough leading wholesale sta- 
tioners. Write for new catalog. 





COLUMBIAN, 2, ts,  Pelouze Manufacturing Company 


GES, # f. 232 East Ohio St. Chicago 


Pelouze Postal Scales 





“STANDARD’ 
CAPACITY 


(33 2 Ibs, & 4 Ibs. 
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Loose Leaf Binders 





COMMERCIAL INDEXES ARE EXTENSIVELY USED 
THEIR SALE PRODUCE WORTH-WHILE PROFIT 
Our twenty-five years of experience is your guarantee of superiority. 


Indexes—Desk Pads G. J. AIGNER CO., 503 s. Jefferson st, CHICAGO, ILL. 
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% The “Aluminum” Pocket Seal : 

; and other MARKING DEVICES " 
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; POCKET SEALS | SPECIMENIMPRESSION _—LEVER SEALS ; dauber comme 

" ! bottle 

s MEYER & WENTHE - CHICAGO & 

t) OFFICE & FACTORY - 24 to 30 S. Jefferson St. & 

i LOOP STORE - 31 North Clark Street " 

— SIDE STORE « 30 S. Jefferson St. it 








“*NO SPATTERING! 
I°LL TAKE IT” 
That’s what stenographers say 
to dealers about Clarotype 

Clarotype makes brushing unnecessary. With the 

handy dauber supplied, the messiness and spat 


tering caused by all brush methods is eliminated 
This feature creates quick first sales for 


cARO TYP: 


the modern type cleaner 


Re-orders for Clarotype are sure, because it 


cleans type simply, quickly and thoroughly 
Clarotype does its job the way the stenographer 
likes it 

Over 3500 dealers vouch for the steady repeat 
business Clarotype produces. Try a dozen Re 


tails for 50 cents. Offers you a generous profit 
Order from us or your jobber 
Clarotype Co., Inc., 16-D Hudson St.. New York 








Leather Goods of known high quality assure 
highest satisfaction and most dependable profits 


. A N Here are most modern designs, de- 
> | j , 

Se ll N A 1 I O N A L pendably constructed — truly con- 

, ’ venient; Zipper ring books and en- 

B R I E k C A S E S velopes, brief cases, portfolios, Dres- 

Sets, Brief-O-Bags and catalog cases. 

The interest of your customers (which 

in the end is your greatest interest) 

recommends to you the “ NATIONAL” 
line. 

Ask about our New seal leather lined 
envelope in black and mahogany finish. 
New Catalog Now Ready 
NATIONAL BRIEF CASE 
MFG. CO. 


512 S. Peoria St., Chicago 
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OFFICE APPLIANCES 





specials! Beautiful 











$3.95 





TWO LEADERS 


Offer these new 12” Globes with your spring 

up-to-date 

attractive fittings and neatly designed bases 
—will please most ex- 


No. 94-91 | acting buyers. No. 49-93 
RETAILS AT RETAILS AT 


Order Samples Today 
Address Dept. 


WEBER COSTELLO CO. 


MANUFACTURERS — CHICAGO HEIGHTS, ILL. 


Maps— 





$4.50 





GAAS 
























Do You Feature 
Your Own Brands? 
Then have **H A” 
manufacture your 
ink eradicator 
FOR DETAILS 


Ht. A. Ink Eradicator Company 


1545-417 West Farms Road, New York 
F After May |, write us at 
Ol R NEW 1707 Zerewa Ave... New York 
Po Delephone Westchester 7.5197 
ADDRESS: Cable “Eradicator” 

















Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
V,”"—1.35 Per 100 


Open Easily, 4r—150 “ 
Close i 1” jo 78 . 

2 J. 
Securely 3-350 “ 


For loose leaf books, binding reports, blueprints, etc. 
Write for information 


on our line of...... Loose Leaf Metals 
The E. W. Carpenter Mfg. Ce. 








Bridgeport, Conn. 

















SPECIAL DATA INSERTED 


Every letter, among hun- : 
dreds typewritten every day 4 “ 
on the Auto-typist, can be 
different. Whole paragraphs, 
figures, names and data re- 
ferring only to the individual 
addressed can be inserted in 
the body of the letter. This 
feature is one that increases 
the pulling power of Auto- 
typewritten letters . . . cost 
about 1c each. 


DEALERS — 


Send for story of Auto- 
typewritten letters and special 
trial plan. Write to Auto- 
typist, 602 No. Carpenter 
Street, Chicago. 




















THE ARISTOCRAT 


of PINS 
MADE BY 


William Prym 


of America, Inc. 
Long Island City. NOY. 
223 W. Jackson Bivd., Chicago 


























Triple Plated 
STEEL 


T a 







New York City 


Richard C. Loesch Co, 
Pittsburgh 


The Chatfield & 
Woods C 


This business is YOURS! 


A LMOST every customer 


uses cards; ard if you make a bid for). 0) 9o))"Pever Co 

the business, it’s a ten-to-one chance Detroit 

you'll get it. For business cards come — —— 

to mind in the same thought with Washington, D. C. 

office supplies. The Harton. Die ei 
Koch Paper C 


Ask any paper merchant here how 
to build a repeating business with 
Wiggins Compact Binders and Book 
Form Cards. 


The JOHN 8B. WIGGINS COMPANY 
(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 


Wissins 


BOOK FORM CARDS COMPACT BINDERS 


Used in every office 


Wherever displayed, there is a constantdemand for 


Moore Aluminum 


to hang up things to walls or woodwork. 
a hammer. 


Grand Rapids 
Carpenter Paper Co 
Houston 
wsworth Co., Inc. 


L. S. Be 


Toledo, Dayton, 
Columbus, Cleveland 
The Central Ohio 
Paper Company 
























Push-Pins 
Can be 


used with 


Moore Push-less Hangers 





to hang up framed pictures, charts, maps, ete. 
t sizes. 
Moore Maptacks, Thumbtacks, Numbered 





Thumbtacks, Marking Tacks, etc. 
Attractive Packets Make Sales 
Your Jobber Will Supply You 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa, 
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U.S. TYPEWRITER RIBBON MEG. Co. 
E Tl nn 





RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 


Sansom at Tenth Street 


































( ) 
Markilo Celluloid Products 


are made of the acetate (non-infammable) cellulose, and 
embody features of our own 
design. 

Envelopes for ring binders, 
—billfolds, cards, papers, etc. 
Indexer strips (blank-label) 
and tabs, celluloid fasteners. 
Book markers, book covers, 
etc. The Dozen System vs. 
Decimals, Booklet 25c. 


MARKILO CO., Mfrs. 
936c W. 63rd St.,Chicago,U.S.A. 





Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 




























Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 











Hektographs :\'— Refill Composition 


IN BANKS, .ROAD AND INSURANCE OFFICES 
ANKS, RAILROAD AND INSURANCE OFFICE saetindadeninan, Aina 


offers best means of keeping trans- 


ferred records in order and properly 
available The many sizes of loose 
leaf sheets, invoice duplicates, re 
e © ceipts in fact all records made on 


punched sheets, are neatly and eco 
nomically bound. F. B. is adjustable 
to width of sheets and distance be 
tween punchings and provides dif 
ferent capacities by means of inter 
changeable posts of various lengths 




















B. lists at $3.50 per dozen 4 take B rp 
sets, f.o.b. New York and offers : wre 40 
the most efficient and economical ¥ ey Wen sae ae 
transfer binder equipment available AES SE SSN ARE Saga 


Request on your letterhead brings 
sample and details 


. Graphic Rolls in All Sizes, to 
I is B. Manufacturing Fit All Makes of Duplicators 


Co. Domestic and Export Dealers Write 
1228 Inmtervale Avenue : 
New York, N.Y. GRAPHIC DUPLICATOR CO. 270 A Lafayette St., New York, N. Y. 

















Suggest METALSTAND 


for an additional profitable sale 


\ stock of these convenient small stands enables you to 
recommend them to typewriter users as they call. If you 
sell typewriters or adding machines, the natural thing to 
do is to add a stand to the sale. METALSTAND is useful us. 
also for calculators, directories, large account books, etc. 
It is of ample dimensions, side leaves optional—fitted 


with rubber mounted casters. It is shipped knocked _ — . 
down, weight 13 Ibs. All orders filled subject to dealer's METALSTAND 
approval. v r 
Retails at $5.00 for olive green finish pogaees top. COMPANY 
Walnut, mahogany and oak finishes slightly higher. Full 909 Walnut St., 
details, discount quotations and sales helps on request. Philadelphia, Penna. 





WE DO OUR PART 




















OFFICE APPLIANCES 








samples of 


Scratch Pads 
School Papers 





PROGRESS PAPERS 


\ completely rounded line—covers every type of paper for gen- 
eral office requirements — a quality, finish and texture to 
meet the most exacting demands. 


PROGRESS PAPERS have won their leadership through superior appearance 
and workability, and may be relied upon to be the best obtainable. 


Ask for prices and sample 


Mimeograph Papers 


BRADNER SMITH & CO., 333 S. Desplaines St., Chicago, lll. 


book of PROGRESS PAPERS. as well as 
Index Cards 


Adding Machine Rolls 


Second Sheets 

Duplicating Papers 
Cash Register Rolls 
Sample Book of Progress Typewriter Papers 











$1.50 ‘“MOISEN-IT”’ 


The Sanitary Moistener 


For gummed surfaces of en- 
velopes, labels, stamps, finger- 
tips, etc. 

Simple in design and opera- 
tion—a water dish, a_ special 
brush and a presser guide. Just 
pull the surface to be moistened 
across the wet brush—Hands al- 
ways dry—surface always mois- 
tened. 

Attractive in green glass and 
bright plate—non-corroding— 
lifetime service. 





! 
N U.S.A. 


THE COLYTT LABORATORIES 
565 W. Washington Street CHICAGO, ILLINOIS 


‘U.S. Patent 
Pending 











e eee es 


Cleanest Adhesive E 


pread Grippit with your fingers 
and see how it rubs off, leaving 
them cleaner than before. See how 
it brings actual pleasure to the 
pasting of charts, reports, stamp 


albums 


Look for this displav on stationery 


erstwhile pesky ie . 6 


counters Write us for newly 


designed, larger tube Free 


Harriman-Welts Products Co., 200 Summer St., Boston 





ceccecceccescese 
Get the whole story 
of the RITE-RITE 
No. 500 Pencil Shop! 
It’s a winner for 
Stationers! 


his picture shows only half the 





assortment of quality pencils, 
leads and erasers which with a 
group of beautiful display cards 
constitute the No. 500 Pencil 
Shop Get the whole story! 
It's worth much to every station 
er—to every retailer who sells 
pencils Write 


Rite-Rite Manufacturing Co., 1501 W. Polk St., Chicago 











FAVORITE 


THE ONLY LINE OF EXPANDING FILES WITH 
“PATENTED VISIBLE INDEX” 





The Cooke & Cobb Co. 
211-217 Steuben St. 
Brooklyn, New York 




















—the one duplicating 


ss machine black ink 

=e that gives first class 
Dourimanré 
| 









and 
ma- 


results on both open 
closed drum types of 
chines — 


making this an 
all purpose ink 








Samples & prices on request. 


ROOSEN COMPANY 
Chicago 
609 S. Clark St. 


H. D. 
Brooklyn, N. Y. 
Factory, foot 20th St. 























MARTENS 
TYPE CLEANER 


Martens goes over in a big way 








ws with typists. They like the pat- 
CLEANER| ented applicator, an exclusive 
Martens feature. It cleans type 

in Every so quickly, easily and _ thor- 

Bottle oughly, dries quickly without 

FREE! spattering. They always come 


INTRODUCTORY OFFER 
Write for it and our liberal - ‘ 
discount schedule Retail price 50 cents. 


MARTENS TYPE CLEANER CO. 


120 E. 28th Street, NEW YORK CITY 


back for more. 
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are) How’s your stock of 

P 


Oakville “Triumph” 
PAPER CLAMPS? 


Quality spring action clamps. Smoothly fin- 
Size No. I: 


up to Y-inch thickness. Size No. 2: holds up 


ished—won’t mar paper. holds 





\ to 44-inch thickness. Save money by ordering 
them with your other Yellow Box Line items. 


OAKVILLE COMPANY 

Division Scovill Manufacturing Company 
Waterbury Connecticut 
Acorn Utility Gifts of Metal 


Pins, Clips. Fasteners, Thumbtacks, Tak-a-Pins, etc. 


CHICAGO NEW YORK SAN FRANCISCO 


OAKVILLE 








STURGIS Posture cHairs 


Easy, quick adjustments 
without tools 
















A complete and out- 
standing line of metal 
posture chairs sold 
exclusively through 
dealers. 


Exclusive ter- 
ritories still 





available. 
Write for STURGIS POSTURE 
particulars. CHAIR COMPANY 


STURGIS AAICH, 














Albri3ht’s 


FINISHED Non-Hardening; made of Best 

rECGy ED ES WET ID TEED Grade Rubber and ground on 
> 

rYPEWRITER Dead-True Steel Mandrils by a 

PLATEN Mechanic whose 49 years’ ex- 


perience in the Typewriter Busi- 
ness qualifies him as an expert 
workman. 

Absolute satisfaction guaran- 
teed. Sample mailed to any 
address in the United States 
Postage prepaid, upon receipt 
of price. 


St. Louis Typewriter Exchange 
y} $ 


Established 49 Years 


COVERS 


Telephone MAin 1162 


718 Pine Street St. Louis, Mo. 




















F\axccee SALESMEN! 
‘2 4 4 
oe 





—a vast army of them—who have 
been more or less hibernating for a 
couple of years, are now faring forth 
to battle again. They will need 
Beach's 
“Common Sense" 


Expense Books 





Check up on your stock and be ready 
fer them. 


** Made under the banner of the blue eagle” 


BEACH PUBLISHING CO. 
1351 Book Bldg. Detroit 




















Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


rhe quality of CODO 
Ribbons and Carbons is fit- 
tingly exemplified in their 
modern, brilliant, attractive 
packing. 


TYPEWRITER 
RIBBON 


Proof and full information 
on request 





The Codo Manufacturing Corp. 


New York Coraopolis, Penna. Chicago 





bop TBP Standard 
©) 


A A o) Brass! 
N Te 
66 I 99 PAPER N ickel 
ToP FASTENERS Finish! 


The guide to quality in paper 
clips. Low cost and first quality 
built up a demand. Specify “Tip 
Tops.” Your Jobber can supply 
you. 


TIP TOP MFG. CO., Inc. 
SYRACUSE, N. Y. 


Canadian Agents, Brown Bros.,’ Ltd., Toronto 

















One In a Territory 


DEALERSHIPS being allotted 
NOW-—for this Clean, Legible 
Sanitary typewriter key. 


MASTER 
SPEED KEYS 


(non-rubber) 


The TENS OF THOUSANDS 
of sets in use attest to their 
greater satisfaction and econo- 
my of use. 

Get Your Application in To-day 


SPEED KEY MFG. CO., INC. 


294 Columbus Place Brooklyn, N. Y. 


























There's a Hanson Model for 
every postal need. Send for 
descriptive literature. 


More Scales! 


Sell 








hl . Five 
Phere’s a wide market few 
for shipping scales, as "8 
well as those designed 


for regular postal and air 
mail use—if you know 
how to reach it! 


Let HANSON Ideas 
Help You 


Hanson Service does not stop at me- 





chanical perfection. There's a success- 
ful merchandising plan available to all 
write for it today. 


HANSON SCALE CO. 


Hanson dealers 525 N. Ada St., Chicago 








140 







N.R.A. payroll 
without figuring/ 


Meilicke ready-made answers to routine problems cut calcu- 
lating time in half. Any employee can use Meilicke Systems 
without training. There are no keys to punch, no levers to pull. 
Just turn the card and copy the answer. 


Avoid New Code 
Complicatio ns 


Pay Roll Calculators are built 
on piece work, hourly or week- 
ly basis. 














| id fiver: 
fis Sf 
1 migee & 
q peas +4 
‘ 9 pee Ra: ‘ 
| The new 35 hour and 40 Ne i; gp a-8ae tt 
hour weekly basis Calcu- ERT Piri fb 
| lators are now ready; fia ieeee! 
} answers im ‘4 hour steps. : 
H 
Hourly basi« 


Calculators 
| have answers 
in \ hour or 
wh our steps. 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Write for Circular 


Meilicke Systems, Inc. 











| No. 4-C Wire Stapling Machine, List Price $6.00 





i 
| STANDARD EQUIPMENT 


The COMPO line of Paper Fasteners meets a 
great many requirements and will return a profit 
if you concentrale on it. The most important 


machine is illustrated above, having a capacity 





of 210 Wire Staples and weighing only 2 lbs. This 
Model No. 4-C will fasten together securely 35 

sheets of 16 lb. bond paper or equivalent, or will 
Why not 


write us for prices and further information? 
r= — 


Manufacturers and Distributors 


| COMPO MANUFACTURING & SALES CO. 


join them temporarily if you wish. 














compiled, | 























| WESTPORT, CONN., U. S. A. 



















OFFICE APPLIANCES 


The Memo-Pad 


that’s different! 
@ Hundreds of Memo- 


Pads are sold over the 
counter. Thousands are 
sold for advertising 
pur poses, 


Capitalize on this 
profitable business by 
selling the pad that is 
entirely different. 

@A real mechanical 


binder, immune to wear, 
that lies absolutely flat. 


@ Pads easily inserted, per- 
manently secure. 


@ Fits the pocket. Flexible 
enough to permit even fold- 
ing or curling. 


@ Advertising—lettered in 


gold to suit. 


Dealers: Write for com- 
plete details and suggestive 
“Sales-Getting” literature. 


Exclusive A 
Dealer Complete 
Franchise Line 
GRAND RAPIDS LOOSE LEAF BINDER CO. 


Grand Rapids Michigan 


O34recsre 


THE BLUE BOOK OF OFFICE MACHINES 


Tells you Instantly tHe MARKET VALUE OF 
SECTION 1 Adding—Calculating Machines 


- 2 Typewriters (also gives age of mach.) 

3 Billing—Bookkeeping Machines 

4 Folding—Duplicating—Mailing— 
Sealing —Stamping Machines, etc. 





OFFICE EQUIPMENT 





ae “” 
er 


$3.50 complete set 


TYPEWRITERZADDING 


PRICE $1.50 per section 


Reliable 


MACHINE (orforation. 
303 W. MONROE ST. CHICAGO 











ACME STAPLES 


and stapling machines 
QUALITY FIRST SINCE 1894. 
chines and staples that guarantee not 
only sales but profits. Ask us how. 


The ma- 


Acme Staple Company 
CAMDEN, N. J. 
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THE NEW [beat NO. 33 


= 


‘SHER (ese MAN 







| 
| 
| 
| 
| 


Height 26 in.; 
table top 171 
in. by 14; shelf 
i2xi4. Rubber 
tired casters on 
rear legs, rubber 
feet on front 
legs, 


Shipped K. D. in 
heavy fibre car- 
ton; shipping 
weight 16 to 18 
Ibs. Easily as- 
sembled in 5 
minutes, 


Wood tops and 
shelves in oak, 
walnut or mahog- 
any finishes; steel 
frames with black, 
green, brown or 
maroon “baked 
on” enamel, 


Made of electric welded steel tubing, in design and construction 
similar to the thousands of Sherman Manson stands that have 
been in satisfactory service more than 25 years. In appearance 
and sturdiness without equal in its price class. Side members 
are welded, not merely bolted or secured with slip joints so 
commonly used in inexpensive stands. 

Responsible dealers may order sample stand for examination 
with return privilege. 


Sherman-Manson Mig. Co. 
621-631 S. Kolmar Ave. Chieago 





WE DO OUR PART 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
5.00. 


fh 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 
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“WK ELEAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending ) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 











Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 








UNUSUAL 
OPPORTUNITY 


for office appliance salesmen 


| would like to hear from office appliance 
salesmen anywhere in the United States, 
available for employment, who would be 
interested in a possible connection with 
an organization that is “going places and 
doing things.” 


Experience in systems work and in the 
addressing machine field valuable, but 
not essential. Give personal details, ex- 
perience and all necessary information 
for consideration in first letter. 

Real opportunities are available for real 
salesmen. Address: 


TIM THRIFT 


The Elliott Addressing Machine Co. 
143 Albany St. Cambridge, Mass. 
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OFFICE APP 


On your calendar 





May and June! 


JUST AHEAD 
Peak months for grammar school, high 
school and college graduations! Peak 
months for Royal Portable dealer 
PROFITS! 
Each year ... more and more parents 
realize that the Royal Portable Type- 
writer is “The Most Appropriate of 
Graduation Gifts.”” Each year .. . this 
seasonal volume has increased, until it 
now stands second only in sales im- 


portance to the Opening-of-School. 


As an aggressive Royal Portable 
dealer your Graduation Campaign 
should be under way. Here are the 
steps! First ... make sure your stock is 


sufficient. Then . . . from the presidents 


ROYAL 





for April 


PORTABLE 


of graduating classes obtain lists of the 
members. Canvass them... call on their 
parents . . . demonstrate . . . see that 
everyone interested has Royal Portable 


literature. 


Royal is backing your Graduation 
Campaign with sound, tested, localized 
neighborhood advertising news- 
paper and magazine advertisements, lit- 


erature and window display material. 


Remember . .. The Royal Portable is 
the finest of home-sized typewriters . .. 
made and guaranteed by the world’s 
largest organization devoted exclusive- 
ly to manufacture of typewriters. Three 
models... each priced to include a gen- 


erous profit margin for the dealer. 





TYPEWRITERS 





Stock and handle Royal exclusively... 
LINK TO LEADERSHIP. 
Royal Typewriter Company, Inc. 
2 Park Avenue, New York City 
Canadian: 362 Notre Dame St., W., Montreal 


The| proposals in this advertisement apply only to 
stores in the United States and Canada, 
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VR. DEALER: 
A - 4a 4 _ = 


@ We believe we have a good case to 
present. However, it’s a case wherein the 
verdict is entirely dependent on a demon- 
stration. You be the judge with your 
customers acting as the jury. 


@ We don’t want to confuse you with a 
lot of unnecessary claims for our product. 
We know that we needn’t point out to 
you the fact that a good stencil finds a 
ready sale and that its introduction leads 
to the sale of many accessory items. 
Every dealer is familiar with those facts. 


@ The most important point to consider 
is, ** Will my customers be satisfied,’’ and 
the best way to answer this is to trya 
test case. Send the coupon for free 
samples and have one of your stencil 
customers try them. Put them through 
the only real test——actual use in the cus- 
tomer’s hands. We'll rest our case on the 


results, for after all— RESULTS COUNT! | 





The Heyer Corporation 
945 W. Jackson Blvd. 


‘Chicago, ‘Ilinois 


_ Your case interests me. Send me 
SAMPLES of your stencils so that I may 


Dy 





the FRE 
ss judg- 
ment on them. No obligation, of con ies 
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which to utter a sound! 








y 
The Executive Office Typewriter 






UST go to any Underwood Branch 
J today and SEE the new Underwood 
Noiseless Standard...AND TRY TO 
HEAR IT! It’s the ideal machine for any 
office that is jointly occupied by execu- 
tive and secretary...for any place where 
even the businesslike tapping of the 
ordinary typewriter might disturb a 
precious thought. 


The remarkable thing is that in this 
new typewriter Underwood has suc- 
ceeded in combining the noiseless fea- 
ture with typical Underwood speed... 
lightness of touch...ease of operation 
...and stability. There are no confusing 
operating gadgets on the new Under- 
wood Noiseless Standard. 





If you'd like a demonstration of this 
new Underwood in your own office, 
just telephone the nearest Underwood 
Branch today. Remember, every Under- 
wood Typewriter is backed by Under- 
wood Service. 





Fast...easy to operate... unusually light of 
Typewriter Division touch...free of confusing operating gadgets. 
UNDERWOOD 
ELLIOTT FISHER COMPANY 


l ypewriters... Accounting Machines 


idding Machines 
Carbon Paper, Ribbons and Other Supplies 


342 Madison Ave., New York, N. Y. 


Sales and Service Everywhere 


UNDERWOOD ELLIOTT FISHER 
SPEEDS THE WORLD'S BUSINESS 


Listen to “‘The Voice of America”, every Thursday evening 8:30 to 9:00, E.S.T., Columbia Network—Key Station WABC, N.Y. 


UNDERWOOD *..; NOISELESS 


_...not a click or a tap to disturb a precious thought! 





